



























insta. em UP-ON-END tn existine PIPING... 


« Elevated counters are aligned 
on loading deck, and equipped 
with swivel adaptors, permitting 
operator to read recorded gal- 
lonage from any position. 








Radius of meters and angle 
adaptors compensate for off 
—e” TO MEET EVERY PIPING NEED position of piping and structural 
members, with elevated align- 

5 i gfe ee ; ae » I ment of extensions and counters 
conveniently located for great- 
est readability. Note how the 
meters are self-supported in the 
vertical line. 
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@ Brodie BiRotor Meters flexibly adapt themselves to every 
piping requirement. 
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@ Whether they are installed vertically or horizontally, 
Brodie BiRotor Meters perform with the same high 
degree of sustained accuracy, dependable long life service 
and low maintenance. 

@ No other mounting support but the line is required. 
Durable double case construction avoids any effect of 
piping strain or stress on measuring element. 


@ True balanced dual rotor design functions equally well 
in vertical or horizontal position. 


@ Angle adaptors and extensions permit counter to be con- 


veniently located for greatest direct-reading visibility. Standard Oil Company of California loading rack . 
Pittsburg, Calif., illustrates simple application of vertical’ 


installed Brodie BiRotor Meters with no change in existing 
piping layout. 


DIE Bien” METERS |: 
S SARUEROTARY Chica 


RALPH N. BRODIE COMPANY - San Leandro, California, U.S.A. 


MT. VERNON, N. Y. FOREST PARK, ILL. DALLAS 2, TEXAS SEATTLE 9, WASH. LOS ANGELES 22, - 1709: 
550 So. Columbus Ave. 1227 Circle Ave. 167 Parkhouse St. 221 9th Ave. N. 5401 E. Sheila Stree 


$ 
REPRESENTATIVES WITH STOCKS “AND SERIVNCE FAC LETTE: (UN AXEL TRRENCUR AT ciTle 


Call on Brodie metering experience today. 
Bert | 
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The cover picture this month shows the installation of 
one of a pair of 25,000 gal. fueloil tanks built by the Patter- 
son Tank Co., in New Jersey for the Carver Houses project, 


Our neighbor on the north has been up to a lot of inter’ 


Then there’s a rather thorough study of additives by 


Among other things . 
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YEARLY: 
$3.00 


CANADIAN: 


$4.00 


SINGLE COPY: 


$1.00 


to serve Johnson oilburners sold by Lieblich of New York. 


esting activities in oilheating with a phenomenal growth 
curve in the past decade. Now they’re getting natural gas 
competition in prosperous Toronto, which adds a little 
spark to the report of their latest convention and show. 


a couple of scientists in the duPont organization, well 
worth knowing about. And there’s a big feature presenta- 
tion based on a full-day’s skull session at Yale in which 
several successful fueloil men told how they make money 
in their oilburner departments. 


Your Best Bet! 


THE ATLANTIC 


(WET BASE) 


STEEL BOILER 
LINE 


le] a7 4e), iy.) te 


WATER TUBE 
HEATING PACKAGES 


MODEL ‘‘500” 
Only 42%” high, 
19” wide, 41” 
long. Has heavy 
duty 3 gpm tank- 
less water heater. 
MODEL ‘600”, 
slightly larger 
with capacity to 
4 gpm. 


Fire Completely Surrounded By 
Water. This Increases Efficiency— 
Lowers Fuel Costs—Lowers Stack 
Temperature. 

Everything You Need Completely 
Pre-Wired And Assembled In One 
Package. Shipped With Skids And 
In Protective Carton. 





STEEL 
OIL BURNING 
BOILERS 





FIRE TUBE DE- 
SIGNS for homes 
and small com- 
mercial and in- 
dustrial build- 
ings. Sizes up to 
3000’ of steam. 
Easy access for 
cleaning. Rolled 
in tubes. WATER 
TUBE DESIGN 
(not shown). 
Made in four 
sizes with capa- 
cities to take care 
of 90% of heat- 
ing installations. 
Available for hot 
water or steam. 


’ The Only Boilers In This Range Of 
Sizes With Wet Base. Furnished 
With The Popular Atlantic Burner. 


Write, wire or call for complete details today 
on the popular Atlantic Steel Boiler line. 


Mite 


STEEL BOILER CO. 


22nd & Washington Ave., Phila. 46, Pa. 
Kingsley 5-5229 













































‘Regulator 


| ager, Fox joined 


| in 1950. Prior to 
| that he had spent 





Eldon E. Fox has been promoted to 
director of advertising and sales pro- 
motion, Minneap- 
olis - Honeywell 


Co., Minneapolis, 
Minn. 


advertising man- 


Formerly 


Honeywell 





six years with Young & Rubicam, New 
York advertising agency, serving in the 
media and research departments and 


| later as account executive. 


Norman W. Rowand, general man- 


_ ager, Pittsburgh Division, Rockwell 


Manufacturing Co., has been named 


| assistant to the vice-president, L. A. 


Dixon, Jr. Other changes in the Meter 
and Valve Division concern Paul A. 


| Mankin, chief engineer, now general 


manager and Arthur W. Krause, as- 
sistant general Manager, now factory 
manager. Rowand, who has headed the 
Division since 1951 will now be in 


| charge of the Register and Drill Unit 
| Divisions. 








J. W. Swatek has been promoted to 
general sales manager, A. P. Green 
Fire Brick Co., Mexico, Mo. Prior to 
his appointment he had been a regional 


| sales manager. M. D. McClain, for- 





McClain 


mer sales manager of the Woodbridge 
(N. J.) Division, has been appointed 
assistant vice president. Other changes 
in the sales organization include: the 
appointment of H. L. Beynon, W. W. 
Cockrill, O. H. Read and C. H. Coats 
as general sales managers; and W. K. 
Stevens, named sales manager, Wood- 
bridge Division. 


James M. Bennan, 44, president and 
chairman of the board, Jefferson Elec- 
tric Co., Bell- 
wood, Ill., was 
killed February 10 
in an automobile 
accident. He was 
the son of one of 
the founders of 
the company. He 
joined Jefferson 
in 1933 and be- 
came president in 1949. In 1952 he 
became chairman of the board. He is 
survived by his wife; two sons; two 
brothers: Edward J., Jefferson execu- 
tive vice president, and John B., as- 
sistant purchasing agent; and one 
sister. 





M. A. Joulsohn has been elected vice 
president, Torrington Manufacturing 
Co., Torrington, 
Conn. He is vice 
presidentand 
general manager 
of the Western 
Van 
Nuys, Calif., a 
wholly owned 
subsidiary. Joul- 
sohn joined the 
manufacturer of fan blades and blow 
er wheels in 1949. 


Division, 





Frank D. Klein has been named 
manager of distributor development, 
Cooling Division, 
Union Asbestos & 
Rubber Co., Chi- 
cago. He will su- 
pervise organiza- 
tion activities of 
aircondi- 
tioning distribu- 
tors throughout 
thé United States. 
In 1939 he became vice president of 
North American Engineering, Inc., 
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IMPORTANT 


THRUSH 


DEVELOPMENTS 
IN A SINGLE YEAR | 










THRUSH THRUSH 
VACUUM BREAKER TANKS TANK DRAIN 


Look for the Vacuum Breaker when you You can sell a Thrush Tank 
buy Pressure Tanks. It’s a real time-saver at ae Drain for every expansion tank on 
no extra cost... and only genuine Thrush any existing installation. Saves 
Pressure Tanks have this feature. Enables money for your customers, saves 
you to drain a water-logged tank completely time and bother for you... and you 
in just a few minutes. A real improvement in make a profit, too. The Thrush Tank 
Pressure Tanks. Drain screws into drain tapping. 





























THRUSH 


BALANCING 
VALVES 


Save time and trouble in 
balancing radiant coils with 
these precision-built Thrush Bal- 
ancing Valves. Give accurate 


IMPROVED 
THRUSH 
WATER 

CIRCULATOR 


WITH INTERCHANGE- 
ABLE FLANGES 





control of flow and panel tem- ty Ruggedly built and compact ... the time tested 
perature. Positive filling and yy Thrush Water Circulator for °55 has greatly in- 
venting assures maximum effi- creased capacity and quieter operation than ever. 
ciency and full panel output, Job-rated power for each size, 4” H, 1” H, 144” H 


and 144” H... the biggest value in Water Circu- 
lators today. 






THRUSH MANIFOLDS 


Save time, save Ly For more information, see your 


space, save fittings. wholesaler or write Dept. C-3, 


1” and 114” sizes 
Return Manifold each with 2, 3 or 4 





eee =H. A. THRUSH & comPANY 


PERU, INDIANA 












Supply Manifold 


A Completely NEW Line... 
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to save you time, labor and money 








Speed up your service calls. Eliminate wasted 
minutes looking for tools and parts. Stop 
unnecessary trips back to the shop. Save time 
and money on every job by installing a new 
Morrison Service Body on your truck. 

With a Morrison Service Body you can have 
a complete workshop and stockroom on 
wheels. Easy to load, they keep tools and 
parts safe, in good order . . . easy to find, 
readily accessible. What you need, when you 
need it, where you need it for every job. 
Morrison offers six basic models to fit 40 
different 14 -34-1 and 114-ton, single or 





- 


Model 900 S 






18 compartment 


dual wheel chassis 
. completely weatherproof 
25 to 35 square feet of 
loading area for bulky equipment or parts 

. and an exclusive mounting arrangement 
that makes it possible to install these bodies 
on a new or old chassis in a matter of minutes. 


arrangements . . 
compartments .. . 


Morrison's new line of Service Accessories 
— including material trays, pipe racks, pipe 
rest, pipe vise bracket and an Upper Struc- 
ture that completely encloses the body — 
tailors your truck to your exact needs for a 
price you can afford to pay. 


For Better Service and Greater Utility . . . Specify 


as Movuson cervice bodies 


Get all the money-saving facts 
about Morrison Service Bodies and 





Accessories .. . 25 NEW design NWaink 

and construction features. Fill in Firm 

the coupon ... mail today. Street 
City 


Morrison Service Body Div., Morrison Steel Products, Inc. 
694 Amherst Street, Buffalo 7 x. 


Send me complete details on Morrison Service Bodies 
and Accessories. 


@ Also manufacturers of MOR-SUN Furnaces and ROLY-DOOR Steel Garage Doors 
Morrison Service Bodies are carried by leading Truck Equipment Distributors in all principal cities 








. . . « Names in the News 


and subsequently held executive posi- 
tions with Westinghouse and Frigi- 
daire. 

Heading the newly organized Ex- 
port Division for UNARCO will be Al 
bert Rebel assisted by William G. Hus- 
ton. The Division will have offices at 
354 S. Spring St., Los Angeles, Calif. 


J. C. Veltman has been named man- 
ager of branch sales, Iron Fireman 
Manufactur 
ing Co., Cleve- 
land. With the 
for 26 
years Veltman 


company 


will assume over- 
all direction of 
the sales in 
branches located 
in Chicago, 
Brooklyn, Milwaukee and St. Louis. 
Since 1949 he had been sales manager 
of the Chicago branch. 
| 

Lee G. Parmalee has taken over the 
newly created position of sales man- 





ager of the Resi- 
dential Warm Air 
Furnace Division, 
Firewel Co., Inc., 
Buffalo, N.Y. 
Parmalee is presi- 
dent of the East 
Aurora Toy 
Corp. 
merly owned the 
H & M Sales Co. He also had been 
a refractory engineer with the Amer 


can Crucible Co. 


and _ for- 





John A. Miller has been made as’ 
sistant general manager of marketing, 
Esso Standard Oil Co., New York. He 
was formerly southern sales managet 
and the northern sales manager, Gor’ 
don D. Donald, is now manager of di 
vision sales. Miller joined Esso in 1934 
and has headed the advertising and 
sales promotion department. Donald 
has held positions in refining and sales 
operations of the company and its 
affiliates since 1923. He was formerly 
manager of the New Jersey Division. 


Robert B. Prugh has been appointed 
advertising manager, Buckeye Iron & 
Brass Works. The manufacturer © 
valves and fittings is located in Dayt™, 
Ohio. 
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competition 








... Hot for 
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with 
OBILHEAT 


There’s no better way to meet and beat strong 
competition than to sell a well-known, reliable 
brand—Mobilheat! Here’s a fuel oil that’s 
known and preferred by oil burner owners all 
over the country. Furthermore, it’s backed by 
one of the greatest names in the petroleum 
industry —Socony-Vacuum. 


Why not take advantage of 89 years of oil mar- 
keting and merchandising experience? Get on 
the Mobilheat Brand Wagon! 





SOCONY-VACUUM OIL COMPANY, INC. 


il 








pS ditorial Ris aks 


IN CANADA for a couple of days to see 
the exposition of the Oil Heat Ass’n, 
the air was full of what to do about 
natural gas, now that it’s arrived in 
Toronto. 

The papers carry quite a lot of criti- 
cism of the utility, particularly in the 
letters from readers. This is an example 
from the Toronto Telegram of Feb- 
ruary 15: 

“I dread to see the January gas bill. 
The gas company’s circular to users 
is headed “The High Bill Story.’ Story 
it may be to them but to us who get 
a $181.94 bill for heating an 11-room 
house for one month it is grim reality.” 
There was more to it but that’s the 
theme. 

The oilheating group has a good pro- 
motional program well started and it 
should help to keep up the healthy 
growth rate in the face of the new 
competition. 


\/ 
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IT IS INTERESTING to run into people 
born in the same town you were, par- 
ticularly when they are prominent peo- 
ple, and the town, however lovely, is 
not so widely known. 

At the Kentucky convention in 
January one of the key speakers was 
Willard M. Wilson, assistant director 
of the American Petroleum Industries 
Committee, New York. In the printed 
program we noticed that Wilson was 
born in Holdrege, Nebraska, a pleasant 
county seat town in the prairie coun- 
try. 

That reminded us that Dean Hodges, 
Shell’s vice-president for supply and 
transportation, was also born in Hol- 
drege, Nebraska. To complete the 
three-legged stool, the editor was born 
there. 

The three men’s offices are within 
a four block radius in New York, which 
should prove something or other but 





10 





we don’t know what. It would be a 
fair bet that any one of the three 
would prefer to live in Holdrege if he 
could have the same job. 


>, 
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WE WERE HEARING again the other day 
about Tamaqua, Pennsylvania, and 
how it doesn’t care much for oilburn- 
ers. Tamaqua is a sort of crossroads 
center for the anthracite coal region. 
It has suffered considerably from the 
great decline in the use of coal for 
heating. 

So the town fathers are taking no 
chances on being defeated at the next 
election. To install an oilburner there’s 
an inspection fee of $150, and the most 
oil that can be stored at a residential 
site is 50 gallons. 

They’re probably only well started. 
Next we'll be hearing that tank trucks 
are limited to 500 gallon size and each 
must have two drivers in case one gets 
a heart attack. 


}, 
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HERE'S ANOTHER heartwarming item 
on how to make the public like us bet- 
ter. Esso Standard is shortening the 
masts on its new fleet of tanker-barges 
to do away with the necessity of open- 
ing train bridges to let them through. 

Some 11,000 commuters have been 
inconvenienced while the Jersey Cen- 
tral bridge over Newark Bay has 
swung open to pass a tanker. It was 
only necessary to shorten the masts 
four feet to clear the bridge, and this 
will eliminate some 420 openings per 
year. The change, however, is rather 
complicated since they are tripod-type 
steel masts. 


\/ 
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IN A RECENT ADDRESS by Donald 
Minard, president of the Trane Co., 
there were some interesting angles on 
the future of airconditioning. Among 
other points discussed he mentioned 
the study by the American Institute of 
management which concluded that 
when 15% of the desirable business 
space in a town is airconditioned others 
must do it as a competitive necessity. 

Then he prophesied that the all-year 
airconditioner of the early future will 
be no larger than your present refrig- 
erator . . . perhaps smaller. And he 
expects that your future home aircon- 
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ditioner will deliver the air through 
plastic ducts only three or four inches 
in diameter—ducts that are prefabri- 
cated and self-insulating. 

ae 
WE CLIPPED THIS from George Hoch- 
stein’s “Heil Merchandiser” some time 
back and just today it comes to light 
again and deserves attention: 

“Any salesman can improve his sales 
if he spends more time face to face 
with buyers. Breakdown in average 
salesman’s time: 36% traveling; 24% 
waiting; 38% doing essential work 
which includes 15% selling; 2% lost 
time. 

“If he works 40 hours and earns 
$100 a week he could earn $6.60 an 
hour if he could do essential work all 
the time. Cutting the week short (by 
driving home Friday noon) hurts sales- 
man as well as company.” 

So 
THE CANADIAN branch of Iron Fireman 
is headed by Dave Butler. This is a 
manufacturing operation for the Do- 
minion but it also operates as a retail 
branch in Toronto. Dave’s 12 salesmen 
had been kept busy on leads from ad- 
vertising and telephone canvassing up 
to the middle of last October. 

Then the new gas line from Buffalo 
showed up around the bend and the 
papers were swamped with free pub- 
licity for the new fuel. The local utility 
started advertising for people to wait, 
that the new heating rates would save 
them 35%. They meant of course that 
they would be that much cheaper than 
the old manufactured gas rates, but a 
lot of prospects thought that this meant 
cheaper than other fuels. 

Momentarily, the market dried up 
like a desert . . . very few leads for 
Dave's high priced men. You could 
slice the gloom. 

He invited them to breakfast at 4 
suburban spot and broke the news that 
henceforth they were to canvass for 
leads, including himself. So for the 
next two weeks he spent one day with 
each man, all day door-to-door, and 
from then on the 12 men canvassed 4 
half of each day up to Christmas. 

The results—not a million sales but 
there were enough at least to dispel the 
gloom and let the boys know that they 
were still in a very good industry: 


























































VENTALARM 


VAN 


Contact your 
REGULAR SUPPLY HOUSE 
for VENTALARM® Signal 
in a variety of sizes. 
Scully Products are 
manufactured under U.9. 
and Foreign Patents or 
Patents Pending. 


WHISTLING TANK FILL SIGNAL 


Over 4,000,000 
Proven in Field Use 


FULLY For new or old tank installations — residential, com- 
mercial or industrial — there’s a VENTALARM Signal de- 
DEVELOPED signed for the job. Models to satisfy every vent pipe size 
LINE and run. Special 3-Piece Signal Assemblies for heavy oil 

and where vent is far distant from fill pipe. 


including the Exclusive VENTALARM GAUGE 


A combination VENTALARM Signal and Tank Gauge for 
multiple savings on new installations. You install one item 
instead of three! One less tank flange opening needed. 
Unit case acts as reducer. 





All VENTALARM Signal installations are 
EASY Lhe) surprisingly simple. Especially conven- 
ient, is the Model “LC” with famous 
INSTALL compression-fit top for installation on 
old tanks. Eliminates need for pipe 
threading. 


ESTABLISHED SUPPLY Friendly working arrangements of long- 


standing with a nationwide network of 
HOUSE RELATIONS leading Supply Houses. Means fast, on- 


the-spot service for the Dealer. 


TESTED FOR THE JOBBER: Illustrated price lists; complete product 
literature; special card and letter mailings for direct mail 


+) Yo) lelie) coverage of your whole territory. 

PLANS FOR THE DEALER: Helpful tips on how to sell more fuel oil 
with VENTALARM Signal; how to save up to 30% on delivery 
costs; how to plan the installations. Colorful envelope enclos- 
ures, cards, letters — all ready for use — all available at less 
than cost. 


UNDERWRITERS’ LABORATORIES LISTED: VenraLarm Signals Type LA 
(1%4” x 1%”), #220 (1%” x 1%” compression top), #521 (2”x 1%”), #270 
(2” x 2”), #271 (2” x 2” with half union top), #275 (2” x 2” with com- 
pression top); VENTALARM GAUGE combinations Type VG-A (2” x 1%”) 
and VG-B (1%” x 1%”). 


UNIVERSALLY APPROVED BY LEADING FIRE AND MANUFACTURED UNDER 


: ; ohh FULL AND ACTIVE 
SAFETY AUTHORITIES — in accordance with the indi- 
vidual models which fulfill local regulations. PATENT PROTECTION. 


SCULLY SIGNAL COMPANY 
174 Green St., Melrose 76, Mass. 


Canadian Licensee: EMPIRE BRASS MFG. CO., LTD.; London, Ontario 








SHIPMENTS, in Thousands of ||! 
Domestic Oilburners & Units | 
Domestic Gas Burners 
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Shipments of Oilburners and Units 
(Including Exports) 


Adjusted to include manufacturers other than the 145 reporting to 
Census Bureau, FUELOIL & O1t Heat's estimates of shipments are: 





—_—_—_—_—_——NOVEMBER————— —_——ELEVEN MONTHS—— 

Percent Percent 
1954 1953 Change 1954 1953 Change 
Conversion 43,820 41,534 +~ §,5 490,028 544,027 — 99 
Boiler Units ee ee 5,891 — 3] 63,099 66,410 — 45.0 
Furnace Units 18,098 14,640 + 23:0 182,210 176,713 a Sal 
All Domestic 67,629 62,065 + 9:0 735,337 787,150 — 6.6 
Commercial 3,592 3,208 tT 12.0 35,622 39,133 — 9.0 
Total 142271 65,273 a Ot 770,959 826,283 - 6.7 
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1950 = 195! 1952 1953 1954 1955 


January Minimum Retail Prices: Key Dealers 
CONVERSION BURNERS BOILER-BURNERS FURNACE-BURNERS 
January Aver. $316 $704 $596 
December Aver. 317 702 597 


Price Index: Conversion Burners: January 1940 is 100%, 
WHOLESALE RETAIL 
January 135.5 Sixmonthsago 138.9 January 128.2 Sixmonthsago 131.4 
December 135.0 Yearago 143.8 December 127.6 Yearago 130.1 





OILBURNER PRICES COMPARED TO GENERAL INDEXES 


O/LBURNER PRICES - RETAIL CONVERSION BURNER — JAN. 1940 = 100 
INDIVIDUAL INCOMES - BUREAU OF LABOR STATISTICS — 1939 = 100 =" 22 eee enn mnn 
CONSTUCTION COSTS - RESIDENTIAL - DEPT. OF COMMERCE — 1939 = 100 —= =e © meme 
COST OF LIVING - BUREAU OF LABOR STATISTICS —1935-39= 100 sseeceecccccccscccccecce 
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Oilheating Trends 


THE YEAR started off nicely with esti- 
mated installations of 53,586 domestic 


oilburners and units compared with 
47,548 in January last year. This tallies 
rather well with general impressions 
we have been getting around the in- 
dustry that January sales were better 
than expected. 

New homes played an unusually 
large part in January business repre- 
senting 25,058 installations. Replace- 
ments of old oilburners were 12,259 
and Conversions from other fuels 16, 
269. 

BURNER STOCKS: Domestic oilburn- 
ers and units in dealer hands at the end 
of January were approximately 89,409 
showing a little increase over the 80, 
185 the previous month and a slight 
drop from the 90,824 the previous 
year. 

The stocks at the end of January 
were divided: Conversion burners, 54,” 
450; Boiler-burner units, 17,616; Fur’ 
nace-burner units, 17,343. 

Factory stocks on November 30, the 
latest available data, were 54,901. This 
compares with 67,519 on the same date 
the previous year. The fact that com 
bined dealer and factory stocks are well 
below a year ago would indicate con’ 
siderable activity on shipments and 
production this spring, with the mat 
ket apparently improving. 

TANK sTocks: At the end of Janu’ 
ary dealer stocks of consumer oil tanks 
were down to 34,294 compared with 
39,940 the previous month and with 
49,071 the previous year. 

By sizes the current stocks are di- 
vided : 220-275 gallon, 28,943; 550-67 
gallon, 3,867; 1,000 gallons or larger, 
1,484. 
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REACH OUT... 


as far as you want—with. this 


EXTREME RANGE 

















Minimum fill up time . . . no truck’ Arm locks int any position, ele- 


respotting .. . at loading racks — - vates automatically when locking 
where OPW’s No. 2750 Transport mechanism is released by oper- 








Loading Assemblies. are installed. ator. No valving mechanism, gas- 
The extreme range, overall com- _- kets or piston leathers to wear. 
pactness, and maneuverability Unaffected by changes in tempera-. 
makes the difference . ... provides ture of climate. 


a really effortless, flexible loading 


of tank cars and trucks. For more details about this and ay Riser supported by two 

C eni ‘gi other outstandin OPW S sam Ly bronze or steel straight 
onvenient to operate. No cumber Balanced and Counter-Balanced 

some counter-weights. Less. mass Loading Assemblies write for Cat- — we a ~ 

to be started, moved, stopped. alog F-7. No obligation of course. _ ble ball bearing swing 

Loader controls elevation from . a a ; : joints. 


truck by remote. control cable. Sizes: 3”,4” 





OPW CORPORATION 


2737 Colerain Ave. 
Cincinnati 25, Ohio 






b. / 





. . « « Oilheating Trends 


The average price paid by dealers 
throughout the country at the end of 
January for the 275 gallon size was 
$30 which was the same as the average 
a month earlier. 





Special Study 
of the Month 











OIL DELIVERY PEAKS: Because this 
winter has been the first with normal 
Degree Days in quite a few years the 
oil delivery problem at the peak of the 
season has been accentuated. It seemed 
a good time to ask the reporting fuel- 
oil distributors a few questions on how 
they handle the mid-winter peak. 

The average size of all companies 
throughout the country who assisted 
in this survey was somewhat larger 
than the typical company but that 
would not change the implications of 
the study. The average reporting com- 
pany had eight fueloil trucks. We find 
that five of the eight were used to some 
extent throughout the year. The other 
three were used only a few weeks 
through the winter peak and remained 
idle the rest of the year. 


Then we have known of occasional 
companies that have one or more trucks 
entirely idle but kept as standbys for 
occasional emergencies. It was surpris- 
ing to learn that more of this is done 
than commonly believed. Among all 
fueloil trucks owned by reporting com- 
panies we find that about one out of 
seventeen is laid up all the time and 
brought out only for emergency use. 
These are not the trucks that are nor- 
mally used at the winter peak but, 
rather, they are never used unless the 
company finds so many of its trucks 
laid up that it can’t keep up with de- 
gree day delivery. 

The fueloil distributors were then 
asked which basic system they used to 
handle the winter peak period. A little 
more than a fourth of the reporting 
companies have enough trucks of their 
own to handle the peak on regular 
hourly schedules. The remaining three- 
fourths of the companies increase their 
hours of operation materially in the 
winter. 

A very few companies rent outside 
trucks to help carry the peak . . . more 
on this later. 
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Oilburner* and Building Permits 





OILBURNERS——_—_- — —DWELLINGS———____ 
January 12 MONTHS January 12 MONTHS 
1955 1954 1954 1953 1955 1954 1954 1953 
] 9 167 307 Albany, N. Y. as rae ors Be 
37 85 892 1395 Baltimore, Md. 269 309 2783 3820 
ee a , Binghamton, N. Y. 7 3 182 137 
Bloomfield, N. J. 13 3 103 317 
ae os oe is Boston, Mass. 43 24 618 391 
101 87 1266 1471 Bridgeport, Conn. ee we Re ar 
mn oF ip is Buffalo, N. Y. 46 20 pea 510 
71s 18 232 590 Columbus, Ohio ff. ae ie 4 
ce -s Bes a Des Moines, Ia. 63 292 4207 4949 
6 me ie oi Detroit, Mich. 168 182 3111 3001 
20 38 487 588 Elizabeth, N. J. o 5 67 3 
38 31 468 405 Freeport, N. Y. ae wi at ae 
~ Greenwich, Conn. 16 13 418 320 
A i Hackensack, N. J. 7 1 86 68 
168 1459 Hartford, Conn. ie ae a ae 
a Me ee ; Hudson County, N. J. aus oa ie 
6 10 341 447 Irvington, N. J. 0 0 22 29 
- - el wie Lynn, Mass. 16 5 198 174 
34 44 747 451 Meriden, Conn. oa a: . a 
318 378 6674 7722 Milwaukee, Wisc. 127 127 3966 3684 
19 26 210 408 Minneapolis, Minn. 36 21 1149 = 1049 
9 10 226 256 Montclair, N. J. os as ne a 
1 sa 97 ae Morristown, N. J. 0 0 45 85 
14 9 341 364 Mt. Vernon, N. Y. 
a 57 1474 1906 Newark, N. J. 
81 45 547 fo New Bedford, Mass. 
New Haven, Conn. 


12 36 497 «502 
ss 14 350 403 


987 1049 11090 


New Orleans, La. oe ne ae * 
New Rochelle, N. Y. 35 10 398 453 
New York City (total) 4% a - % 
ud Brooklyn-Queens 
7183 Manhattan, Bronx, Rchd. 


y Fe 37 615 805 Norfolk, Va. 35 38 456 604 
Ar os me i Oakland, Calif. “Sf a = ~ 
14 28 ily ph 449 Omaha, Nebr. 67 21 1364 31521 
is 8 173 207 Orange, N. J. 0 ] 13 24 

4 5 162 223 Passaic, N. J. oa a ie % 
28 11 413 628 Paterson, N. J. 9 3 282 152 


296 376 64715 6481 


Philadelphia, Pa.** 
Plainfield, N. J. 


10151 «130 


48 37 o PH | 720 Portland, Me. 2 6 152 198 
266 179 4411 3874 Portland, Ore. 71 101 1647 1926 
15 22 222 229 Poughkeepsie, N. Y. : oa re 
a 50 aie 1264 Providence, R. I. 7 i) Ws 208 
ee ot ie ss Reading, Pa. 1 1 49 400 
59 29 381 403 Richmond, Va. 24 30 439 5 72) 
55 597 Roanoke, Va. es , 


39 91 1951 3131 


Rochester, N. Y. 


a, 7 140 207 Rockville Center, N. Y. mae 3) 78 92 
22 22 471 452 Salem, Mass. 5 1 69 79 
143 140. DET 1995 St. Louis, Mo. 24 31 528 341 
19 16 104 247 St. Paul, Minn. 37 34 1129 ~=1106 

3 25 196 180 Schenectady, N. Y. ‘fs ee Be ¥ 

i a ity 53 Seattle, Wash. an 135 2518 . '632 
167 119 2292 2195 Spokane, Wash. - es a AP 
3 ‘i ai “is Springfield, Mass. 134 26 1279 1035 
a7 26 310 426 Stamford, Conn. ; : a ne 
ae ma ie : Syracuse, N. Y. 5 ahs a a's 
Trenton, N. J. 2 I 114 155 

an te a a Utica, N. Y. 2 3 194 128 
61 46 684 871 Washington, D. C. rae sf oe 
i - sa -_ West Orange, N. J. 20 337 280 
16 16 333 331 White Plains, N. Y. 3 10 169 269 
29 41 529 894 Wilmington, Dela. 3 1 49 151 
95 87 1512 1549 Worcester, Mass. ; : a . 
25 41 767 908 Yonkers, N. Y. a ay ac . 
2684 2735 38315 45377 Totals 1174 1214 28881 29767 
— 1.9 -- 15.6 Percent Change — 3.3 - —f0° » 


*Permits are not total sales in each market since none are reported from suburban 
areas, which normally account for 20% to 60% of total sales in each market; nor are 
they an accurate index where enforcement is lax. Rightly used, however, they are 4 


useful working index. 


**Received from Philadelphia Inquirer. 
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Some of the companies mentioned 
other methods of handling their peak 
operation and we'll disclose these in 
the comments at the end of the report. 

In checking the number of hours 


worked by the companies who operate 
on overtime during the winter we find 
the average increase to be 29%. In 
other words instead of the typical eight 
hour day these companies move up 
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Figs. 1 and 2 are representative 
of results obtained in a test con- 
ducted by a major oil company in 
an area where an abnormal num- 
ber of sludge complaints in do- 
mestic heating systems were re- 
ceived. 

Fig. 1 shows a typical filter 
element as removed from one of 
the heating units after running 
on untreated fuel. Fig. 2 shows 
an element at the end of a 90- 


Just look at the 
difference in sludge 











day test period in which the 
same fuel plus Fuel Oil Additive 
No. 2 had been used in the 
system. 

This, and other findings in the 
test, indicated that Du Pont Fuel 
Oil Additive No. 2 acts as an 
active sludge dispersant in con- 
centrations of 20 Ibs./1000 bar- 
rels and that its use in dirty 
heating oil systems is generally 
beneficial. 














Du Pont Fuel Oil Additive No. 2 


can make a big difference in your heating oil SALES, too! 


« 


There’s “something extra” in many heat- 
ing oils these days. And for distributors 
who have been delivering fuel containing 
it, it has paid off handsomely in customer 
satisfaction and bigger profits. 

The “extra”? Du Pont Fuel Oil Addi- 
tive No. 2. Here are the results you get 
with it. 

Cut nuisance calls 
By helping prevent insoluble particles 
from forming, Du Pont FOA-2 reduces 
sludge .. . the trouble-maker that accounts 
for so many nonprofit service calls con- 
nected with clogged filters, nozzles and oil 
lines, 

Customers, too, appreciate the freedom 
from service calls caused by clogged burn- 
ets. And oil treated with FOA-2 provides 
them with clean heat, because FOA-2 is 
ashless and burns so completely that 


E. 1. DU PONT DE NEMOURS & COMPANY (INC.) 


Petroleum Chemicals Division * Wilmington 98, Delaware 


hardly any sooty deposit remains, 
Get new customers 

FOA-2 in any heating oil makes a con- 
vincing reason to buy. The combination 
of better heat plus protection from gum- 
caused burner troubles—at no added cost 
—provides a marvelous framework for 
your advertising and promotion. 


What FOA-2 does 
Overcomes Clogging—by retarding the 
formation of insoluble residues and by 
reducing the particle size of residues that 
are formed. 
Disperses Sludge—gradually rids dirty 
fuel systems of deposits already formed. 


Get storage insurance 


Oils treated with FOA-2 will stay fresh 
and be clean burning for next heating sea- 


son, even after long storage periods. For 
best results, Du Pont Fuel Oil Additive 
No. 2 should be added to freshly prepared 
stocks at the refinery. 

To find out how important these ad- 
vantages can be—and how little they cost 
—refiners can contact the nearest Du Pont 
regional office listed below, or any Du 
Pont Petroleum Chemicals representative. 
We suggest you do it now to be sure you 
get all the benefits next season. 


816. 5. pat. orf 
Better Things for Better Living 
+ « » through Chemistry 


Petroleum Chemicals 


Fe eee oes ee mee ee ee em me ee mr er ee ms ms ee ce 


NEW YORK, N. Y.—1270 Ave. of the Americas. . .Phone COlumbus 5-2342 


{ CHICAGO, ILL.—8 So. Michigan Ave........... Phone RAndolph 6-8630 
Regional TULSA, OKLA.—P. O. Box 730 ... ee eeeereccereces Phone Tulsa 5-5578 
Offices: HOUSTON, TEXAS—705 Bank of Commerce Bidg....Phone Blackstone 1151 


LOS ANGELES, CALIF.—612 So. Flower St........ Phone MAdison 5-1691 


IN CANADA: Du Pont Company of Canada Limited—Petroleum Chemicals Division, 80 Richmond St. W., Toronto 1, Ont. 


OTHER COUNTRIES: Petroleum Chemicals Export—Nemours Building, 6539—Wilmington 98, Delaware 


-—— —. . ee ee me a eT TT — 
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The Line For 
QUALITY— 
ECONOMY— 
SERVICE! 
















































COMBINES 
ALL 
THREE! 
WHERE PRICE 


IS OF PRIME 
CONCERN— 








Molded 
Rubber e 
Jaw Type 
—Fits all 


jaw type hub blower 
wheels. Also available in 
Dupont Nylon. 


QUALITY STANDARD 
OF THE INDUSTRY @ 








Splined Nylon Coupling Above. Extended Alumi- 
num Splined Coupling with ‘'Silent Tension,"* 
below 


ULTIMATE IN ANGULAR AND 
LATERAL MISALIGNMENT 


Set Screw 
»| Type Coupling 





gi 


ONLY Guardian COUPLINGS OFFER 


1 Dyna-Line Fabrication—Exclusive roll-spin- 
* ning method joins all components while 
running frue. 

One Piece Design—No fumbling with extra 
parts. Easily assembled in close quarters. 
Flex-Rubber Element to give you TRUE 
* flexibility. 

Guardian SERVICE 
COUPLING KITS 

Both Standard and Economy 
Sizes fill 95% of existing 
coupling requirements in 
the field. 


Write for new Coupling 
Catalog Sheet C-106. 





Do you know about 
Guardian's line of 
oll tank valves? Ma- 
chined from brass 
bar stock. Available 
fo meet new tank 
location. Write for 
new valve Catalog 
Sheets. 













uUatltin 
PaewvoUCTS GO RP. 


COUPLING DIVISION 


Dept. F-35, 1231 E. Second Street 
Michigan City, Indiana 
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. . . « Oilheating Trends 


an average 10!4 hour day. Sprinkled 
through the list are companies that go 
up to quite high averages. Several get 
in 14 hours and quite a few report 13 
hours. 

Then an occasional company uses 
two eight-hour shifts. It is almost im- 
possible to do this unless they have all 
tanks equipped with fill signals because 
this means they would have to operate 
from 7 A.M. to near midnight, and of 
course they could not disturb their cus- 
tomers in their homes at such hours. 

The companies were next asked if 
they pay overtime rates for extra hours 
in the winter. Approximately four out 
of five companies do this. In this con- 
nection the question arose as to whether 
overtime is based on an eight hour day 
or on a forty hour week. The eight 
hour day is the more common with 
63% of the companies who pay over- 
time using this method, while 37% of 
them base overtime on the 40 hour 
week, 

40 Hour Week Practical 


In a business like fueloil a 40 hour 
week is much more practical. In future 
labor negotiations where you have 
union shops it would be highly desir- 
able to get this changed to a 40 hour 
basis at such time as you may be mak- 
ing some other concession such as a 
pay increase. 

Among those companies that do not 
pay overtime—and this represents one- 
fifth of all companies—we find that 
they paid a straight weekly or monthly 
salary throughout the season or in some 
instances throughout the year. Under 
this arrangement the driver is willing 
to balance his long weeks against the 
short ones and not worry too much 
about hours. 

In the next question we looked into 
the problem of those companies that 
rent outside trucks for all of their de- 
liveries. This appears to be about one 
company in 40 or at least that’s the 
ratio among the reporting group. 

Those particular companies, natural- 
ly, don’t believe that it costs any more 
to deliver with all-rental equipment 
than it would if they had their own 
trucks. 

In addition to those companies who 
rent equipment for all of their deliver- 
ies we find a similar number that uses 
rented equipment for a small share of 


their total deliveries. This actual share 
was not determined but they did estj- 
mate that these short term or tempo- 
rary arrangements cost them 10% or 
15% more to deliver a gallon of oil. 

DEALER COMMENTS: Typical com- 
ments on questions of the month are 
these: “Under our union contract we 
have to guarantee 40 hours work to our 
regular drivers” . . . “We use night 
loading, second shifts, accordion de- 
gree day dispatching”. . . “We main- 
tain our drivers on guaranteed all year 
work.” 

“Price of oil is too high”. . . “Our 
overtime rate is $3.60 plus fringes” . . . 
“Part of our trucks are on gasoline in 
summer and our industrial accounts 
help on year-round operation” . . . 
“We use same manpower for oil deliv- 
ery and burner service in winter that 
we use on furnace and airconditioning 
“We 


use a burner installation man as extra 


installations in the summer”. . . 
driver for longer hours.” 

“By working all day Sunday we can 
add a lot of extra power”... “We 
pay an hourly rate with a bonus on 
gallonage and it works out fine”... 
“With 98% of customers on automatic 
delivery we get enough flexibility for 
highest possible efficiency in delivery” 
... “We operate seven days a week 
at the peak”. . . “Our drivers work a 
seven-day week in winter, eight hours 
a day for six days and four hours on 
Sunday” . . . “Apparently no peak 
this season, too warm (Tacoma)”... 
“By careful dispatching and cautious 
anticipation of future weather our cus’ 
tomers are willing to rely on our auto- 
matic system. As a consequence we do 
not have the problem of call-ins in 
every cold morning. We use a big re’ 
serve figure with a result that in a sud- 
den cold snap our normal day’s deliver’ 
ies will suffice.” 

“I have two men who work steadily 
on delivery; one heads the delivery de 
partment. One other man divides his 
time between burner service and de’ 
livery. Then during the busy season 
three city firemen work for me, each 
man putting in four days a week, and 
one mail carrier works two days per 
week, including most Sundays. As @ 
result we have little difficulty in keep’ 
ing up with delivery schedules and have 
no large crew in the summer.” 
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FOR OIL HEAT 
DEALERS NOW 
SERVING THE POULTR 
AND AGRICULT 
MARKETS — 


THE LITTLE RED HEN RADIANT BROODER 
SYSTEM is a modern, oil-fired central 
brooder system, developed by the Little 
Red Hen Equipment Company in coop- 
eration with leading university poultry 
experts. Installed in both insulated and 
uninsulated coops during two winters, 
Litle Red Hen has produced bigger, 
healthier birds at worth while savings to 
growers. Hard-to-convince poultry farm- 
ers, who have seen and used this modern 
brooder system, have acclaimed it as one 
of the really great contributions to better 
broiler growing. 


PRE-SOLD IN THE POULTRY FIELD—In addi- 
tion to the tremendous good will selling 
job done by actual installations, an un- 
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precedented amount of interest has been 
stirred up throughout the nation by news 
stories and articles in leading poultry mag- 
azines. A veritable deluge of inquiries from 
poultry raisers from coast to coast not 
only gives a good indication as to the 
interest in and need for Little Red Hen, 
but also provides anxious-to-buy potential 
customers for the dealer selected in such 
an area. 


WHAT COULD BE AN EXCLUSIVE LITTLE RED 
FRANCHISE MEAN TO YOU? This rare op- 
portunity benefits qualified oil heat dealers 
in two ways, by (1) the additional profits 
of selling the actual equipment and instal- 
lation plus (2) a year round fuel contract 
in an exclusive market. 





WHAT MAKES THE 
LITTLE RED HEN 
BROODER SYSTEM 


THE FINEST EVER? 


‘bE 


ce Lh, 


Specially Unique Automatic Humidification Moderate 
designed oil inline Controls Cool Room 
hired stainless no-draft Ventilation 
steel heat Radiant 
exchanger Radiator 


Typical Little Red Hen Brooder System installed in an 
uninsulated brooder house in Eastern Connecticut 


AREAL OPPORTUNITY 








EXCLUSIVE 
HISED DEALERS 





DO YOU MEET THESE REQUIREMENTS? 


Each oil heat dealer selected for exclusive 
Little Red Hen Franchise must possess the 
following qualifications: 


VV Now serving customers engaged in poultry 
raising and farming. 


V Have an established sales organization, 
with know-how and good contacts in this 
field. 


\/ Well-organized installation and service fa- 
cilities. 


\/ (Helpful, but not necessary) a sheet metal 
department would make the dealer's job 
easier. ..but, in any event, the dealer 
should have a good sheet metal worker 
available for installations. 


WHAT YOU CAN DO NOW? If you meet the 
above qualifications for an exclusive Little 
Red Hen Franchise and are interested in 
more information about this widely ac- 
claimed brooder system, please write com- 
plete details about your organization on 
your company stationery and mail it today 
to: THE LITTLE RED HEN EQUIP- 
MENT COMPANY, 870 Windsor Street, 
Hartford 1, Connecticut. 
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LITTLE RED HEN 


LITTLE RED HEN 


RADIANT 


BROODER SYSTEM 
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FOR EASTERN oil marketers it has been 
the happiest heating season in quite a 
few years. You have to go away back 
to 1948 to find a winter as cold as this 
one. 

Then to add to the tinkle of the cash 
registers has been the fact of relatively 
little snow in the larger markets so that 
the trucks could scoot around and 
make some record deliveries. 

The Midwest, on the other hand, 
has been somewhat less favored with 
most markets still a little above normal 
in temperature and more snow for 
driving. 

In late February more moderate tem- 
peratures all around were letting the 
primary suppliers get their inventories 
back in shape. Earlier in the month 
supplies had tightened up quite a little 
with the zero temperature levels. 

There was never any question of 
adequate supply at the base points, but 
the cold weather did hustle the trans- 
portation. 

The New York harbor market had 
some bad moments early in the month 
over the threat of a tugboat strike just 
when the movement of product was at 
its height but the walkout was averted 
at the last minute. 

You will notice in the heating oil 
table that the former .15¢ voluntary 
allowances have all been dropped. This 
simply reflects a firm market, but there 
is no discussion of resuming them with 
the Spring. 

The table shows a drop in the tank 
wagon price of 1.6¢ a gallon at 
Charleston, S. C., but all other price 
changes are upward. Most of these 
were in the Midwest. 


Tank Tank 

Car Wagon 

Portland, Me. 10.4¢ 14.1¢ 
Boston 10.3 14.0 
Providence 10.3 14.0 
Springfield, Mass. ae 14.7 
Hartford 10.55 14.0 
New Haven 10.2 1337 
Syracuse EA? 14.3 
Albany 10.5 Lacy 
New York 10.2 14.0 
Newark 10.2 13:7 
Philadelphia 10.2 13.6 
Harrisburg he 14.2 
Baltimore 10.2 13:75 
Wilmington, N. C. 10.3 13.6 
Washington ae 14.2 





* Delivered. 


No. 2 Heating Oil (Including No. 3 & PS200) 
Price per gallon as of February 15, 1955 


Richmond 
Charleston, S. C. 
Chicago 
Detroit 
Cleveland 
Minneapolis 
St. Louis 
Indianapolis 
Milwaukee 
Des Moines 
San Francisco 
Portland, Ore. 
Seattle 
Spokane 

Los Angeles 


Tank 
Car 
10.6¢ 
10.45 
10.7* 


11 
11 


65# 
3# 


10.75 
10.5* 


11 


125” 


£Z.0* 
10.75 
10.15 
10.75 
10.75 
10.15 

9.65 


Tank wagon prices shown are for maximum one-time delivery discounts. 


Tank 
Wagon 
13.8¢ 
13.5 
14.1 
14.9 
13.7 
13.8 
13.9 
14.6 
15.0 
13.8 
1237 
13.3 
13.3 
15.7 
12.2 
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DEGREE DAY TABLES 


——ONE MONTH ONLY 





January Percent 
Normal 1954 1955 Change* 
1318 1436 1351 ~~ 2.5 
641 616 654 ir 2.0 
880 875 1005¢ +14.2 
LIAS “A201 21127 13 
1225 1282 1240 igi ba? 
1243 1149 1238 — 0.4 
942 885 1039 +10.3 
1101 T124° 1073 + 65 
607 5715 566 — 68 
1042 884 1163 +116 
1330 1405 1337 “10,5 
1203 1200 1196 — 0.6 
1215 1232 4207 — 0.7 
1178) 1252-1202 pemes0 
1469 1510 1378 — 6.2 
394 2A 347 —11.9 
1051 1016 11557 9.9 
1083 . 1101... £002 -—— 7.7 
328 292 345 — pe ole? 
933 894 966 ri 35 
L302. 1254. baa sieeve) 
1562 1693 1571 + 0.6 
341 264 330 — 3.2 
995 1036 1064 “= 16:9 
1302 1399 1242 — 4.6 
933 971 972 ape ae? 
992 985 1051 eisai. 
1373 1454 1315 — 4,2 
791 758 731 — 7.6 
1125 1206: 1139 > dee 
840 = 851 915 + 8.9 
983 957 954 — 3.0 
1119 864 1353¢ +20.9 
462 412 514 11.3 
1587 1665 1489 — 6.2 
753 796 693 — 8.0 
1197 1173 1213 + 1.3 
893 893 910 ~ iS 





PRIMARY STOCKS* 


(Thousands of Barrels) 


East of Rockies 


East Coast 
Midwest 
Gulf Coast 


Total 


*American Petroleum Institute. 


Feb. 11 
1955 
27,984 
yay a le > 

13,416 


63,572 





——SEASON TO DATE— 


Sept. through Jan. 
Normal 1954 


Albany AP 3877 
Atlanta AP 1768 
Baltimore CO 2421 
Boston AP 3121 
Buffalo AP 3648 
Chicago AP 3598 
Cincinnati CO 2659 
Cleveland AP 3103 
Dallas AP 1483 
Denver AP 3199 
Des Moines AP 3784 
Detroit AP 3528 
Grand Rapids CO 3577 
Hartford AP 3447 
Helena AP 4716 
Houston AP 915 
Indianapolis CO 2984 
Kansas City AP 2960 
Los Angeles CO 786 
Louisville AP 2666 
Milwaukee AP 3790 
Minneapolis AP 4553 
New Orleans CO 778 
New York CO 2766 
Omaha AP 3670 
Philadelphia CO 2597 
Pittsburgh CO 2882 
Portland, Me. AP 4149 
Portland, Ore. CO 2391 
Providence AP 3320 
Roanoke, Va. AP 2473 
St. Louis CO 2693 
Salt Lake City CO 3219 
San Francisco CO 1344 
Sault Ste. Marie AP 4927 
Seattle CO 2435 
Toledo AP 3561 
Washington AP 2523 


Distillate Fueloils 


3638 
1720 
2173 
2797 
3310 
3053 
2459 
2827 
1537 
2863 
3477 
3139 
3223 
3125 
3989 
874 
2762 
2354 

2 i | 
2530 
3331 
4202 

764 
2447 
3281 
2312 
2627 
3831 
2084 
3051 
2354 
2381 
2696 
1166 
4529 
2240 
3195 
2303 


ESD): 


3757 
1911 
2854+ 
3035 
3539 
3284 
2896 
3223 
1368 
3179 
3549 
3410 
3424 
3352 
4417 
794 
3220+ 
2598 
669 
2680 
3695 
4335 
813 
2788 
3237 
2599 
2941 
3939 
2202 
3175 
2713 
2594 
3536+ 
1453 
4642 
2220 
3434 
2571 


SECONDARY STOCKS** 
(Thousands of Barrels) 
Dec. 31 

1954 


Feb. 13 East Coast 

1954 Midwest 
27,876 Gulf Coast 
19,422 Mountain 
12,785 Pacific 
60,083 Total 


March 
1955 


10, 


591 


5,687 
644 


511 


1,243 





18,676 


**Bureau of the Census. 


Percent 
Change* 
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Dec. 31 


1953 
10,534 
6,211 
770 
479 
1,160 


19,154 
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here’s a year “round 


air conditioner 


a 





that’s 











HEATING AND AIR CONDITIONING 
PF 


Permaglas is going places.....are you aboard? 


eloil 


Permaglas glass-lined water heat- 
ers mean freedom from rust and cor- 
rosion to over 2,500,000 families. 
A Smith-Burkay Commercial 
Water Heaters are the world’s most 
popular in the field. 









different 


--.with a difference that pays! 















A few valuable franchises are available. 
Write now for full information. 


Through research Ae ..@ better way 





od 
. © £8 Pa A. toe 
PERMAGLAS DIVISION « KANKAKEE, ILLINOIS. 












OILHEATING MEN 


make MARKETS 








Members of the board of directors, Oil Heat Asso- 
ciation of Maryland, Inc. In the front row from left 
to right: Frederick J. Nassauer; E. N. Gorman, vice 
president; Claude Schaefer, president; Fred W. 
Gross, treasurer; and Melvin J. Burnham. Second 


MARYLAND meets the CHALLENGE 


Patrick H. 
Clark 


Executive 


Secretary 





S IN OTHER PARTS of the country, 
Baltimore dealers are faced with 
a severe challenge. The metropolitan 
Baltimore market has reached a high 
state of saturation with automatic heat. 
Based on U. S. Census figures of 1950 
and Bureau of Labor statistics, it is 
reasonable to assume the metropolitan 
Baltimore market is approximately 
85% saturated with automatic heat. 
At the present time it is estimated 
there are approximately 175,000 auto- 
matic oilheated properties with central 
heating plants, and approximately 72,- 
000 similar gas heated properties. 
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It is further esti- 
mated there are not 
more than 30,000 
centrally heated 


Maryland properties in this 

. area subject to con- 
Oil Heat en: saneaghe 

version from coal, 

Association with a great many 


of these non-poten- 

tials for financial 

reasons, slum prop- 
erties, etc. New house construction in 
metropolitan Baltimore is estimated to 
be 12,000 to 13,000 per annum, at least 
80% of which are utilizing gas for 
automatic heat. The local gas company 
claims (and we have no reason to doubt 
it) that 96% of these new homes con- 
structed on their lines, are using auto- 
matic gas heat. 

These basic facts must be under- 
stood to appreciate what the oilheat- 
ing market needs here, and what the 
Oil Heat Association of Maryland is 
attempting to do about it. Under the 
heading of needs are the following: 


Third of a Series 
Maryland 





row, left to right: John H. West, Jr.; J. Hollis B. 
Albert, secretary; Patrick H. Clark, executive secre- 
tary; E. Earle Wailes; Ralph K. Ford; David G. 
Rittenhouse; Charles L. Hein; Nathaniel G. Sexton 
are pictured above. 


1. A better competitive position 
with the gas company, that is, finding 
a real answer to the subsidies granted 
by the local utility to builders when 
gas is installed in a new property. 

The current subsidy allowances are: 


If gas is used for cooking only .. $ 50.00 
Gas used for domestic hot water 110.00 
Gas used for heating .......... 200.00 


Gas used for complete job .....- $360.00 


2. A resumption of our “free serw 
ice” practices. We have a paid service 
on all oilheating equipment. While it 
is a decidedly modest charge, yet the 
local utility renders free “emergency” 
service, the cost for which is appar’ 
ently included in its gas rate. An an’ 
swer to that problem could be provided 
either by the gas company making @ 
separate charge for its service, OF the 
fueloil supplier likewise embodying a 
service charge in his oil rate. The exist’ 
ing fueloil margins will not encompass 
such absorption without severe injury: 
There are other practical reasons which 
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might preclude such practice. How- 
ever, the Baltimore oilheating market 
growth in pre-war years was largely 
built on so-called “free service” prac- 
tices. 

3. There is pressing need for collec- 
tive activity on the part of all segments 
of the oilheating industry to support 
their Oil Heat Association through ad- 
vertising and good public relations, not 
only to convince home buyers that oil 
is the best possible solution to their 
heating needs, but to hold the business 
we now have against additional en- 
croachment by gas. The Association 
has designed direct mailers and other 
methods to “resell” 
tomers that they already have the best 


our present cus’ 


and most economical automatic heat. 
These activities, and the promotional 
funds subscribed for them, have been 
furnished by a relative few, which 
means that all of those interested in 
this market are by no means doing all 
they should and could do in the growth 
and protection of their own business. 
Most of our loss in existing installa- 
tions takes place when a boiler replace- 
ment becomes necessary, since a com- 
plete gas unit can be installed for less 
money than an oil unit. 


Promotion Campaign 


The Oi] Heat Association of Mary- 
land, for the past four years, has con- 
ducted a strong promotional campaign 
even with limited funds. In the begin- 
ning we attempted to collect 1/20 of 
acent per gallon on tank wagon busi- 
ness from all outlets in the area. This 
would have assured a fund of approxi- 
mately $100,000, whereas considerably 
less was actually subscribed. 

Nevertheless, a vigorous campaign 
through press, radio, television, tank 
wagon decals, and other media has been 
consistently used and we believe it has 
been effective. It cannot be denied 
however, that the loss of our advan- 
tage in past years when oil was much 
cheaper than manufactured gas has 
been largely overcome by the increase 
in oil prices and the introduction of 
natural gas. 

Incidentally, it is estimated that the 
local utility has spent in excess of one 
nillion dollars in promoting natural gas 
aa heating fuel. 

Natural gas in metropolitan Balti- 


more for heating purposes costs $1.17 
per thousand cu. ft., with a Btu value 
of 1,015 per cu. ft. This means that 
1¢ will purchase approximately 9,000 
Btus with gas. Fueloil is now priced 
at 13.15¢ per gallon, with an average 
of 140,000 Btus. This means that 1¢ 
will purchase approximately 10,700 
Btus with fueloil—approximately a 
19% greater value for the same money. 
This favorable margin can be offset 
easily by even a minor increase in the 
fueloil price. 


Improve Public Relations 


Among other activities, the Associa’ 
tion has organized and upgraded the 
local kerosene dealers. They’ve been 
encouraged to paint their trucks and 
otherwise improve public relations. We 
have substantially increased our mem- 
bership from this source. 

We sponsor an oilburner school at 
Mergenthaler Vocational Technical 
High School. A class in vaporizing 
burners has been added recently. We 
have inaugurated a summer-winter hot 
water hookup campaign among master 
plumbers, with a bonus for such in- 
stallations converted from any other 
fuel to oil. We believe this campaign 
may be broadened into a general pro- 
gram to revive “wet” heat. 

Sparked by our Association, the local 
heating jobbers are organizing a vigor- 
ous campaign to educate home buyers 
that they can have “wet” heat if they 
will just ask their builder for it. 

The Oil Heat Association of Mary- 
land meets regularly on the 3rd Tues- 
day of each month at its headquarters 
in the Stafford Hotel, Charles and 
Madison Streets, at 12:30 P.M. Coin- 
cident with this is a meeting of its 
Board of Directors. A number of its 
committees meet at intervals, chief 
among them being the Advertising 
Committee. 

Because of the serious and unsolved 
problems facing the oilheating indus 
try not only in Baltimore but through- 
out the country it would be unrealistic 
to sound a note of true optimism. 
Nevertheless, the Baltimore dealers are 
not discouraged nor are they content 
to stand still; they believe positive ac- 
tion is the best possible method of bet- 
tering their position in the heating 


market. 
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your present budget plan is: 


Creating expensive extra 
handling and frequent 
errors — 

Delaying or causing payments 
to be written off — 

Losing your annoyed and 
inconvenienced customers — 


tun teeevacene iiguetuaaae 
it is time you discovered 
INSTAL-VELOPE, the budget 
coupon-envelope plan which: 


Simplifies and reduces all 
handling and accounting — 
Encourages prompt, complete 
payments — 

Creates satisfied customers, 
who remain your customers 
year after year. 





INSTAL-VELOPE is a budget 
payment coupon-envelope, 
conveniently bound in packs of 
from 9 to 12 units. 


Quickly acquiring the 
INSTAL-VELOPE habit of 
prompt and regular payment, 
the customer appreciates the 
courtesy of this added service. 


Your products and services may 
be advertised in a friendly 
fashion on each envelope, 

to be read regularly by a 
satisfied user. 

Let INSTAL-VELOPE help you 
and your customer to faster, 
easier, regular budget 
payments. 

Send NOW for your free 
sample and complete 
information. 


WASSELL ORGANIZATION, INC. 
Westport, Conn. 

DOI. 0c:scnssiseniseddennieguntcnlinas sigeuaaans 
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by 
Milburn Petty 


WASHINGTON -—~ Something likely 
will be done this year, either by Con- 
gress or the White House, to hold down 
imports of crude oil and residual fuel. 

This was indicated by the strong 
show of tariff protectionists in the 
House when the reciprocal trade bill 
barely squeezed through. 

Had it not been for skillful political 
maneuvering by Democratic leaders, 
plus last-minute vote switching, the 
trade bill would have been amended 
to impose quotas on oil imports or 
otherwise restrict the entry of foreign 
oil into this country. 

Even so, the margin was a single 
vote in one instance and seven in an- 
other, with about 400 votes cast. 

If the Senate should tack on an anti- 
import amendment, House leaders 
probably could not hold the line. 

The anti-import voting strength 
comes from a coalition of domestic oil 
producers, coal interests, chemical 
plant operators, and textile manufac- 
turers. 

With his trade bill threatened, Presi- 
dent Eisenhower may come forward 
with some administrative move to hold 
down oil imports, aimed at weaning 
away oil and coal interests from the 
protectionist coalition before this legis- 
lation reaches a vote in the Senate. 


Oil and Coal Interests Join 


One reason for the strength shown 
by the anti-import forces was that oil 
producers and coal interests this time 
are backing the same bill. 

Last year, the oil men were mainly 
interested in limiting imports of crude. 
The coal people were pressing for cut- 
backs in residual imports; in fact, their 
bill would have permitted an increase 
in crude imports. 

This year, both groups are support- 
ing a proposal that oil imports, gen- 
erally, be limited to 10% of domestic 
demand, plus a specific 10% quota on 
residual. 

The bill also includes a provision 
that would make it mandatory for the 
President to take action to limit the 
importation of any commodity where 
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Goveenment Influences on Fuels 


such imports threaten to retard the de- 
velopment or expansion of natural re- 
source industries. 

While it is considered unlikely that 
Congress will enact oil import quotas, 
it would not be surprising if there was 
some tightening up, generally, of the 
protection provided for domestic in- 
dustries—particularly oil and coal— 
against imports. 

By the narrow margin of 206 to 199, 
the House rejected a move to amend 
the trade bill with a general provision 
that would have directed the President 
to adjust tariffs or impose import 
quotas when a majority of the U. S. 
Tariff Commission found that imports 
were threatening domestic industries 
(unless the President determined that 
national defense required that no such 
action be taken). 


May Ask Voluntary Import Cut 


President Eisenhower told news men 
recently that he deplored the idea of 
establishing import quotas~-by law— 
on residual. (The questioner had 
pointed out that such proposal had 
been made to help the coal industry.) 

This was prior to the close vote on 
the trade bill. But, even then, it 
prompted speculation that the Presi- 
dent might not be averse to “import 
quotas” not established by law. 

It is understood that a majority of 
the fuels policy committee, headed the 
Cabinet-level fuels policy committee, 
headed by Arthur Flemming, Office of 
Defense Mobilization, favored some 
action—short of legislative quotas 
hold imports down to 1954 levels. 

Also, some top officials even went so 
far as to sound out major importers on 
a voluntary, hold-the-line policy with 
the 1954 ratio as a base. But this did 
not get far, perhaps because some im- 
porters who had cut back last year felt 
that it would unduly favor those who 
increased their imports. 

Now, these efforts at a voluntary 
program may be renewed in an effort 
to head off action by Congress. 


NPC to Make Imports Study 


Meanwhile, the National Petroleum 
Council has set up a 35-member com- 
mittee to make a factual study of oil 


to 









imports and report back to the NPC 
which will then take whatever action 
is deemed appropriate. No plans or 
programs are to be suggested. 

Assistant Interior Secretary Worm. 
ser, requesting the study, pointed out 
that in 1950, at the outset of the 
Korean War, the NPC had found “‘no 
immediate action” was required but 
urged further study, if conditions 
changed. 

Now, with a “changed” situation, 
Interior wants the NPC to make a new 
study. Jake Hamon, Dallas producer, 
is chairman, with Hines Baker, Hum- 
ble Oil & Refining Co., as vice chair- 


man. 
Action on Gas Bill Delayed 


Start of congressional action on a 
bill to repeal the Supreme Court's de- 
cision in the Phillips Case—so as to free 
independent gas producers from con’ 
trol by the Federal Power Commission 
—was delayed for many weeks by a 
“you-go-first” duel between the White 
House and Democratic leaders. 

On Capitol Hill, the introduction of 
a gas bill was held up, awaiting receipt 
of the Flemming Committee’s fuels 
policy report which was due in the 
President’s hands by last December 1. 
It was expected to strongly endorse the 
need for gas legislation. 

As one excuse after another was 
given for the report’s delay, the sus 
picion grew that the White House 
wanted the bill introduced first so that 
it would bear a Democratic label. 

If the bad feeling engendered by 
this ‘“Alphonse-and-Gaston” episode 
destroys the bipartisan approach to this 
problem, the bill’s changes are practir 
cally nil. 


Oil Men Fear Waterway Tolls 


Oil refiners and marketers are wor’ 
ried by the suggestion—which many 
believed was implanted by the railroads 
with groups working on an overall 
transportation policy — that “user 
charges” be imposed on waterways. 

Army engineers disclosed that the 
idea would be to make the users pay 
“at least” enough to maintain and op’ 
erate the waterways, plus amortizing 
new or improved facilities. 2 

The engineers are opposing this 
move, saying it reverses the traditional 
policy of toll-free waterways. 
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PERMANENT 


ATTACHMENT ! 








We’re pretty proud of our “permanent attachment” too! 


Permanent attachment is just one of the many out- 
standing advantages of Scovill hose couplings. 
This, we think, makes real sense since fuel oil 
hose and distillate hose come in such good quality 
now, and are so long-lived, that there is no point in 
using anything but permanently attached couplings. 
Think of some of the advantages found in Scovill 
couplings: They’re leakproof, uniform assemblies 


which will remain trouble-free for the life of the 
hose. You get positive attachment, a perfect static 
connection, and internal expansion insures maxi- 
mum flow. 


For complete information, write for Bulletin 
520-H on fuel oil and distillate hose couplings. 
Scovill Manufacturing Company, Merchandise Di- 
vision, 82 Mill Street, Waterbury 20, Connecticut. 








THE BROADER GRIP THAT SAVES THE HOSE LIFE 


Note broader area over which coupling grips 
hose. Maximum compression without cramp- 
ing. Other Scovill features: Lock-on ferrule 
becomes integral part of coupling, making 
gas-tight seal. Wide range of ferrule sizes. 
Coupling machined from solid brass forgings. 
I. D. of coupling same as nominal I. D. of 
hose —rigid, uniform, full-flow area. Also 
available for gasoline applications. 


itt 
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NOTE: Triple testing proves Scovill coupling holds beyond 
bursting pressure of hose, does not weaken the hose, holds 
beyond tensile strength. 








SCOVILL TRIPLE-TESTED 


A Product of 





SCOVILL} 


GIVE MAXIMUM FLOW, SAFETY AND HOSE LIFE 


Prcloil 
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PRACTICAL 
PRE-FAB 








Duc-Pac fittings and duct PRESS together 

. in SECONDS. And Duc-Pac’s exclusive 
internal lock eliminates any “hammering-over” 
of edges. Result: a neater job—finished faster. 


FITTINGS 


AT LAST ! 





New England Exposition 
will stress Equipment 


SPECIAL EMPHASIS on equipment dis- 
plays will be placed by the Easter Bi- 


| ennial Exposition of Oil Heat and 


domestic Cooling when the show opens 
at the Hotel Statler in Boston, June 7. 

The sponsor, the Oil Heat Institute 
of New England, has pointed out that 


| this is strictly an exposition not a con- 


vention. Therefore, no special meet- 

ings that might compete for a dealer’s 

time will be held during the week. 
However, according to Fred N. 


| Beckwith, exposition manager, several 


Duc-Pac fittings and duct, packed in strong | 


cartons, save space in storage and on your 
truck . . . can’t collect dust or become dented. 
Inside the carton, all parts of each fitting are 
banded together and each fitting is labelled 
for quick identification. 


Write. TODAY for complete information on 
DUC-PAC—the line of practical pre-formed 
fittings. 

















No need to go through this 
time-consuming routine when 
you use Duc-Pac . .. the 
practical pre-formed fittings. 

















Duc-Pac fittings are quickly, 
easily loaded and unloaded 

. can’t become battered 
on the way to the job. 


DUC-PAC 


DIVISION OF SWETT BROS. 


78 ISLAND POND ROAD 
SPRINGFIELD © MASSACHUSETTS 
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manufacturers are planning dealer 
meetings during the show. 

About 70% of the available space 
has been reserved by manufacturers for 
exhibits. This is strictly a trade show 
and a registration of 5,000 dealers is 
anticipated. 

The latest developments in oilheat- 
ing are to be displayed. Light and 
heavy oilburners, boiler-burner and 
furnace-burner units, controls, acces- 
sories, supplies, boilers and fueloils will 


| be shown. The 1955 innovations in 


| summer cooling will also have a place 





in the show. 
As of February 9 these manufac- 
turers have reserved the following 


Hayward Oil Burner Corp. (250) 
Heating & Ventilating (232-A) 
Heat-Timer Corp. (138) 
Iron Fireman Mfg. Co. (128) 
Kaustine Co., Inc. (260) 
Kek Boiler Cleaner (128-A) 
Littler Burner Co., Inc., H. C. (226) 
Manville Boiler Co., Inc. (266) 
Marietta Metal Products Corp. (205, 206) 
Master-Craft Supply Co. (105) 
McDonnell & Miller, Inc. (212) 
Modern Equipment Corp. (234) 
Morse-Smith-Morse Co. (217) 
National Radiator Co. (220) 
New England Home 

Equipment Dealer (271) 
New England Technical Institute (225) 
Oil Heating Economy Corp. (265) 
Portmar Boiler Co., Inc. (101, 102) 
Pullman Vacuum Cleaner Corp. (218) 
Purolator Products, Inc. (261) 
Radiant Utilities Corp. (262, 263) 
Scully Signal Co. (221, 222) 
Spi-Rol-Fin (103) 
Wm. Steinen Mfg. Co. (114) 
Sun-Ray Burner (254,252) 


Swett Bros., Inc. (Duc-Pac 
Prefabricated Aluminum Fittings.) (223) 


Taco Heaters, Inc. (216) 
Thatcher Furnace Co. (247, 248) 
Timken Silent Automatic Div. (233) 
U. S. Burner Div., 

The Carlin Co. (237, 238) 
U. $S. Machine Div., 

Stewart-Warner Corp. (201) 
Utica Radiator Corp. (134) 
V & E Products (137) 
Waltham Oil Burner Co. (255, 256) 
Watts Regulator (115) 
Weatherall Engineers (235, 236) 
Weil-McLain Co. (215) 
Windmaster Corp. (117) 


Manufacturers interested in reserv 
ing booth space at the show should 


space: i aie ae 
Adelta Manufacturing Co., Inc. (243) contact Fred Beckwith, exposition 
| Air Conditioning Engineering Co. (246) manager, 839 Beacon St., Boston, 
| Armstrong Furnace Co. (244) Mass 
| Auto-Flo Corp. (242) rep 
| Automatic Devices (202) oe 
Bell & Gossett Co. (253) ¢ 
Bettendorf (113) : 
Boston Machine Works ci30,131) OHI annual Meeting set 
Brody Distributors (147) “ : i 
Brody Equipment Corp. (203, 204) for Chicago, April 19 | 
Burnham Boiler Corp. (142, 143) : : - os , 
Peace hs ths, (259) | THE PROGRAM for the three day an 
a _ Products, ( nual meeting and convention of the 
oridheet Div. 208) 1 . Pere C. 
Columbia Boiler Co. of Pottstown (209) Oil-Heat Institute of America, a 
Combustion Control Div., New York, N. Y., is being rounde 
Combatonee DE, America — (218) _ into shape. Ralph Becker, managing 
Commercial Filters (254) director of the Institute, reports that 
| oe inca the program for the April 19, 20 and 
Dielectric Products Co. (239) 21 meetings will be outstanding. 
Dole Vale Co. (224) i i is chair’ 
Domestic Engineering Co. (123) George Hochstein, Heil ws “tee: 
Eckhart Mfg. Co., Inc. (214) man of the Convention Committee: 
a “9 heed The Conrad Hilton Hotel, Chicago, 8 
Everhot All-Copper, Inc. (245) the site of the gathering. 
Field Draft Control (241) The first day is to be devoted to 
Fitzgibbons Boiler Co., Inc. (207) a ae ee 11 Divisions and 
| FuELoi, & Or HEAT (135) housecleaning” with a — : 
| General Fittings Co. (249) Sections of the Institute holding theif 
Gerstein & Cooper, Inc. (127) ; | th! th combined 
Gulf Oil Corp. (125,126) ‘Meetings, along with «he 
March 
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: NO GUESSWORK- JUST FACTS FOR 
Id 
mn BURNER MANUFACTURERS 
n, 
DEALERS 
AND SERVICEMEN 
: Every core and coil structure is vacuum varnished for maximum efficiency, impregnated and 
he baked for permanent alignment of coils, shunts and laminations. Core and coils are embedded 
z in a special heat conducting compound for uniform cool operation. 
e 
ng ao Long life ignition transformers are hand adjusted with magnetic shunts within 
at wy . closest tolerances for operation under optimum conditions. All terminals and screws 
nd y are plated to give extra protection, and all materials used are acid free. 
ig. fy All this, together with our exclusive 2 year guarantee. . . our patented radio 
ir’ i shielding which effectively screens out static .. . our moisture proofed terminals 
MNIMHann WWW '*FoM . : 
™ which prevent terminal shorts . . . and our never ending quality control, assures 
‘ you of the finest of ignition transformers. Write us today for further details. 
to 
my U M x 
: NION Electric and ANUFACTURING o. 
ed 1057 SUMMIT AVENUE, JERSEY CITY 7, N. J. 
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SPRA-GUN 


1 y 
SPRA-GUN 


/ PERFECT DISTRIBUTION: 
# POSITIVE CONTROL 
HIGH STRENGTH CONSTRUCTION 
* CORROSION RESISTANT 


The Delavan Spra-Gun is a product of years of experience in 
the agricultural spraying field. Designed especially for broad- 
cast spraying, its advanced engineering and rugged construction 
will serve you best in the application of liquid lawn fertilizers. 


WRITE FOR CATALOG NO. 16 


DELAVAN MANUFACTURING COMPANY 


WEST DES MOINES, IOWA 
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will be preceded by a meeting of the 
retiring board of directors and fol 
lowed by the first meeting of the new 
board. It is likely that Institute com 
mittees will schedule meetings the day 
before the convention opens, April 18, 

The first of the general sessions jg 
scheduled for the morning of April 20, 
It’s to be an industry session, will run 
until noon and be followed by the Ac 
cessory Division luncheon. Immediately 
after lunch there are dual sessions 
scheduled. One will be for oilburner 
and accessory manufacturers and their 
guests, with a program arranged to 
cover management problems and meth 
ods from their standpoint. A similar 
session to be held concurrently will 
cover dealer management topics. 

Wednesday evening, April 20, is 
reserved for the annual jamboree of 
the Old Timers’ Club of the Oilburner 
Industry, to be held at the Western 
Society of Engineers. 

Again on Thursday morning, April 
21, the program opens with a general 
session to which all manufacturers and 
dealers are invited. This will be de 
voted to subjects concerned with do- 
mestic oilburning. The Commercial- 
Industrial Section also meets on April 
21 in an all-day session that begins in 
the morning, halts for lunch and then 
resumes for the rest of the afternoon. 

The luncheon to be held on April 21, 
an integral part of the meeting pro 
gram, will feature an address by Sec’ 
retary of the Interior Douglas McKay 
and should be of particular interest to 
oilheating men. 

There will be no annual banquet 
this year, representing a change from 
original plans. However, plans are be’ 
ing worked out to offer a package deal 
which will include a registration fee 
and tickets for both luncheons. 
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SBA cosponsors Series 
of management Institutes 


SHORT COURSES in administrative man’ 
agement for owners and managers of 
small businesses are being cosponsored 
by The Small Business Administration. 
Fifty-one courses are being offered in 
cdoperation with 39 universities and 
other educational institutions through’ 
out the nation. Wendell B. Barnes, 
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annual meeting of the Institute. This 















































































ON THATCHER'S 
COMPLETE LINE OF 
WARM AIR EQUIPMENT 
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SERIES 3600 PUMP 
PRESSURES TO 90 P.S.I. 
SIZES 40-300 G.P.M. 


LE 


The Roper Tank Truck Pump and other Series 3600 
Pumps for general purpose delivery, answer your needs 
for essential equipment in petroleum handling. 
Self-lubrication, long-life mechanical seal, anti-friction 
shaft and thrust bearing, adjustable relief valve, 

and hardened gears of equal size contribute to 
dependability. The Roper principle of only two moving 
parts results in quiet operation and high efficiency. 
Series 3600 Pumps are available in sizes 40. to 300 
G.P.M., pressures to 90 P.S.I. You can rely on Roper 
... preferred as original equipment — widely 

accepted for replacement. 





GEO. D. 
763 BLACKHAWK PARK AVE., ROCKFORD, ILL. 


ROPER CORPORATION 
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| out that the number of courses being 
_ offered during the 1954-55 school year 





is nearly double those available the 
previous year. 

Some of the courses are referred to 
as clinics, conferences or seminars, but 
all have the same purpose, “to provide 
owners and managers of small firms 
with current, helpful information on 
administrative management in contrast 


| to operative management.” 





One of the courses is specifically for 
petroleum marketing companies on 
Long Island, N. Y. It’s being held at 
Hofstra College, Hempstead, N. Y., 
with the help of the Long Island Oil 
Terminals Association. Nearly all of 
the other courses in the group are of a 
more general nature and designed for 
smail business executives. 


Participating Schools 


Colleges or universities participating 
in the program are: 


ARIZONA: Arizona State College, Tempe. 

ARKANSAS: Harding College, Searcy. 

CALIFORNIA: Sacramento State College, 
Sacramento; University of California at 
Los Angeles, Los Angeles; University of 
Szn Francisco, San Francisco. 

DISTRICT OF COLUMBIA: The American 
University, Washington. 

FLORIDA: The University of Florida, 
Gainesville. 

KANSAS: The Municipal University of 
Wichitz, Wichita; The University of Kan- 
sas, Lawrence. 

MARYLAND: The University of Balti 
more, Baltimore. 

MASSACHUSETTS: Boston University, 
Boston; Clark University, Worcester. 

MIssouRI: The University of Kansas City, 
Kansas City. 

NEW JERSEY: Rutgers University, New 


| Brunswick, N. J. 
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NEW MEXICO: The University of New 


Mexico, Albuquerque. 


NEW YORK: Adelphi College, Garden 
City; Hofstra College, Hempstead: Rens 
selaer Polytechnic Institute, Troy; The 
University of Buffalo, Buffalo. 

NORTH CAROLINA: The Distributive Edu- 
cation Service, State of North Carolina, 
Raleigh; Wilmington College, Wilmington. 

OKLAHOMA: The University of Tulsa, 
Tulsa. 

OREGON: The University of Oregon, 
Portland. J 2h 

PENNSYLVANIA: Temple University, 
Philadelphia; The University of Scranton, 


| Scranton. 


RHODE ISLAND: Brown University, Prov’ 
dence. 

SOUTH CAROLINA: The Distributive Edu 
cation Service, State of South Carolina, 
Columbia. 

VIRGINIA: The University of Richmond, 
Richmond. ’ 

WEST VIRGINIA: West Virginia Univer’ 
sity, Morgantown. : 

WISCONSIN: The University of Wiscon 
sin, Milwaukee. 


Most of the courses are scheduled 
to begin during the Spring months, al: 
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DVERTISING in our pages reaches 
99.9% of all manufacturing execu- 
tives in the U S. who engineer, develop, 
produce or sell oilheating equipment. 
Also the dealers who sell and install 
78°%, of it; who do 91% of the service 
— replacement of parts, accessories and 
"modernization; and who sell and de- 
liver about 80% of the fueloil. Also 
the jobbers who sell 78% of the oilheat- 
ing parts, accessories, installation ma- 
terials, etc. 


With 7.6 million oilheating installations 
in the U. S., and a probable 800,000 
new ones going in during 1955, it is easy 
to see why we call this a "$2! BILLION 
ANNUAL MARKET." 


ORMS FOR OUR 
LOSE MARCH 19. 


NNUAL "BUYERS GUIDE 


SSUE" (See Page 103) 


IL HEAT 


+ (MUrray Hill 2-4786) 
LEE STEEDLE, Ass't. Adv. Mor. 


hom 200, Chicago 4 (WAbash 2-9548) 
‘heet, Oberlin, Ohio (OBerlin 4-2814) 


"Angeles 17, Calif. (DUnkirk 2-8576) 


SHOWERS! 
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Special Days & Weeks 
April, 1955 


April Fools' Day (All Fools' Day) 
Flower Day (and Bird and Arbor Day) 
Conservation Week, National 
Palm Sunday. Religious 
Army Day 
Holy Thursday. Religious 
Passover. Religious (Jewish) 
Good Friday 
Synagogue Council Sabbath 
Easter Sunda 
Honey for Breakfast Week 
Noise Abatement Week, National 
1! Easter Monday. Legal holiday in North 
Carolina 
12 Halifax Day in North Carolina 
13 Thomas Jefferson's Birthday 
14 Brand Names Day 
Let's Play Ball Week 
Packaging Week 
Bike Safety Week 
19 Patriot's Day. Legal holiday in Maine and 
Massachusetts 
19 John Howard Paine Memorial Day. 
(Author of "Home Sweet Home") 
21 San Jacinto Day. Legal holiday in Texas 
23-29 Coin Week, National 
24-30 Garden Week, National 
24-30 Photography Week, National 
24-30 Secretaries Week, National 
25 to May | Good Will Week, United States- 
Canada 
26 Confederate Memorial Day. Legal holi- 
day in Alabama, Florida, Georgia and 
Mississippi 
27 Social Hygiene Day, National 
29 Arbor Day 


APRIL is also the month during which Manufacturers 
have been securing 12% of the year's new dealer, 
jobber and "o.e.m." customers, though with no Show 
this year, that figure might revert to about 5%; 
Factories ship an average of 5.6% of the year's 
total oilheating equipment, parts, and materials; 
and Dealers sell and install an average of 6.4% of 
their annual business during this rainy month. (IT IS 
A PARTICULARLY GOOD MONTH FOR WATER 
HEATER SALES BECAUSE FOR SOME REASON 
MORE WATER HEATERS “QUIT” IN APRIL THAN 
ANY OTHER MONTH). The dealers also obtain 
82% of their year's service income for calls, mod- 
ernization, replacement parts, materials, etc., be- 
cause some heating plants are "exhausted" at this 
point by the long winter. The dealers also sell and 
deliver, historically, nearly 72% of the year's fuel- 
oil business in April. 

IMPORTANT: New Home "ground breakings” gen- 
erally rise about now, and since oilheating and fuel- 
oil dealers sell 85% of the oilheating equipment 
used in New Housing,—it is time for a campaign 
for, through and with dealers, for the New Home 
Business! 
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HEATLOK 


BAFFLES 
CANNOT 
COLLAPSE 


a Patent Applied For 


Exclusive locking lugs hold Kolb 
‘Heatlok’’ baffles permanently in 
place. Each flint clay baffle unit 
is complete — 100% foolproof. 
Just install it and forget it. 


Check these ‘‘Heatlok'’ features: 


1. Exclusive lecking lugs prevent 
cellapse — eliminate emer- 
gency calls fer service. 


2. Three baffle sizes—10", 12" 
end 14", 


3. Choice of four installation 
heights by turning or reversing 
lug posts. 


4. Increased combustion’ effi- 
ciency—lower fuel cests. 


Kolb ‘‘Heatlok’’ baffles are your 
best bet if you want to save time 
on the job, save money and please 
your customers. 


Write, wire or call for details. 


KOLB REFRACTORIES CO. 


MEADOW & JACKSON STREETS 
PHILADELPHIA 48, PA. 


KOLBKAST 
INSULATED 


CHAMBERS 
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though some did get under way during 
February. Those interested in securing 
more information about individual 
courses are advised to communicate di- 
rectly with the sponsoring institution. 
Unfortunately, space does not permit 
listing the complete address nor the 
individual in charge of each course. 
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Order favoring Type B Flue 
passed over OHI Objections 


IN SPITE OF STRONG objections the 
Washington, D. C. Building Code Ad- 
visory Committee has issued an order 
allowing the use of Type B gas appli- 
ance flues or vents in the district. 
Speaking for the Oil Heat Institute 
of Greater Washington A. Graham 
Shields, managing director, pointed out 


| the dangers and the discriminatory as- 


pects of such an order. 

The Type B vents are restricted to 
use with AGA approved appliances 
which generate flue gas exit tempera- 
ture not higher than 550°F. The Insti- 
tute had asked that only Type A vent, 
which is suitable and safe for use with 
appliances burning all common fuels, 
be permitted. 

Shields pointed out that the degree 
of flue gas temperature entering the 
vent from the draft diverter depends 
upon a number of conditions. If the 
limit control should be maladjusted, 
the air movement over the appliance 
reduced, the room temperature ele- 
vated, or some other conditions 
changed from normal, the temperature 
of the flue gas can be raised consider- 
ably above the limit of 550°. 

Shields said: “The factors of safety 
involved in the standard under which 
Type A flues are tested are more ample 
and in accord with good engineering 
practices. Because the Type B flue is a 
little less expensive to install many 
speculative builders are attracted to the 
low price. 

“This means the home buyer will 
have no choice as to the fuel he will be 
required to use until such time as he 
replaces his chimney, at a substantial 
cost. If a homeowner with a Type B 
vent is forced to use a fuel other than 
gas, (gas shortage, gas failure, caused 
by an emergency, war or for natural 
reasons), he would find himself with- 





out heat until such time as a new flue 
could be installed.” 

It was also felt by the Institute that 
the labeling of the flue was inadequate, 
It omits reference to the hazard of 
connecting a gas fired incinerator to 
the vent and refers only to “Gas-Burn- 
ing Appliances.” 

The label says the flue “shall not be 
readily convertible to the use of solid 
or liquid fuel.” Shields commented that 
this statement is no assurance that the 
vent will not be used with a new ap- 
pliance purchased by the homeowner 
to replace worn out equipment. Also 
the warning sign may at any time be 
obscured by dust and soot. 

“We contend this flue is discrimina- 
tory. If builders install the Type B vent 
in future construction, the public even 
though they preferred another fuel, 
would have no choice,” continued 
Shields. “This amendment does in ef- 
fect officially approve a monopoly for 
the Washington Gas Light Co., in that 
they and only they, can serve the home 
in which such a flue has been in- 
stalled.” 

The Washington controversy is re- 
viewed in some detail because it has 
been reported similar regulations have 
been proposed in other areas. The 
arguments which the District group 
presented may be useful in other com- 
munities. 
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Ten Sessions planned for 
L. I. management Institute 


A MANAGEMENT INSTITUTE for fueloil 
dealers, arranged by the Long Island 
(N. Y.) Oil Terminals Association, 
Inc., consists of ten evening sessions 
at Hofstra College, Hempstead, N. Y. 
After the first class—March 7—simi- 
lar sessions are set for the next ten 
Monday evenings (there will be no 
class on April 11). 

A Hofstra College Petroleum Dis 
tributors Planning Committee coordi’ 
nated plans for the Institute. Com: 
mittee members included: Harry 
Schwindt, president of Roxen Util 
ties Co., Oceanside, N. Y., and chair’ 
man of the association's Education 
Committee; Harry H. Rains, associa’ 
tion executive secretary and counsel; 


L. T. White, Cities Service, who acted 
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Equipment... the finest oil-heating 
line in the business. And most com- 
plete size range for homes! 
Installation... factory service schools 
train your men. And field engineers 
help you crack the tough installation 
jobs, difficult layouts. 


Delivery ... Strategically located, 
complete line warehouses end prob- 
lems of “‘too little, too late.” 


Management... Business Manage- 


Conversion Burners, Cast Iron and Copper Coil Burners 


al 
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Hi-Furnaces, Counter-Flo Furnaces, Lo-Furnaces, 





price cutting 
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Exclusive Written Fuel-Saving Guarantee Gets Sales! 


Yes, prospects turn into buyers fast when you offer them factory- 
backed guaranteed savings up to 25% with Timken Silent Automatic 
Oil Heat! And well-recognized name means easier sales for you, more 
happy customers. But that’s not all. Look at this really complete Dealer 


Franchise Profit-Making Program! 


ment Counsel —a plan that lets you 
‘‘call on the experts”’ about your 
management problems. 


Salesmen...the Manpower Cam- 
paign — how to screen, hire and train 
top salesmen. 


Getting Prospects . . . field salesmen 
will work with you on store displays, 
merchandising, local advertising, di- 
rect mail, replacement campaigns, 
and general sales problems. 


TIMREN 


TIMKEN SILENT AUTOMATIC DIVISION 
ROCKWELL SPRING AND AXLE COMPANY * JACKSON, MICH‘GAN 
The Timken Detroit Axie Company of Canada, Ltd., Toronto, Ont 





Advertising... the strongest factory- 
paid advertising campaign in the 
business. A generous reimbursement 
plan to help you pay for your own 
local advertising. 


Price Cutting ...they can’t touch 
you. Only Authorized Dealers handle 
Timken Silent Automatic. And that’s 
not the half of it. A Timken Silent 
Automatic Dealership MEANS 
BUSINESS. 


Write today! 


Get ALL the facts ona 
Timken Silent Auto- 
matic Dealership. Ad- 
dress Sales Depart- 
ment, Timken Silent 
Automatic Division, 
Jackson, Michigan. 






management problems 


d training salesmen 












as education consultant for the Insti- 
tute. 
Rains also is moderator for each ses- 





outline calls for a short introductory 
talk covering the subject of the eve- 
ning, followed by group discussion. 
Audio visual aids, where avaliable, 
are utilized 
problems pertinent to the topic can be 


sion in his capacity as director of the 
Hofstra Labor-Management Institute 
and professor of industrial relations. 
Registration for the Institute was lim- 
ited to about 30 proprietors of fueloil 
distributorships in the Nassau-Suffolk 
counties area. 

Each Monday night they will meet 
for dinner at Hofstra, with the session 
conducted immediately thereafter as a 
dinner conference. General program 


and wherever current 


procured, they are mimeographed and 
distributed to the group before the ses- 
sion. 

Tuition for all ten sessions is $75, 
which includes charges for everything, 
including the dinners. 


Each session is geared to special 





. « « How to make friends 
and keep them! 
PREVENT OIL TANK LEAKS! 


they make your customers very unhappy 


LET YOUR CUSTOMERS 
KNOW YOU'RE PROTECT- 
ING THEIR EQUIPMENT! 


with free, good-will producing, 
tested gummed stickers like these: 


eed 
Petes 








| ica] RUs FE TABL treated / 
J ©°rtrol of QLMIBITOR G15: @ chem’ | -TANK-LIFE TABLETS: 


R Orro ‘for 
| This j EGULAR VAL and Rus 
© stop corrosion . . . prevent premature leaks 


protect up to three years 


© save replacements . . . keep good will | 
DO IT WITH: © easy fo handle, store, and use | 
© cannot cause cloggi | 

TANK-LIFE TABLETS panera 


at an average cost of just 5 g per tank! 





© proved effective by leading laboratories and 
oil companies 





ORDER THROUGH YOUR FAVORITE | 
JOBBER—OR DIRECT 


j7~ —— SEND COUPON TODAY-—— — 


PREPARE NOW: TIE IN A 
TREATMENT WITH EVERY 
SERVICE CONTRACT 


STEWART-HALL CHEMICAL CORP. 
Mount Vernon, New York 


| SBR cess treatments @ .......... 
(_] Send complete details of 
TANK-LIFE TABLETS 





























problems of ‘six fueloil distributors, 
Here’s a line-up of topics in the order 
in which they are to be covered. 
General discussion of objectives of 
the Institute; Human relations: Pub, 
lic relations; Business organization; 
Fleet operation; Oilburner service: 
Automatic fueloil delivery systems, 
Accounting practices; Credit, collec. 
tions, finance and taxes; General man- 
agement problems and summation. 
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New Edition of Petroleum 


Figures issued by API 


THE AMERICAN Petroleum Institute, 
New York, N. Y., has issued the 11th 
edition of its statistical handbook 
“Petroleum Facts and Figures.” 

This year, the 322-page statistical 
tabulations cover the years 1949 to 
1953. If used in conjunction with the 
9th Edition which covers the pre 
World War I years, the new edition 
provides one of the more complete sta’ 
tistical reviews available within the 
industry. 

New features included in the 11th 
edition include flow charts showing 
movement of the principal petroleum 
products from refinery to consumer, 
tables on off-shore drilling operations, 
employment, employee earnings, and 
pipe line mileage tabulations. 

The basic reference work may be 
obtained for $2.00 from the American 
Petroleum Institute, 50 West 50 
Street, New York 20, N. Y. 
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Esso Survey finds 87% 
of fueloil Users satisfied 


A RECENT SURVEY conducted by the 
Research Division of the Esso Stand’ 
ard Oil Co. found that of the 1,844 
fueloil users interviewed, 87% were 
satisfied with that fuel, 10% were dis 
satisfied, and 3% were indefinite. At 
the same time, the survey also revealed 
that of 155 other fuel users, 877% were 
satisfied, 12% were dissatisfied, and 
1% were indefinite. 

Specifically designed to uncover cer’ 
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an approximation of the yearly turn- 
over in accounts; an understanding of 
the reasons why customers change sup- 
pliers; and reaction, by the customer, 
to such plans as automatic delivery 
service, burner service, and budget. 

Concerning a preference for gas- 
fred heating among the 10% of dis- 
satished fueloil users, the study found 
that 7 out of 8 would prefer that type 
of fuel. Among the reasons listed were: 
cleaner, 71%; less troubles, less service 
problems, 23%; cheaper, 11%; more 
eficient, 11%; quieter, 6% and sup- 
ply was steadier, 6%. 

However, when considering these 
figures, the analysis notes that “those 
now using gas or coal state they prefer 
using fueloil by a ratio of almost 2 to 
1,” and that the 2% difference be- 
tween dissatisfied users of fueloil and 
other fuels when multiplied “by all the 
members of the community can add up 
to a lot of conversion sales.” 
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Attendance Figures stress 
Success of Heating Show 


A BREAKDOWN of visitors registered 
and visitors clocked at the door of the 
12th International Heating & Ventilat- 
ing Exposition indicate a substantial 
tepeat attendance. The show sponsored 
by the American Society of Heating 
and Air Conditioning engineers was 
held in Philadelphia, January 24-28. 

During the week 21,162 people 
registered as compared to 34,758 visi- 
tors clocked at the door. The 472 ex- 
hibits occupied 12% more space than 
the 1953 Exposition and were seen by 
people from all over the world. 

E. K. Stevens, manager, Interna- 
tional Exposition Co., Inc., announced 
that the 1957 show will be held in 
Chicago. 
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Heating Wholesalers stress 
Airconditioning at Meeting 


THE ANNUAL winter meeting of the 
National Heating Wholesalers Asso- 
“ation, Inc., held at the Bellevue- 
Stratford Hotel, Philadelphia, January 
20 to 22, had as its theme the impor- 
tance of airconditioning to the heating 
man. Two open sessions were devoted 
largely to this topic, with other meet- 


ings reserved for members and asso- 
ciate members during which associa- 
tion business was conducted. 
‘Applied sound merchandising Prin- 
ciples” and their relation to the future 
of residential airconditioning was the 
subject of a talk given on January 20 
by H. D. Bissell, director of merchan- 
dising, Minneapolis Honeywell Regu- 
lator Co. He said, “If the heating man 
ignores or doesn’t accept the tremen- 
dous chance offered him by the air- 
conditioning industry, he'll find him- 
self losing not just the cooling business 


























but a sizable segment of heating busi- 
ness as well.” 

The heating dealer, Bissell con- 
tinued, always has dealt in comfort, 
and it’s logical that he and the heating 
wholesaler who serves him should take 
advantage of the airconditioning 
“boom.” the wholesalers 
were cautioned, the heating dealers 
must be taught that airconditioning is 
important to his The 
wholesaler’s future depends on the 
dealer, Bissell declared, and if the 
dealers can’t or won't handle cooling, 


However, 


businesses. 


AT LOWER-COMPETITIVE PRICES! 


Korth Model SR-SH is priced lower than competitive head burners 
—helps you get more jobs—at more profit per job! 


Trouble-free performance resulting from improved flame stability 
—(non-pulsating) insures your initial profit and gives customer 


satisfaction. 

All standard — quality 
component parts and con- 
trols including M-H 
V4001A Delayed Oil 
Valve factory mounted. 


Lj MODEL SR-SH 
L .15—1.75 GPH 


g 
2 
s 
2 
5 





Send for information to- 
| day on the complete 
| line of trouble - free 
| Korth Burners in sizes 

and capacities from .75 

to 29.0 G.P.H. and in- 
| stallation and service 





=| Plan now to order this outstanding burner 
for that next conversion or replacement job. 


ECKHART MFG.CO.,INC. 


UNION, NEW JERSEY 










the wholesalers will suffer a loss in 
business along with them. 

Bissell suggested three positive steps 
for heating wholesalers: 

Learn the airconditioning business 
now; 

Recognize the fact that the heating 
dealer depends on his wholesaler for 
advice, engineering aid and education; 

Avoid selling price alone—instead 
provide urgently needed industry 
leadership. 

The second day’s session opened with 
a talk by W. T. Goldsmith, super- 
visor, heating control sales, General 
Electric Co., who discussed the “Con- 
trols of Tomorrow.” He was followed 
by John Robertson, president, Robin- 
son Heating Supply Co., whose talk 
on “Business Cents” contained a de- 
scription of the large scale heating 
business he operates and included an 
appraisal of the importance he at- 
taches to airconditioning as a means 
of continuing and expanding his busi- 
ness. 

J. F. Knoff, vice-president, aircon- 
aitioning equipment sales, Chrysler 
Corp., was the concluding speaker, 





continuing the discussion of “The Fu- 
ture for the airconditioning equip- 
ment Distributor.” 

The spring convention of the asso- 
ciation is scheduled for April 25 to 28 
at the Paradise Inn, Phoenix, Arizona. 

Officers for the NHWA are: Presi- 
dent, William H. Bowe, Jr., Herrick 
Co., South Boston, Mass.; First vice- 
president, Gail C. Mason, Warm Air 
Heating Supply Co., Dearborn, Mich.; 
Second vice-president, Glenn A. Ash- 
burn, Ashburn Supply Co., Culver 
City, Calif.; Treasurer, Robert H. 
Swart, Michigan Automatic Htg. 
Egpt. Co., Grand Rapids, Mich.; Sec- 
retary, A. G. Earnshaw, Earnshaw 
Sheet Metal Supply Co., Mansfield, 
Ohio. 


Rural Magazine surveys 
Farm fuel Preferences 

A RECENT report by Capper Publica- 
tions, Inc., Topeka, Kansas, on homes, 


household 


ownership and new purchases which 


furnishings, equipment, 


was made up from a survey among the 
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1,300,000 subscribers to Capper’s 
Farmer reveals that approximately 
48.5% of their readers reporting have 
a furnace of some type, and of those. 
15.2% burn fueloil, 23.5% use coal 
or wood, 9.4% prefer gas, and 6% 
did not state the type of fuel used, 
The study was based on the follow. 
ing conditions: the sample consisted of 
every 525th name on the publication's 
subscription list; distribution of the 
questionnaires was made by mail dur. 
ing June, 1954; returns represented 
63.5% of the total mailing; percent 
ages were computed and rounded out 
to one decimal; projections were based 
on the circulation of 1,300,000. 
The survey continues by noting that 
of the 630,500 who have furnaces, or 
48.5% of the total subscriber list, 
33.7% use warm air furnaces; 5.7% 
have steam or hot water system; 5.0% 
floor furnaces; .3% other types; and 
4.3% did not specify. 
Thirty-six and a half percent have 
a thermostat for their heating system, 
while of those using coal, approximate’ 
ly 4.1% have stokers for such furnaces. 
In reply to the survey’s “$64.00 





... the new Oil Burner Nozzle that you can depend on 


to keep your customers happy, and save time for you, too. 


Note the new hexagon style dust proof canister designed to protect 
the small orifice of Eddington oil burner nozzles.Tip of nozzle is held 
away from bottom of canister. Each canister identified on top— 
Hollow Cone, red—Semi-Hollow Cone, green— 

Solid Spray, blue. Another Eddington First! 


Write for latest price sheets and information. 


EDDINGTON METAL SPECIALTY CO. 


Eddington, Pa. 


STRAINERS + SPRAY NOZZLES + VALVES + FILTERS + AIR CONES - STABILIZERS 
INSPECTION MIRRORS - COMBUSTION HEADS 
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rue BIGgest 
Stand-Out in 


IN HEATING...COOLING 
UIPMENT !IS 





WITH 


More Types... 
More Sizes... 





ror Any Job f ano... 


IT’S PRICED TO MEET ANY 


Competition ! 











Incinerators Gas Gas Unit Utility Gravity 


A typical example 
of a Summer Air 


C. A. OLSEN MANUFACTURING COMPANY . .« eEtvria, onto 








HEATING & AIR CONDITIONING UNITS 









..- Stands Out 


with the COMPLETE 
LINE 









... Stands Out 


with UNEXCELLED PRODUCTS 
at LOWER PRICES 








...- Stands Out 


in ability to bum 
GAS or OIL 
with Equal Efficiency 













..-.- Stands Out 


with Year ‘Round Units 
designed and built with 
the PRACTICAL APPROACH 









... Stands Out 


in EASE and ECONOMY 
of INSTALLATION 














Check your 
lLuxatre Jobber 


Get the facts on why Luxaire. 
is the Stand Out profit 
line — for you! 












Conversion Heaters Units Furnaces 
Burners 
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t Liberty Fuel Oil Company, Newark, 
New Jersey, RCA 2-Way Radio is 
used to dispatch nine service trucks and 
to provide field supervision control in 
the Service Manager’s coupe. Executive 
Vice-President Howard Dornbusch, who 
manages the company, had had experi- 
ence with radio in Uncle Sam’s service 
and recently, after trying it out in one 
truck at night with great success, he 
made the RCA installation. 


“We figure our over-all efficiency is up 
15-18%,’ says Mr. Dornbusch. ‘‘Drivers 
frequently save as much as 20-25 min- 
utes on a call. It’s a big selling feature 
for customers, too,’”’ he added, ‘and 
we figure we pocket at least $1,000 
a year on phone calls, in addition to 
other savings.”’ 


Regular office personnel can operate 
RCA 2-Way Radio... just like your 





“Over-all Efficiency 
Is Up 15-18% with 
RCA 2-Way Radio” 


...says Howard Dornbusch 
— Liberty Fuel Oil Co. Officer 


ELUTE 





Dispatcher has immediate contact with 
service men, preventing waste mileage, giv- 
ing top service. 


oe BROAD ST. 
Meudarh. UZ 
MA.3°571I 


Service men start from home, get orders by 
radio, and Service Manager is continually 
aware of what is happening. 


telephone. A truck can be reached 
whether it’s moving or parked. Drivers 
can talk to the office whenever needful. 
And customers are always enthusiastic 
about the fast service they get. 


Find out what RCA 2-Way Radio can 
do for your operation in improving 
service, attracting new customers, reduc- 
ing waste mileage, cutting costs. Use 
coupon. To assure satisfactory opera- 
tion, the RCA Service Company pro- 
vides installation and service facilities 
from coast to coast. 


For the Best in 2-Way, Say “RCA” 


RADIO CORPORATION of AMERICA 


COMMUNICATIONS EQUIPMENT 


CAMDEN, N. J. 


Radio Corporation of America, Communications Equipment 
Dept. O-252 Building 15-1, Camden, N. J. 


Please send me reprint of article, ‘“Radio Speeds Delivery and Service” 


NAME 


TITLE 





COMPANY 





ADDRESS 


COUNTY. 





CITY 


| | ee 





[] Have an RCA Communications Specialist call. 
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question” concerning the next major 
purchase by the rural family, 1.8% 
planned on heating equipment, while 
1.6% were aiming at airconditioning, 


\ 
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Leaflets issued by Small 
Business Administration 


OF INTEREST to manufacturers is a 
leaflet issued by the Small Business 
Administration, Lafayette Bldg, 
Washington, D. C., called “How mar- 
keting Research helps small Manufac. 
turers.” 

The booklet contains marketing 
questions along with explanations of 
their importance. It also discusses ways 
by which a small manufacturer can get 
marketing research done for him either 
by people within his organization or by 
outside companies and individuals. 

Another pamphlet, “Products Ay 
sistance Program,” discusses product 
research and development. 

¥ 
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Tide predicts increased 
cooling Unit Promotion 


IN A RECENT weekly “Trends and 
Forecast” section, Tide magazine pre’ 
dicted that most major manufacturers 
of room airconditioners would launch 
a concentrated four-month promotion 
through their association, the Air Con 
ditioning & Refrigeration Institute. 
Tide points out that the last five 
years have been good to the cooling 
industry, but last summer the boom 
dropped. The entire industry got 
caught by a relatively cool summer. 
No theme has been determined for 
the promotion. A five-man board of 
ACRI members have met to pick a pub- 
lic relations firm to handle the job. 
Manufacturers have concentrated al- 
most solely on price in their advertis 
ing, have left the advantages of an ait” 
conditioned home to the consumers 
imagination, comments Tide. 


>, 
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George L. Switzer, manager of re’ 
tail department, Shell Oil Co., at 1 
New York office for nearly 20 years, 
has retired after a prolonged illness. 
O. F. Minor, acting manager, will suc 
ceed him. Minor joined Shell in 1929 
and has served in various sales. 























market analysis 


equipment & storage 
maintenance 


management 
problems 


HOSMER ONNTERO) 


product 
Waren 


degree day 
deliveries 


budget plan 


Promotional 
activities 


TERMINALS AT: 


Providence, R. I. 
New Haven, Conn. 
Albany, N.Y. Altoona, Pa. 
binghamton, N. Y. Exton, Pa. 
lo, N.Y. Greensburg, Pa. 
rote N.Y, Johnstown, Pa. 
Pounmeny N. Y. Lebanon, Pa. 
oo N.Y. Mechanicsburg, Pa. 
tyland, N. Y, Northumberland, Pa. 
rwerk, N. J. Philadelphia, Pa. 
renton, N. J, Pittsburgh, Pa. 
Gloucester, N. J. Reading, Pa. 
oi lon, N. J. Williamsport, Pa. 
ton, Mass. Wilmington, Del. 


Akron, Ohio 
Allentown, Pa. 
































Baltimore, Md. 
Salisbury, Md. 
Richmond, Va. 
Charlotte, N. C. 
Greensboro, N. C. 
Wilmington, N. C. 
Spartanburg, S. C. 
Albany, Ga. 
Atlanta, Ga. 
Griffin, Ga. 
Macon, Ga. 
Savannah, Ga. 
Jacksonville, Fla. 


you can check 
your problems 


with us 


Even the most successful distributor cannot pos- 
sibly be expected to overcome all of these prob- 
lems by himself. That’s why we offer the practical 
advice of experts. 


These are experts in all phases of sales and 
distribution. They are ready to check your prob- 
lems, to help you meet and solve them. 


Atlantic has been in retail marketing for some 
84 years. All of this accumulated experience is 
yours for the asking. It’s yours when you need it, 
where you need it. It’s a regular part of the staff 
assistance available to every Atlantic Heating Oil 
distributor. 


Atlantic Heating Oil is triple-refined by a special 
process that assures maximum conversion to heat 
and cleaner burning. That means lower customer 
service costs. And Atlantic Heating Oils are 
available at conveniently located pipe line or 
water terminals. That means continuous, de- 
pendable supply. It’s worth looking into! 


HEATING OILS 








HORIZONTAL BOILER 


... offers you top 
efficiency and economy! 



















f The NEW YORKER \ 
’ horizontal tube boiler provides 
top heating efficiency because 
of its scientific three-pass" de- 
sign, offering maximum heat trans- 
fer and lowest stack temperature. 
All heat passages are surrounded 
by heat-absorbing — surfaces. 
Beautifully jacketed in blue- 
and-gray hammertone finish. 4 





@ Oversize, large capacity 
tankless water heater. 





@ Fire-tubes of extra heavy 
gauge steel. 


@ Pre-cast combustion cham- 
ber withstands temperatures 
up to 3200° F. 


® Fire-tubes easily accessible. 


\ Seed coupon NOW! 
2 
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New Yorker Steel Boiler Co., Inc. 
Colmer, Penna. 


Gentlemen: 
Please rush me full information and prices 
on the New Yorker horizontal tube boiler! 
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New YorKER Summer cooling Field offers 
‘Challenge and Opportunity 


by 
Herbert L. Laube* 


i Sonscen FACTORS have created al- 
most unlimited commercial oppor- 
tunities for residential airconditioning. 
They are: The great extremes of our 
American climate. The inherent nature 
of the American people—-who will no 
longer be denied in their homes the 
comfort they enjoy in theatres, restau- 
rants, stores, hotels and offices. 


The third factor is the size of our 
market. Broadly there are 43 million 
existing homes already wired for elec- 
tricity plus about a million more new 
ones added every year. Of these ap- 
proximately 25 million are reported to 
have central heat. Yet, according to 
latest Bureau of Census figures, only 
1,391,000 have airconditioning. And 
in well over a million of these it is 


*President, Remington Corp., Auburn, 
Y 









inadequate, consisting of only one or 
two room airconditioners, at best. 

The summer cooling of an insulated, 
yet to be built, five room ranch house 
for which forced air heating is speci 
fied is not particularly complex. But 
throughout the United States there are 
existing houses whose owners want the 
benefits of airconditioning and have 
money to pay for a sensibly designed 
system—and the problem becomes any: 
thing but simple. 

Residential airconditioning is gem © 
erally complex because within our 
borders we have such variety of tem 
peratures. We design heating plants for 
outdoor design temperatures ranging 
from plus 45°F. in Key West to minus 
35°F. in Williston, N. D. The range is 
less in summer cooling. But at sea level, 
in just one state—California—our out’ 
door design temperature varies between 
85°F. in San Francisco and 110°F. 
in the valley of the lower Colorado 
River. Thus, on the basis of an 80° in- 


**ESTIMATED AVERAGE ANNUAL USAGE 
RESIDENTIAL AILCONDITIONING IN 25 SELECTED CITIES 


—————-- Heating ——_—__—_— ————— Cooling — 

City HoursOn HoursOff On% HoursOn HoursOff On% © 
PANN OMAUA 5 eg alesvdaars 1100 7660 13 750 8010 9 
Birmingham: .... >. 950 7810 11 1300 7460 15 
BGSUOR. oo hbibe-0ee de 1800 6960 21 200 8560 2 
CBO oie cinc succes 1700 7060 19 400 8360 5 
Cincinnati ......... 1550 7210 18 850 7910 10 
OE cee cce ka sins 750 8010 9 1400 7360 16 
OE ee 1750 7010 20 450 8310 5 
Houston .......0.. 600 8160 7 1450 7310 17 
Indianapolis ....... 1450 7310 17 800 7960 9 
Jacksonville ........ 600 8160 6 1600 7160 18 
Little Rock ........ 1000 7760 11 1200 7560 14 
Los Angeles ... 6%. 950 7810 11 550 8210 6 
Memphis .......... 950 7810 11 1050 7710 12 
ee 120 8640 1.4 1700 7060 19 
Minneapolis ........ 1900 6860 22 350 8510 4 
EE ree 650 8110 7 1300 7460 15 
New Orleans ...... 550 8210 6 1500 72.60 17 
New York ........ 1650 7110 19 350 8410 4 
Oklahoma City ..... 1100 7660 13 1100 7660 13 
Philadelphia ....... 1450 7310 17 400 8360 5 
Pittsburgh ......... 1650 7110 19 400 8360 5 
"eee 1200 7560 14 1050 7710 12 
Oe eee 1400 7360 16 1000 7160 il 
San Francisco ...... 2050 6710 23 400 8360 5 
Washington ....... 1400 7360 16 800 7960 9 





**Annual hours of operation for residential heating equipment computed from degree, 
day and design temperature tables published in 1954 Guide of the American So 
Heating and Ventilating Engineers; for cooling equipment compiled from data pu 
by the General Electric Company, Frigidaire Division of General Motors, 
Corporation and other industry sources. 
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“Wall-to-Wall Carpet” of Warmth 
SELLS | for you! 


Coleman Oil Floor Furnaces make any home easy to heat! 
Exclusive Super-Circulation re-heats air and circulates it to 
home 35% faster, never lets floor level air get cold! Coleman 
Low-Draft burner wrings EXTRA heat from every drop of 
oill Bonus sales feature: low-flame burner ring permits low 
heat adjustment for mild weather. 


Flat register or dual wall models to heat one room or whole 
home. 30,000 BTU to 50,000 BTU. 


EASIEST heater to sell.. 
can give , 


It's enough to make your customers’ pay- 
ments — the strongest sales clincher for any 
heater! One simple control automatically 


adjusts the draft to balance air-fuel mix- 





ture at every setting. Actually can save one 


roe} | olaime) Moy] Mol] Mo) MN=hZ-1 0am fol6] @ 


Exclusive Super -Circulation keeps floors 


. exclusive oil-saver 


/ ' \ 
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Other “’plus’’ features: new console cabinets 
in Golden-Glow or shadowed mahogany 
finishes. New Directionair Blower available 
on most models to give “big furnace’ com- 
fort. 10 models, from 35,000 BTU to 75,000 


BTU, to heat one room or a whole home 


Coleman HELPS You SELL 


1. NATIONAL ADVERTISING! 


Big full page ads in “LIFE” and “Saturday Evening Post,’’ 
“Better Homes and Gardens,” “American Home,” and 
“Small Homes Guide” pre-sell your customers on the 
features of Coleman heating and air conditioning. Take 
advantage of this powerful advertising program. 


2. Biggest PROMOTION PLAN 


rent he 
HAM ‘ Coleman offers you a complete assortment of broad- 
ee sides, demonstration displays — product films in 
color, banners, envelope stuffers — plus cooperative- 
advertising plans and promotions to builders. Tie in! 


COLEMAN COMPANY, INC., WICHITA 1, KANSAS, DEPT. FOH-551 


Please send me complete information on the subjects checked — 
plus a description of sales helps available to me as a dealer. 
Have your distributor’s salesman call. 


() Blend-Air Oil Furnaces [) Oil Floor Furnaces. 
and Air Conditioning. ([) Oil Space Heaters. 


DOI i... vnsiincnstaniennmissiapromsiercastaiaatcisssadistaitasapiiaaaigsice picasa 


Since 1900— 
ince 1900—makers of the Famous Coleman FIRM NAME____ es 


Lamps, Lanterns, Camp Stoves, and 
Home Heating and Air Conditioning ADDRESS. 


'HE COLEMAN COMPANY, INC., WICHITA 1, KANSAS TOWN ZONE_____STATE______ 
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Reclaims 
heat being wasted 


up the chimney 


heats cold, damp basements, 
drafty attics, attached garages 


Install it 
in the 
Flue Pipe 
of any 
Heating System 


The Free Heater has been pre- 
sold via National Consumer Mag- 
azines. It’s wanted by home own- 
ers across the country! Get this 
new business by contacting your 
jobber today. 


Keeps the playroom, attic, workshop 
cozy without increasing home owner 
fuel bills. 





Write for detailed bulletin F-2 


FE Loskinson FREE EPLEATER 


248-47 JAMAICA AVENUE, 
BELLROSE, L.1. , N.Y. 
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door design temperature, we must de- 
sign for six times the temperature dif- 
ference in El Centro as we do in San 
Francisco or even San Diego. 

The average home owner wants 


| from what he buys, an acceptable bal- 
| ance between the first cost, the operat- 
| ing cost and the utility to him. Notice 
| the table, and see the differences. A 


cooling system in Boston operates only 


| 33 minutes a day on a year around 


basis. Miami has four and one half 


| hours of daily operation. Thus, the 


| fixed charges on cooling equipment in 


| Boston are nearly 8!/2 times as great, 





per hour of operation, as in Miami. 
It costs five to ten times as much to 


| move a Btu out of a house as it does 


to move one in. Thus, cooling that 
makes economic sense in one part of the 
country may have to cost a lot less to 
make sense in another. 

Of the 150 million people in the 
United States only 25 million live 
where they require less hours of heat- 
ing than they do of cooling. 

This relationship imposes upon the 
airconditioning industry an important 
obligation: We must be careful not to 
compromise the quality of the heating 


| system for the sake of the cooling func- 
| tion in those 42 states in which heat- 





ing is always required for more hours 
per year than cooling. 


o, 
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Canadian Underwriters 
issue product Listings 


| THE SEPTEMBER, 1954, List. of In- 


spected Appliances, Equipment and 
Materials has been published by Un- 


| derwriters’ Laboratories of Canada. It 


contains 561 products which have been 
examined and tested. 

Copies are distributed free of charge 
to federal, provincial, municipal and 
insurance inspection authorities 
throughout Canada. Requests for cop- 
ies should be addressed to the head of- 
fice at P. O. Box 38, O’Connor Postal 
Station, Toronto 16, Ontario. 


o, 
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Cities Service publishes 
Business Library Catalog 
CITIES SERVICE'S Business Library has 


published a 28-page catalog describing 
79 courses, texts, films and pamphlets 


eastern Tennessee as manager 


available through the company’s De. 
partment of Business Research and 
Education. 


Last year the department filled 52, 
650 individual requests for manage: 
ment information. Of this number 42, 
560 were for Business Library material, 
Orders came primarily from dealers 
and distributors. 


The complete library of management 
aids, housed in metal file boxes, can be 
seen at the 43 regional and divisional 
offices in the 44 states where the com 
pany operates. 


4, 
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W. A. Matheson, Jr., has been 
named vice-president for sales and di 
rector of The 
Mammoth Fur- 
nace Co., St. Paul 
4, Minn. The 
company manu- 
factures a com- 
plete line of fur- 
naces for all fuels 
in both domestic 





and commercial i 
sizes, plus a similar line of direct-fired 
space heaters. “Bill” has been associ 
ated with International Heater Co., 
Perfex Corp. and Eureka- Williams. 
Just prior to his new appointment he 
had been sales promotion manager for 


The Heil Co., Milwaukee. 


W. J. Wagner has been appointed 
sales manager of Delco Appliance Di 
vision, Rochester, N. Y. He had pre’ 
viously been with Diamond Match for 
17 years. 


Robert W. Hundley has been pro 
moted to sales manager, Accessories 
Division, Wm. 
Steinen Mfg. Co., 
Newark, N. J. He 
was appointed as- 
sistant sales man- 
ager in 1953. Pre- 
viously, Hundley 
had been zone rep- 
resentative for 





Delco Appliance © 

Div., General Motors Corp. He also 
had stilted in pioneering oilheating in 

of serv 

ice and installation for the Tennesse 

Heating and Air Conditioning Co. 


March 
1955: 

















Ye- 
ind 
9: 
ger * a 
*! Fueloil Gentlemen in Indiana 
ial, 
ers P , : 
Hoosier Coal and Oil features management Analysis 
a by TABLE | 
ite Rob , eas New Account Analysis—April |, 1953-March 31, 1954 
: obert ray ew New Former 
nal Replace- _Installa- Build- Cus’ Cus- Net 
YEAS ae ere Cee ments tions ers tomers tomers Total Gain 
om: i THE PERIODIC market studies con mel . Se 4 = ees he — 
ducted by the editorial department May 24 70 8 14 T 137 103 
F FuELoIL & Ot Heat during the June 58 87 4 37 7 193 135 
healt — July 52 113 7 31 14 217 165 
past several years a number of com- August 55 149 5 6 10 45 190 
anies have stood out conspicuously. September 150 310 8 125 25 618 468 
gg ; ‘ nameeeee i October 108 273 10 136 33 560 452 
di These were companies that were show- Nesicadens 104 119 7 130 40 400 196 
ing phenomenal growth rates, or more December 82 62 19 142 36 341 259 
ens 7 rene January 57 45 6 121 22 251 194 
often they were en ecause February 53 30 12 58 27 180 127 
they seemed to have at their fingertips March 72 67 28 100 24 291 219 
anything that could be asked in oper- TOTAL 862 1,395 124 986 270 3,637 2,775 





ating or sales statistics. 

For several years we have had in 
mind the Hoosier Coal and Oil Com- 
pany of Indianapolis as an outfit to 
visit when we could get an opportu- 
nity, largely because its reports in our 


Clarence A. Paul, secretary, treasurer 
and general manager. 

It was 40 years ago that Louis Joseph 
bought out the Hoosier Brick and Coal 
Company and subsequently changed 


Young Joseph is particularly inter- 
ested in management analysis and in 
this he works quite closely with Paul 
H. Stauber, who is operations manager 
in the fueloil department. 


fred market studies have been so compre- _ the name to Hoosier coal and oil Com- With well over 17 million gallons 

ee hensive and so indicative of thorough — pany. After his death his son, Edgar of furnace oil last season the company 

Co, management. S. Joseph, Sr., headed the business and __ is the Indianapolis leader in this prod- 

ams. We had the opportunity to stop when he subsequently died Mrs. Joseph uct and quite probably the largest in 

ihe there some weeks ago and found as we _— became president. Stanley A. Joseph, the state operating in a single city. The 
for had expected a wonderful assortment vice president in charge of sales, is company features Shell products. 

of useful operating data. The company _—a_ nephew of the founder. The young: One interesting activity of the com- 

today js pare by several members of est member of the group, Edgar Ss pany’s management is its new actount 

waa the Joseph family who are descendants —_ Joseph, is a son of the former president analysis in which a daily record is 

De or relatives of the founder, and by and his mother is now president. made on a special form to keep track 

owe of where each customer came -from. 

i Notice Table I which is completed each 

year at the end of March for the pre- 

ceding 12 months. In the year ending 

= last March the company added 3,637 

. names. This represented a net gain in 





ng in 


grandson of the founder, and Clarence 
serv’ A. Paul, secretary-treasurer, general 
essee manager, with a record in the company 
5 going back to the original owners. 








number of customers of 2,775. 

The difference between these two 
figures is the number shown in the re- 
placement column or 862. The word 
“replacement” doesn’t mean the same 
in Hoosier’s sales department as it does 


Management at Hoosier. Standing are 
Stanley A. Joseph, vice-president for 
sales and a nephew of the founder, and 
Paul Stauber, manager of fueloil op- 
erations. Seated are Edgar S. Joseph, 
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to some of the rest of us. To them it 
means a customer replacement within 
the same house. In other words 862 of 
their former customers moved away 
during the year and they were able in 
those instances to get the oil account of 
the new occupant of the home. This 
then simply means the replacement of 
one name for another at a specific 
address. 

The other columns in the table are 
self-explanatory. The two columns 
labeled “new installations” and “build- 
ers” total 1,519 and those are families 
using oil for the first time or having 
moved into new homes. Notice that out 
of the total net gain of 2,775 custom- 
ers the 1,519 new burner users repre- 
sent 55% of the new business. 

Those accounts listed under new 
customers are former oil users switched 
to Hoosier. The last classification called 
“former customers” is made up partly 
of families that moved to points within 
Hoosier’s marketing area and were re- 
tained. It also includes customers that 
had previously dealt with the company 
in buying coal, and customers who for- 
merly bought oil, switched to someone 
else, and then came back. 

The daily analysis sheet shows full 
detail of these characteristics on each 
account. We are not reproducing one 
of these sheets because to do so might 
embarrass the customers named and in 
turn embarrass the company. The daily 
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sheet of a typical 
September or Oc- 
tober date often 
runs upward of 25 
new accounts. 


Hoosier’s new 
business is princi- Truck No. 
: Age Trucks 
pally brought in 1940 1 


by four full-time 1941 l 
salesmen working 


1946 4 

on straight salary. 1947 3 

' 1949 3 
Stanley Joseph, 

the company’s 1950 5 

; P ie 1951 2 

sales vice-presi- 1952 3 

dent, mentioned 1953 2 

1954 1 

that the company _ 

does only a mod- 25 


eed 





OUTPUT 
Aver. 

Aver. Aver. Thous. Aver, 
Capac- Days Gals. Gals, 

ity Wkd. Deld. Day 

800 45 97 2.455 
1,000 °30 92 3,067 
L175 41 1452 3,707 
1,700 77 319 4,14? 
1,900 78 397 5,089 
1,900 105 p bb | 5,286 
1,900 113 516 4,566 
1,900 144 681 4,729 
1,900 1 | 625 4,139 
1,900 121 544 4,496 
1,680 92 424 4,411 





est amount of ad- 
vertising of the conventional variety. 
He relies rather on his 25 oil trucks 
and a considerable number of coal 
trucks on the streets every day to keep 
the company’s name well-known, and 
on his four full-time salesmen to keep 
telling people about Hoosier. 

One of the more interesting phases 
of the company’s management is its 
elaborate analysis of the operating 
characteristics of its trucks. TABLE II is 
a condensation boiled down from three 
quite large data sheets which showed 
a good many records on each of the 
company’s 25 fueloil trucks. 

In making up this abbreviated table 
we attempted to measure the effect of 
age on the operating characteristics and 




















March 
1955 


operating costs of a fueloil truck. Like 
many companies Hoosier has held on to 
a few of its old ones, two of them of 
pre-war vintage. 

You can see by following the 1940 
and °41 models across the page they 
had rather light use during the period 
studied but their operating cost per 
gallon of oil delivered was quite high. 
When you come to the last column in 





the table you will notice that their 
average gallons per drop were well 
above average for the other trucks, in- 
dicating that these were used on either 
commercial accounts to some extent or 
on suburban customers with larger 
than average storage tanks. 


In the next group we find ten tracks 
bought between the end of the war and 
the end of 1949. This group is sepa 
rated because it represents post-war 
purchase but still old enough to be 
fully depreciated. We find these trucks, 
particularly those of °47 and °49 vin- 
tage, making fair-sized delivery totals 
and representing a modest cost per gal- 
lon delivered. Part of this is due to the 
fact that they carry no depreciation 
expense. 


The third group represents the 15 
trucks bought in the period from 1950 
forward, all of them still being depre- 
ciated and all showing indications of 
rather full utilization in the company’s 
program. It’s interesting to notice that 


Home workshop. The Hoosier Co. 
handles virtually all of its own repair 
and maintenance on the truck fleet in 
a modern garage at the bulk plant. It 
has made famous the slogan shown, 


“We'll keep the home fires burning. 
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TABLE II 


Fleet Operating Characteristics 
First Six Months 1954 


OPERATION & MAINTENANCE 


Aver. Aver. 

Aver. Parts, Gas, 

Truck Garage O/S Oil, 
Age Labor Labor Tires 
1940 $265 $169 $ 81 
1941 pI 64 188 
1946 239 147 147 
1947 386 243 312 
1949 S77 283 378 
1950 501 427 538 
195] 634 347 503 
1952 367 389 695 
1953 337 250 623 
1954 478 101 413 
$393 $445 $415 


Aver. 

Aver. Total 
Depre- Oper. & Truck Aver. 
ciation Maint. Age Miles 
$ O $ 5H 1940 1,762 
0 475 1941 1,148 
0 533 1946 1,948 
0 941 1947 3,606 
0 1,038 1949 4,192 
T3539 2,203 1950 5,485 
714 2,198 1951 5,515 
795 2,246 1952 9,081 
783 1,993 1953 8,914 
783 1,775 1954 7,205 
$757 $1,479 4,993 


OPERATING INDEXES 





Aver. Aver. Aver. 
Cost Cost Gallons Aver. 
Per Per Del./ Gal./ 
Mile Gallon Mile Drop 
29¢ J3¢ 55 351 
41 a2 80 245 
37 35 78 198 
26 .29 88 192 
23 .26 95 196 
40 -40 101 212 
40 43 94 199 
25 33 75 205 
22 PX ¥- 70 185 
23 33 76 210 
32¢ 36¢ 85 208 














the most favorable operating costs, 
everything considered, are to be found 
in the 6 trucks bought in the last 3 
years. The company used them for 
maximum deliveries with a result that 
we find the operating cost per mile and 
the cost per gallon delivered to be quite 
modest. 

It would appear from this table that 
the company would be justified in dis- 
posing of its five oldest trucks and re- 
placing these with one of the newest 
type that could be used full time. It 
would take five of the oldest trucks to 
get up to about the top mileage of one 
of the new ones. 

You can see that a new truck if op- 
erated approximately 8,800 miles 
would go along with a cost per mile 
of around 23¢ and a cost per gallon 


delivered of around .33¢. This com- 
pares with an average cost of the five 
oldest trucks of 36¢ per mile and .42¢ 
per gallon delivered. 

There is another consideration, how- 
ever, that may account for keeping the 
oldest trucks. The Hoosier company 
uses quite a lot of part-time help in 
the peak season. . . . More on this 
later. 

The company does practically all of 
its own maintenance and repair work. 
It has a good-sized garage and you will 
notice in the table that in the six month 
period covered each truck on the aver- 
age used $393 worth of garage labor 
and $445 worth of parts and outside 
labor. 


The table gives enough detail that 
an interested reader can divide any of 


TABLE III 


Hoosier's Truck Brand Experience* 


No. Aver. 

Make Trucks Size 
Dodge 10 1,610 
International yf 1,785 
Reo 8 1,675 
ALL Zs 1,680 


Gallons Cost Cost 

Aver. Del’d. Per Per 
Age Mile Mile Gallon 
6 84 $0.223 .264¢ 

4 74 .188 By) 9. 

5 101 241 .238 

5 85 $0.214 .252¢ 


*Don’t use this table to evaluate the merit of the trucks without studying the text. 


TABLE IV 


Effect of Temporary Extra Drivers 
Month of January 1954 


Hours Aver. Aver. 
Worked No. Hours Gals. 
Under 100 10 42 20,307 

100-199 8 138 63,501 
200-299 8 263 112,680 


300 @ over 13 325 146,230 





TOTAL 39 202 90,091 


Hour Drop Drop 


Gals. Gals. Miles Cost 


Per Per Per Total Per 
Wages sal. 


$63.33 .363¢ 
212.60 aa 
408.50 372 
512.37 Feb 


484 207 2.80 
460 216 1.96 
428 208 ZAt 
450 194 2.29 
201 2.25 $314.43 .349¢ 





these items into cents per gallon or per 
mile. 

Notice, of course, that the average 
cost of .36¢ per gallon of oil delivered 
covers the mechanical phase of the op- 
eration only. It does not include driver 
wages which will be taken up in an- 
other table. 

The column called “gallons delivered 
per mile” is quite revealing. The oldest 
trucks do seem to get out into the sub- 
urbs to make the large average drops. 
Then the five trucks bought in 1950 
and averaging 101 gallons delivered 
per mile of operation would appear to 
be used in the most congested areas of 
the city. 

You can get a lot of useful data 
out of this table if you will make com- 
parisons with your own company op- 
eration. If you need more detail we 
can probably get it for you. 


TABLE 11 brings an interesting study 
of Hoosier’s trucks by brands. They 
use three types—Dodge, International 
and Reo. They have had some of each 
from the earlier years. You will notice 
this in the column showing average 
size. In TABLE II you noticed that 
everything bought from 1949 forward 
has been of 1,900 gallon capacity while 
in TABLE I you see that the average 
size for each brand is enough lower 
than that to indicate that it includes 
some old models. 


The comparisons of cost per mile 
and cost per gallon would seem to 
favor one brand of trucks over an- 
other but you have to take other things 
into consideration before arriving at a 
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Oil heat is clean. One way to impress 
that point on the citizens is by having 
all trucks look that way. 


conclusion. The International trucks 
hit the exact average in costs per gal- 
lon delivered but notice that they 
were well below the average in cost 
per mile of operation. 

To understand this you must notice 
that they delivered only 74 gallons to 
the mile of operation indicating that 
they were used on the longer runs. 
The Reos, on the other hand, had the 
highest cost per mile of operation and 
notice that they delivered 101 gallons 
per mile, showing that they did a lot 
of starting and stopping and short runs 
in congested areas. They did, however, 
come out with the lowest cost per gal- 
lon delivered, due apparently to the 
short operating radius. 

The Hoosier people feel that the op- 
erating costs of the three brands are 
close enough together to indicate that 
they are about equally desirable as de- 
livery equipment. They are planning 
in future to concentrate their pur- 
chases on cab-over-engine types, also 
using power steering to cut down 
fatigue. 

TABLE IV shows a study of a very 
interesting phase of Hoosier’s fueloil 
delivery operation. We have noticed 
that the company has 25 fueloil trucks. 
Now we see that in a peak month, 
January 1954, it used 39 drivers on 
these 25 trucks. The answer is tem- 
porary help in evenings and on week- 
ends. Most of these are from police or 
fire departments and the same men 
come back to help year after year. 

We had a feeling that temporary 
help might cost considerably more per 
gallon than full-time employees. We 
took one of the large personnel sheets 
in which the company shows ten col- 
umns of characteristics of each driver 
and we boiled this down to the small 
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TABLE Iv. We divided the drivers into 
four groups depending on how many 
hours they worked delivering furnace 
oil during the peak months. The 
strange conclusion is that there was 
very little difference in the cost be- 
tween the full-time men and the tem- 
porary help. Notice in the last column 
that the ten men who worked an aver- 
age of only 42 hours each during the 
month delivered oil at a wage cost of 
.363¢ per gallon. The 13 top men who 
worked an average of 325 hours during 
the month cost the company .357¢ per 
gallon delivered. 

We notice a considerable difference 
in the average miles driven per drop. 
Notice that the men with the fewest 
hours averaged 2.80 miles to each de- 
livery and they still showed the peak 
figure of 484 gallons delivered per hour 
of operation. In other words they were 
used on more distant deliveries and 
apparently did a very good job. 

There is nothing in this table to indi- 
cate that a company should not use 
temporary help during evenings and 
weekends at the peak of the season. 
This assumes, of course, that you can 
get intelligent help that will handle the 
customers properly. 

It is also fairly apparent that the 
drivers putting in the fewest hours 
must have used the smaller, older 
trucks. This does not prove, however, 
that the old trucks should be retained 
but it is an interesting subject for fur- 
ther study by the Hoosier management. 

Some other companies in the indus- 
try may be able to improve on the op- 
erating costs of the Hoosier Company. 
Certainly most companies could not. 
But there are not many heating oil 
specialists in the country who have as 
thorough an analysis of their operat- 
ing characteristics as you will find in 
the Hoosier management. And since 
the more thorough the analysis the bet- 


ter opportunity to find the soft spots, 
it’s a pretty fair guess that the Hoosier 
crowd is doing a very creditable job, 
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Committee aims to reverse 
Supreme Court gas Ruling 


DURING THE past few months, a group 
of oil and gas men have formed a Nat- 
ural Gas and Oil Resources Commit- 
tee, with headquarters in New York. 

Concerned chiefly with reversing the 
recent Supreme Court decision in the 
Phillips Case, principal points which 
will be emphasized during the public 
relations campaign include: 

“1. The natural gas producers of 
America, when free of federal con- 
trols, furnished consumers greatly in- 
creased supplies of gas at low costs. 

“2. Federal control can curtail ex- 

ploration, deplete reserves and inevita- 
bly diminish supplies. 
“3. Because about 90% of con 
sumer bills represent transportation 
and local distribution costs now al- 
ready regulated, federal control of gas 
production cannot possibly effect any 
significant savings for consumers. 

“4. Because of keen competition in 
gathering gas by thousands of produc: 
ers, there is no need for regulation. 

“5. If competitive production of 
gas is controlled by government, it 
opens the door for the spread of fed- 
eral regulation to any other competi 
tively-produced commodity.” 

At a recent briefing session, H. S. M. 
Burns, president, Shell Oil Co., ex- 
plained these points. 

At another briefing session in St. 
Petersburg, Fla., on February 3, Paul 
Kayser, president of El Paso Natural 
Gas Co., re-emphasized the point that 
such regulation would “lead to the 
regulation of other competing fuels 
such as oil and coal, as well as other 
commodities like lumber, wheat, and 
cotton.” He also cautioned that the 
Supreme Court decision “further cen’ 
tralizes power in the federal govern 
ment and will destroy conservation 
regulation by the states.” 

Officers of the Committee are as fol’ 
lows: L. F. McCollum, chairman; Paul 
Kayser, vice chairman; J. C. Donnell 
II, treasurer; and Baird H. Markham, 


executive director. 
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Electric Motors 





Part One—Line-up of seven Types of Motors used in Oilheating and Airconditioning 


by 
J. W. Schulz 


OU START MOTORS when you start 
7. modern oilheating system. The 
burner motor starts, of course. In a 
forced-air system, a motor starts to 
drive a circulating blower that sends 
warm air to the rooms. In a forced 
hot-water system, a motor starts to 
drive hot water from the boiler to the 
radiators. 

Oilheating is motorized heating. 
The best, most dependable oilheating 
is the result of the proper selection of 
motors for the jobs they must do in 
the oilheating system, and of providing 
properly the small amounts of care and 
maintenance needed by motors. 

If you are any kind of an oilheat 
expert, you should have a solidly good 
technical knowledge of the motors used 
in oilheating. An expert at selling 
equipment should know. enough about 
the motors in his equipment to discuss 
them intelligently with his prospective 
buyers. He should be able to outline 
the types of motors usually used, their 
characteristics, and their advantages 
and disadvantages. 

Oilheating equipment is no better 
than the motors that power it, for the 
entire equipment goes dead when its 
motors go dead. Also, a noisy motor 
can make the entire oilheating plant 
noisy. 

Experts at installing oilheating 
equipment need much knowledge of 
motors to wind up with the right kind 
of motors properly installed for the 
work they must do. 

Service experts need detailed knowl- 
edge of the characteristics of all types 
of motors used in oilheating-—in addi- 
tion need tricks up their sleeves for use 
when emergency measures must be used 
to provide heat when motor repairs 
can't be made immediately, and when 
motors that don’t fit the equipment 
Precisely must be pressed into service 
temporarily. Motor servicing tricks 
that save the day will be covered later 
in this series of articles on motors. 


Oilheating experts should know 
these types of electric motors: 
. Split phase motors 
. Repulsion-induction motors 


wenre 


Capacitor - start induction - run 
motors 

4. Shaded pole or shading coil mo- 
tors 

5. Universal motors 

6. Polyphase motors 

7. Special types of capacitor motors, 
including the permanent-split capaci- 
tor motors which have gained popu- 
larity in recent years, which are differ- 
ent from the capacitor-start induction- 
run motors listed third above. 

Except the polyphase motors listed 
sixth, the above motors all are the two- 
wire type—they receive 110 or 220 
volt input current, for example, from 
two feed wires. Polyphase motors are 
given current by either three or four 
feed wires and in the fields of aircon- 
ditioning and oilheating usually are 
higher powered motors than the others 
listed, the two-wire motors. 

If you do oilburner service work, you 
should be able to make a few simple 
tests on ordinary motors in your shop 
or basement. Diag. 1 shows an arrange- 


ment for testing two-wire motors, 
which you can set up quickly and in- 
expensively. This arrangement or test 
panel has been described and recom- 
mended before in FUELorL & Oi HEA1 
and now is used by many servicemen. 

Starting at the electric meter, pro- 
vide a fuse block which will serve only 
your test panel. Equip it with a 20- 
ampere time-delay fuse. Coming into 
your test panel (see right-hand side of 
Diag. 1) with two feed lines no small- 
er than #12 wire, use a 15-ampere 
time-delay fuse in the live line. If you 
do the wrong thing in testing, you'll 
blow the fuse which is conveniently 
nearby on the test panel. 

Wire up the test panel as Diag. | 
suggests, using any kind of high-capac- 
ity switches as switch #1 and switch 
#2. 

The two 600-watt (550-watt will 
serve as well) heater elements should 
be mounted in porcelain sockets able 
to withstand the high temperatures de- 
veloped by these elements when they 
are given 110 volts. 

Set up in this way, your test panel 
gives you the advantage of being able 
to test a motor without blowing fuses 
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Diag. |—Test panel checks defective motors with no risk of blowing fuses. The 


two 600-watt heater elements are screw-base type 


screw into ordinary lamp 


sockets. But sockets used for them on the test panel must be able to withstand 
the heat given off by the elements. To add to this panel, wire another tattletale 
light in parallel with the two 600-watt heater elements—lighting up brightly, 
it will tell you when there's line voltage across the heater elements, and you 
won't have to judge whether or not they are glowing at full intensity. To add 
professionally to the panel, equip it with a voltmeter (across the motor terminals ) 
and an ammeter (in series with the 15-ampere time-delay fuse). 























































—even if it develops that the motor 
has a dead short in it which would 
cause fuses to blow if you tried to use 
the motor on an actual installation. 

Before testing any motor electrically, 
try to spin its shaft by hand. If the 
shaft won't turn freely, correct that 
shortcoming by mechanical repairs be- 
fore you test the motor electrically. 

To use the test panel in Diag. 1 to 
test a motor electrically, open switch 
#1 and switch #2. Connect the test 
clips to the motor. Now you are ready 
for your first test. Be ready to notice 
carefully what happens. 

Leaving switch #2 open, close 
switch #1. If the motor has a short 
circuit in it and would blow a fuse on 
an actual installation, the 50-watt bulb 
on the test panel will not light, but 
the two 600-watt heater elements will 
receive line voltage and will glow at 
full intensity. Under these conditions, 
you would blow the test panel’s fuse 
if you closed switch #2. Never close 
switch #2 when you are testing a mo- 
tor, if the 600-watt heater elements 
are glowing and the 50-watt bulb is 
not lighted. 


Avoid blowing Fuse 


The idea of using the two 600-watt 
heater elements on the test panel is 
to avoid blowing fuses when testing 
motors likely to be grossly defective. 
Wired in parallel with each other and 
in series with the motor being tested, 
the two 600-watt heater elements can 
put a maximum load of 1200 watts on 
the panel’s 15-ampere fuse, which is 
not enough to blow the fuse. Yet sufhi- 
cient current flows through the two 
heater elements to permit testing a 
usual oilheating motor, of size up to 
V4 hp or so. 

A healthy motor will run when you 
close switch #1 and leave switch #2 
open; at the same time, the 50-watt 
bulb will light, indicating line voltage 
across the motor terminals. Under these 
conditions, you can close switch #2 
to ascertain if shunting the two heater 
elements makes any difference—it may 
in the case of a relatively large motor. 
If it does, the bulb will light up more 
brightly when you close switch # 2. 

In cases of borderline trouble, mo- 
tors running but drawing excessive 
current, the 50-watt bulb will light but 
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Diag. 2-—Split phase motor. Exceed- 
ingly popular in the oilheating indus- 
try because it powers most gun-type 
burners, the split phase motor has three 
principal electrical parts: starting 
winding, running winding, and start- 
ing switch. The starting characteristics 
of this type motor make its use inad- 
visable in large sizes—or for loads diffi- 
cult to turn over. 


dimly when you first test the motors 
with switch #1 closed and switch #2 
open. Then closing switch #2 may 
blow the fuse of the test panel. 

Use the panel shown in Diag. 1 to 
test healthy motors and defective mo- 
tors, and motors of different sizes and 
types. Being extremely careful not to 
hurt yourself or the equipment, you 
can rig some sort of a brake to apply 
to motor shafts—perhaps apply a big 
monkey wrench to the flat of a motor 
shaft—to enable you to gage the start- 
ing torque of different motors. Experi- 
ence gained through such testing is of 
enormous value. It can benefit you as 
much as reading thousands of words 
about electric motors. 

In details on different types of mo- 
tors which will be given shortly, two 
different types of rotors will be named. 
An electric motor has either one type 
rotor—revolving part that drives its 
shaft—or the other type. 

You undoubtedly are familiar with 
the type of rotor used in a direct-cur- 
rent motor, such as the starter motor 
of your automobile. This direct-current 
rotor has windings made up of insu- 
lated wires carefully secured in slots. 
Of course, these windings can burn 
out and need replacement. This DC- 
motor rotor has a commutator made 
up of copper segments located side-by- 
side but insulated from each other. A 
commutator can give trouble—it may 
become dirty and need cleaning and 
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polishing, or it may become scored and 
need re-turning in a lathe. Undercyt. 
ting of the insulation between the seg. 
ments of a commutator may be needed. 
Carbon brushes are used with the com- 
mutator of a DC motor, and may need 
tension - adjustment or replacement. 
Thus the wire-wound rotors of direct- 
current motors, and the commutators 
and brushes used with such rotors, 
have certain maintenance require: 
ments, and certain possibilities of trou 
ble. With these rotors, armature wind- 
ings can burn out, commutators can 
give trouble, commutator brushes can 
need replacement. These troubles are 
not encountered with the squirrel- 
cage rotor, the other type of rotor. 

Most alternating-current or AC mo- 
tors have squirrel-cage rotors, which 
are remarkably free of trouble possi- 
bilities because they lack the armature 
windings, commutators, brushes—and 
attending maintenance requirements 
and trouble  possibilities—just de- 
scribed. A squirrel-cage rotor is rug 
ged and durable. It has no armature 
windings which can burn out, no in- 
sulation which can fail with the result 
that shorts or grounds develop, no com 
mutator which can need cleaning or 
dressing or lathe-turning or undercut: 
ting, and no brushes which may need 
tension-adjustment or replacement. A 
squirrel-cage rotor is made up of bars, 
plates, or castings secured together in 
a metal-to-metal fashion to form one 
unit which is heavy and rigid. The 
ruggedness and durability of this unit 
rate your admiration. 


Wire-Wound Rotors 


Of the seven types of motors listed 
earlier in this article, only two use 
wire-wound rotors of the type used in 
DC motors. These two are the univer’ 
sal motor and the repulsion-induction 
motor. In the universal type motor, the 
brushes and commutator and armature 
winding work all the while the motor 
runs—for the universal motor always 
runs after the fashion of a direct-cur’ 
rent motor, even when it is given al 
ternating current. 

The repulsion-induction motor uses 
its brushes and commutator only to 
get started. Once this motor is up 
speed, or nearly up to speed, these 
parts automatically stop working. Ad 
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ditional details on this will be given 
later. 

Diag. 2 shows the split phase motor, 
exceedingly popular in the field of oil- 
heating because of its relatively low 
cost and its ability to serve certain 
types of loads excellently. 

Buying 1/6 horsepower motors for 
pressure burners, for example, you will 
find that the split phase motor is the 
type motor you can buy at the lowest 
price—and its characteristics adapt it 
excellently for a pressure burner. As 
a type, the capacitor-start induction- 
run motor costs a bit more than the 
split-phase motor; as a type, the repul- 
sion-induction motor costs still more 
by a considerable margin. 


Split phase Motor 


Diag. 2 shows what’s to a split phase 
motor. The starting switch of the split 
phase motors used in oilheating is 
opened and closed centrifugally in al- 
most every instance. With the motor 
idle, this switch is closed—the result 
is that giving current to an idle motor 
puts a flow of electricity through both 
the starting winding and the running 
winding. When the motor shaft 
reaches perhaps two-thirds of its regu- 
lar operating speed, the starting switch 
is snapped open by the action of cen- 
trifugal weights acting against springs. 
Then the motor continues running 
with current flowing through the run- 
ning winding only. 

Simplicity and low cost are the ad- 
vantages of the split phase motor. It 
has disadvantages which cause it to be 
used mainly in sizes smaller than 1/3 
or % hp, and mainly for loads which 
can be started easily. 

In sizes of 1/3 and Vy hp, used with 
ordinary wiring a split phase motor has 
atendency to drop the voltage and dim 
electric lights on starting, for com- 
pared to other motors its starting cur- 
rent is heavy. Its starting winding, 
shown in Diag. 2, is made up of rela- 
tively heavy wire, thus draws consid- 
erable current as the motor shaft comes 
Up to speed on starting. That’s the first 
disadvantage of using split phase mo- 
ots; it applies mainly to such large 

motors as 1/3 or 4 hp. 

Even though a split phase motor is 
@ hog at using electricity for starting, 
it has feeble starting torque compared 


to other motors which could be used 
instead. A load that requires great ef- 
fort from the motor from the second 
the motor receives current is not a suit- 
able load for a split phase motor. This 
type motor should not be used to drive 
a piston-type water pump, air com- 
pressor, or refrigeration compressor, 
for example—these loads require that 
the motor be able to exert great effort 
to get started. Any load difficult to 
budge from a standstill, or which re- 
quires great effort from the motor 
while it is coming up to speed, is not 
a suitable load for a split phase motor. 

Blade-type fans and centrifugal 
blowers present loads well suited for 
split phase motors, on the other hand. 
Driving a fan or a blower, a motor 
does practically no work as it makes its 
first few turns on starting. Its full load 
develops only as it reaches the speed 
at which it runs normally. 

Servicing split phase motors in- 
volves attention to starting switches, 
which may stick open when they 
should be closed, or may develop 
burned contacts which should be 
dressed or replaced. It’s best for a 
serviceman to keep in stock replace- 
ment starting switches for the motors 
he encounters frequently. 

If the starting-switch contacts of a 
split phase motor fail to close when the 
motor is idle, giving current to the 
motor will not start it—-but will cause 


the motor to hum as the result of cur- 


RUNNING 
WINDING 





Diag. 3—Repulsion-induction motor. 
High starting torque is the outstanding 
feature of the vrepulsion-induction 
motor, but this feature is not needed 
for most motors used in the oilheating 
field. The brushes and commutator of 
such a motor work only as motor shaft 
comes up to speed, but are the parts 
which need expert service attention 
from time to time. 








rent flow through its running winding. 
The motor will act similarly if its start- 
ing switch is closed, but its starting 
winding is burned out. In either case 
—just as long as the running wind- 
ing is all right and current is 
flowing through it—the motor will 
start if you spin its shaft by hand. You 
may have to spin the shaft swiftly; 
start it with no load, where possible, 
by loosening a belt or using some other 
trick. 

Like other alternating-current mo- 
tors which are defective only in that 
they can’t get themselves started, a 
split-phase motor is agreeable when 
spin-started by hand. That is, it will 
run equally well with its shaft turn- 
ing in either direction. Spin-starting 
a motor, then, you make certain to 
spin its shaft in the proper direction 
of rotation. 


Costly Type 


The repulsion-induction motor in 
Diag. 3 has important characteristics 
opposed to those of the split phase mo- 
tor. First, it is the most costly type 
of motor used for powering oilheating 
equipment, say in motor sizes of 1/6 
to Y2 hp. Second, it provides terrifically 
high starting torque; it is the best two- 
wire motor to use for heavy dead loads, 
difficult for a motor to budge the sec- 
ond current starts flowing through it, 
and difficult for the motor to bring up 
to normal running speed. Here's the 
type of two-wire motor to install for 
a water pump, compressor, stoker, etc., 
which causes the motor shaft to han- 
dle an extremely heavy load the second 
the motor tries to start. 

Unlike the split phase motor, the re- 
pulsion induction motor is extremely 
eficient while gaining speed during a 
start-up. Therefore, it has little ten- 
dency to drop line voltage and dim 
electric lights while starting—even 
though it powers a load exceedingly 
difficult to start. 

As Diag. 3 shows, the repulsion- 
induction motor has a running wind- 
ing—this is similar to the running 
winding in a split phase motor. Notice 
the two commutator brushes are con- 
nected only to each other—-they are 
not connected to the field winding or 
the motor terminals. 

(Please turn to page 122) 
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Profits in Cooling 


A new Series on residential Cooling begins by analyzing sales Outlook and defining Terms 


by 
J. R. Lewis 


aa eae EQUIPMENT mani- 
ufacturers all over the country 
did not enjoy the profitable volume of 
total business which the optimists had 
forecast for 1954. However, this sober- 
ing experience has, in no way, dimmed 
the enthusiastic predictions of public 
demand for 1955. These predictions 
are responsible for the present high 
rate of production for a broader line 
of modern airconditioning equipment 
than has ever before been offered. 

In fact, the best-known brand lines 
and many others are being offered 
along with special inducements that 
will contribute a lot to make the total 
industry sales this year well in excess 
of any previous year. 

Although this series of articles will 
devote most attention to a simple ex- 
planation on the workings of the latest 
type of residential airconditioning, it 
should be helpful to the oilheating 
dealer to make comparisons with other 
types of equipment used to maintain 
more comfort in the home in summer 
weather. How- 
ever, we empha- 
size the combina- 
tion of heating 
and cooling equip- 
ment because: 

1. The increased 
volume to be sold 
this year, and for 
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several years to 
come, is expected 
to exceed each 
previous year by 
100% and because 
no other branch 
of the aircondi- 
tioning industry 
can hope to ap- 
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ing number of dealers who are experi- 
enced in residential heating, but rela- 
tively inexperienced as far as cooling 
requirements are concerned. 

3. With residential airconditioning, 
it is a safe bet that familiarity will de- 
velop respect followed by a fair profit. 

Just about every air cooling equip- 
ment manufacturer is offering a line of 
package air handling units which will 
replace, or which can supplement, the 
warm air furnace and its standard type 
of air duct distributing system. The ac- 
companying photograph is a clear, dia- 
grammatic description of this popular 
system. 

However, since the field of appli- 
cation is so tremendous and require- 
ments are so varied, it has become es- 
sential for the engineers to devise 
methods for accommodating residences 
equipped with wet as well as dry heat- 
ing systems. In a prominent article 
which appeared in the November 21, 
1954 (Sunday) New York Times, 
Real Estate Section, Mr. J. A. Bradley 
reports on the impact of summer air- 
conditioning on the design of boilers 
and all types of residential radiators. 
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The warm air circulating system, as 
normally used to distribute furnace 
heat to all rooms in a residence, can 
now serve for all weather comfort con 
ditioning. Here are the main compo- 
nents of one system which show in 
diagrammatic fashion how damper ad- 
justment alters the system to provide 
maximum indoor comfort for summer 
as well as for winter climate. The right 
center section or the left center section 
supply conditioned air into a common 
plenum chamber, from which supply 
ducts are connected. The return air is 
diverted either through the cooling or 
the heating chambers and this is usually 
a ‘‘push button” operation. Room tem- 
perature is automatically controlled by 
a similar thermostat setting whether 
the conditioning unit is used for cool 
ing or for heating. (Photographs from 
Carrier Corp. ) 


This secticnal photograph of the ver 
tical type residential conditioning unit 
labels the essential parts that are built 
into a factory assembled package. Com 
parison with the diagram will give clear 
understanding of the air cycle. Filter 
shown in bottom location is best when 
the return air can be drawn through 
a wall grille in a manner like that 
shown at the bottom of the accompany’ 
ing installation photo. However, differ 
ent locations for filter and air intaKe 
are possible. Furthermore, horizontal 
cooling units are becoming popular. 
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There no doubt will be considerable 
expansion and further development 
along these lines, but, at the moment. 
tt would appear that air cooled fur- 
naces will carry better than 90% of 
the complete systems of residential 
comfort work which is to be installed 
in 1955. 

It is the general consensus in the in- 
dustry that something like 70% of the 
total “central station” residential cool- 
ing equipment to be sold this year will 
be in new construction, leaving 30% 
or less for modernizing in old build- 
ings. Yet, in contrast to this, it is very 
interesting to check the results of a 
feld survey reported in a recent issue 
of the Air Conditioning & Refrigera- 
tion News. The City of Memphis, 
Tennessee was cited as an example of 
what had taken place while residential 
airconditioning was beginning to be- 
come popular in 1954. The survey was 
concerned only with residential cool- 
ing using new equipment and having 
a connected load of 2 hp and more. 
Here is what was revealed: 

1. Total number of installations 344 

2. Total for new construction 130 

3. Total for existing residences 206 

4. Total installations for specu- 
lative builders ........... 8 
. For 245 of the above installa- 
tions, the number of different 
installing contractors, classi- 


~ 


fied as airconditioning con- 
ee 16 


an 


For the remaining 99 instal- 
lations, the number of dif- 
ferent contractors, classified 
as heating contractors, was 18 

The results of this survey clearly 
show the relatively large group of deal- 
ets who are competing in this activity 
swell as the surprisingly large num- 
ter of installations being made in ex- 
sting residences. There’s little doubt 
but that almost all of these were for 
‘tomes already equipped with warm 
ur heating systems. 

The survey does not show what 
business will develop within a reason- 
ible time as a result of the eight in- 
‘allations made for speculative build- 
s. This certainly could be a large 
tumber of units, even though only a 
smal] number of builders may be start- 
N§ a successful venture. 

It is important to consider, and then 
(Please turn to page 118) 
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Definitions of Terms Commonly Used in the Airconditioning Industry 


5: 


10. 


SENSIBLE HEAT is contained by a 
body or a mass and affects only its 
temperature but not its physical state. 


. LATENT HEAT is contained by a body 


or a mass by virtue of its physical 
state but not its temperature. Ex- 
ample: Water is capable of absorbing 
144 Btu’s per lb. while changing 
from a solid at 32° to a liquid at 
32°. This is all latent heat. 


. TOTAL HEAT is the sum of the sensi- 


ble znd the latent heats. For air cool- 
ing work, the compressor cooling 
capacity must be at least equal to 
the total heat requirements. Sensi- 
ble heat is the part required to cool. 
Latent heat is the part required to 
dehumidify. 


. SENSIBLE HEAT FACTOR is the ratio 


of sensible heat to total heat. 


.TON OF REFRIGERATION is unit of 


mezsurement for rating the capacity 
of cooling equipment. It is equal to 
12,000 Btu’s per hour. This arbi- 
trary figure was selected because it is 
equal to the cooling effect of one 
ton of ice melting over a period of 
twenty-four hours. 


. CONDENSER in the refrigeration sys- 


tem is the heat exchanger which low- 
ers the temperature of the hot high 
pressure refrigerant gas to a tem- 
perature at which the gzs condenses 
to liquid form. The condenser must 
remove sensible heat to drop the 
temperature of the hot gas and it 
must remove latent heat to effect the 
required change of state from a gas 
to a liquid. 


. EVAPORATOR in a refrigeration sys- 


tem is the coil in which liquid re- 
frigerant is zllowed to “boil” and 
become a gas at almost constant 
pressure. This change in state of the 
refrigerant from a liquid to a gas re- 
quires that heat be added to the 
evaporztor. It is supplied by the sur- 
roundings and is responsible for 
lowering the temperature of the air 
(or liquid) that is in contact with 
the outside surface of the evaporator. 


._ EXPANSION VALVE is the “throttle” 


that maintains « proper rate of flow 
of the liquid leaving the condenser 
and entering the evaporator. 


. SUPER HEAT is heat contained by a 


mzss of gas beyond the amount of 
heat required to boil liquid until it 
became a gas. 


FROST BACK (which czn occur be- 
yond the outlet connection of the 
evaporator) results when the refrig- 
erant allowed to pass through the 
evaporator by the expansion valve 
does not contain sufficient super heat. 


11. sLUGGING (of liquid refrigerant or 
possibly liquid lubricant) means the 
return to a compressor suction port 
of liquids which do not easily pzss 
through the compressor valves, there- 
by causing excessive vibration and 
noise. 


12. F-12 or FREON‘12 is the hydrocarbon 
refrigerant which is most commonly 
used for cooling at the temperatures 
which are required on the average 
airconditioning installation. 


13. LOW SIDE of the refrigeration system 
is the term frequently used to desig- 
nate the cooling coils which zre un- 
der relatively low pressure as they 
are connected directly to the suction 
side of the compressor. Technically, 
the low side means everything be- 
tween the expansion valve and the 
compressor suction port. 


14. HIGH SIDE is the term frequently 
used to designate the refrigeration 
unit (sometimes called the condens- 
ing unit). Technically, the high side 
means compressor and interconnec- 
tions to, and including, the con- 
denser with interconnections to, and 
including, the expznsion valve. 


15. PUMPING DOWN is a term used mean- 
ing the removal of all refrigerant 
from a particular part of the cooling 
system. Pumping down is a necessary 
procedure to avoid waste of the re- 
frigerant gas and later service 
troubles which will result if 2 part 
of the refrigeration system must be 
opened to the atmospheric condi- 
tions. 


16. DEHYDRATING usually refers to the 
steps that are to be taken to assure 
removal of all traces of moisture 
from the gases or the oil or whatever 
else may be in the spaces that are 
to contain refrigerant when the cycle 
is in operation. 


17. CHARGING is the addition of refrig- 
erant gas to the cycle. 


18. PURGING is required to release from 
within the closed parts of the system 
any air or gas that is foreign to the 
refrigerant and which is not con- 
densable in the normal cycle. 


19. LOW PRESSURE CONTROL. An elec- 
tric contact device that is set to mzin- 
tain a fixed minimum suction line 
pressure. The control stops the com- 
pressor to prevent lower pressures, 
and is automatically re-set. This may 
be either an operating or more fre- 
quently is a safety control. 


29. HIGH PRESSURE CONTROL. An elec- 
tric contact device that is set to pre- 
vent the compressor from operating 
at more hezd pressure. This is a 
safety control to avoid dangerously 
high pressures. Re-set is automatic. 
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Canadian Heating Show 
establishes new Record 


HE NATIONAL Heating & Air 

Conditioning show held at To- 
ronto February 14-16 established a new 
record in both exhibits and attendance. 
There were 147 manufacturers using 
space at the Exposition and in all they 
occupied 320 booths. 

In checking through the printed 
list of exhibitors it was interesting to 
notice that 47 of the companies have 
names that identify them with prod- 
ucts originating in the United States, 
while an even hundred of the exhibi- 
tors have strictly Canadian designa- 
tions in their company names. 

Of course, a number of those listed 
as Canadian corporations do handle 
U. S. brands of heating products. 


Officers Elected 


In the business session of the Oil- 
heating Association which sponsored 
the big exposition new officers were 
elected fer 1955. The president is E. 
H. McKinney, of Engineering Indus- 
tries, Ltd., Toronto. The vice president 
is W. C. R. Sergent, of E. A. Watts, 
Ltd., Montreal, and the secretary-treas- 
urer is C. K. Elder, Ontor Laboratories 
Ltd., Toronto. 

This year for the first time the prin- 
cipal technical sessions as well as the 
luncheon and dinner meetings were 
conducted by the Canadian chapters of 
the American Society of Heating and 
Air Conditioning Engineers. The 
speakers @n various topics at these ses- 
sions were: George P. Cooper, Empire- 
Hanna Coal Co.; Edward C. Philips, 
Trane Co. of Canada; Gordon Mc- 
Mehen, Liquifuels Ltd.; Dr. N. R. 
Hutcheon, National Research Council, 
Ottawa; G. R. Christi, Manitoba 
Chapter; Murray Bailey, Ontario 
Chapter; and D. G. Wilmot, Anthes- 
Imperial Co., Ltd. 

Also, Ray Robbins, Lennox Furnace 
Co. of Canada; Lorne Wiggs, Mont- 
real consulting engineer; Matt Shears, 
C. A. Dunham Co., Ltd.; Ralph Beck- 
er, managing director Oil-Heat Insti- 
tute of America; and Robert Gray, 
editor of FugLom, & Or Heat. 
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C. W. Cooke, Canadian manager 
for Gilbert and Barker and retiring 
president of the association, reported 
at some length on the group’s activity 
during the past year. In speaking of 
the Canadian market Cooke pointed 
out that at the end of the war there 
had been 65,000 oilburners operating 
in the Dominion and that by the end 
of this year, or ten years later, there 
would be at least 1,150,000. 

He mentioned that during 1954 the 
country had received 135,000 new oil- 
heating installations, with a value of 
$65,000,000. 

Cooke told about the association’s 
activity during the year in a success 
ful attempt to get a removal of the ten 
percent tax against all oilburners. He 
praised the part played by Ed Higgins, 
who heads the association management, 
for the success of this effort. 

It seems, however, the tax has been 
abated only on domestic equipment up 
to now but apparently an agreement 
has been reached to consider as domes- 
tic any burner fired at a maximum ca- 
pacity of ten gallons an hour. During 
the coming year an attempt will be 
made to eliminate the sales tax on all 
types of oilheating equipment. 

Cooke then discussed the proposed 
national code on oilheating installa- 
tions, a project that has been under- 
way for three years. For all practical 
purposes the code has been adopted, 
partially through working with the 
Canadian Standards Association, two 
other trade associations, two insurance 
groups, and the fire marshals. 

Active in bringing about the desired 
code was Lionel West, Iron Fireman, 
Roy Glade, Coleman Lamp and Stove, 
Harry Jordan, Ontario Fire Marshal, 
and Arnold Rowe-Sleeman, of the Oil- 
heating Association, who effectively 
presented the viewpoints of the manu- 
facturers. 

As quickly as the standard or code is 
officially put in use, this will be cou- 
pled with an installation manual and 
published for general distribution. 

H. J. Lee, chairman of the Associa- 


tion’s Education Committee, reported 
that it had sponsored an oil heat train. 
ing school in Toronto and in two other 
centers during the past year. In addy 
tion it developed a traveling school in 
which equipment manufacturers sup 
plied the instructors. 

Moreover, a series of slides and 
charts have been developed for use jn 
more remote oilheating centers. These 
are available to any community where 
enough attendance seems probable and 
upon the condition the school must 
have a skilled oilheating man for the 
presentations. 

Ralph Whiteman, of Timken, chair 
man of the membership committee, 
told the members that the roster of 
participating companies is now over 
200 compared with only 38 when the 
organization was remodeled three years 
ago. 

Jack Carmichael, chairman of the 
Constitution and By-Laws Committee, 
proposed several amendments 
streamline the organization for mor 
effective operation and each of thes 
was adopted. 

A. T. Thomson, the retiring secre 
tary-treasurer, submitted a report 
showing a budget around $20,000 and 
a cash balance of approximately $7, 
000. About half of the budget is met 
through income from the heating ex: 
position. 

Thomson is also chairman of the Oil 
Heat Information Committee, which 
has been active during the past year in 
raising money for cooperative promo- 
tion of oilheating in the Toronto mar’ 
ket. This activity was described at some 
length on page 104 of the February 
issue. 

Total Funds 

Total funds received for the purpose 
during 1954 were $51,000 of which 
all but $5,000 was subscribed by vari 
ous levels of the petroleum industry. 
The 1955 budget is substantially high- 
er and will be used largely in expan 
sion of the group’s billboard and radio 
programs. 

The highlight of the technical ses 
sions, at least from the standpoint of 
competitive interest, was the three mam 
panel on fuels. George Cooper repre 
sented coal, Edward Philips took the 
gas viewpoint, and Gordon McMehen 
spoke up for oil. 
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Speaking for the coal industry Coop- 
er believes that coal will come back 
substantially as a source of energy dur- 
ing the next 25 years. He believes that 
coal will start furnishing a portion of 
our liquid fuels before 1970, as petro- 
leum prices rise. 

He anticipates a slight increase in 
coal demand this year followed by a 
slow acceleration for ten years by 
which time the prices of competitive 
fuels will force large increases. 

Cooper went on to point out that the 
oil industry in North America has only 
a reserve capacity of a million barrels 
a day. For this reason he believes that 
the coal industry should be built up 
through Government support if neces- 
sary in the interest of national security. 

Cooper presented a considerable 
number of charts to visualize his think- 
ing. One of these projects the use of 
all fuels for the creation of electric en- 
ergy. In this he shows the use of coal 
for electricity as increasing by 260% 
during the next 20 years and he esti- 
mates that iz 1975 better than 57% of 
all electric energy will be produced 
from coal. 


Gas Speaker 


Speaking for natural gas Philips re- 
marked that this new fuel has captured 
the Canadian audience. He told about 
the proposed Trans-Canada pipeline 
which will be the longest and costliest 
ever built. Philips conceded, however, 
that it has not yet been financed nor 
the route fully settled. 

He feels that it is necessary to get 
a large supply of natural gas into East- 
ern Canada to fight the growing de- 
ficiency of fuels in the East. Philips 
claimed a 10 point superiority for gas 
in heating efficiency over oil and a 5% 
to 20% superiority over coal. He is 
convinced that gas can sell at 15% 
above oil on a Btu basis and still be 
competive because of these claims. 

McMehen, the third speaker and the 
champion for oil, displayed a little hu- 
mor over the coal industry having to 
call on the Government for subsidies 
to keep it solvent and the gas industry 
camping on the Dominion Govern 
ment’s doorstep to get support for its 
Trans-Canada lines. 

He pointed out that the oil industry 
not only wants no subsidy from the 
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Government but tries particularly hard 


to stay independent in every way. He 
mentioned the incongruity of these 
other industries needing Government 
financial assistance which we in the 
oil industry would have to help supply. 
McMehen believes that if the gas line 
comes through from the West it can 
only be uneconomic and must carry a 
political flavor. 

He mentioned that it’s difficult for 
dealers in gas equipment to make 
money because the gas industry so 
rarely has a sustained program through 
the years. Speaking of oil growth in 
the Dominion, McMehen mentioned 
that distillate fueloil has expanded so 
much faster than gasoline that it must 
be imported even though the Canadian 
refineries run 30% distillate yields. 

He mentioned also that Canada does 
not produce enough residual fuel and 
must import it, with particular em- 
phasis on distant refineries that can 
produce it more economically. He ex- 
plained that the consumption of oil in 
Canada has risen 285% since the war 
and added that more money has been 
spent on refinery construction since the 
war than the total in all previous years. 

He cautioned the fueloil marketers 
that the gas industry has been stealing 
some of our promotional ideas in put- 
ting a lot of emphasis on things we 
were saying 20 years ago about finer 
living through automatic heat. He 
urged the members to get behind the 
current advertising program in a strong 
way in 1955, 

In discussing the Canadian oilheat- 
ing market with various industry men 
it appears that the Toronto market has 
a high saturation. With 800,000 popu- 
lation in the city, and a little over a 
million including the suburbs, there 
are now over 200,000 oilburners in the 
market. This compares with 8,126 at 
the close of World War II. 

One oilburner man mentioned that 
in soliciting for leads he went to 91 
consecutive homes before he found one 
without an oilburner. In the suburbs 
the saturation was not so thorough, 
partly because many of the new homes 
being built are equipped with coal fur- 
naces at the start. 

The reason for this in former times 
was that Canadian buyers of new 
homes must have large down pay- 


ments. As a rule they must pay for the 
lot and also 15% on the cost of the 
structure. For this reason they often 
left out some refinements such as ojl- 
heating, to be added later. 

In recent months, however, there 
has been a new regulation put through 
on the housing act which permits the 
mortgage loan to be increased where 
oilheating is being used, on a basis that 
will carry the extra expense. 

Currently oilheating sales in the 
Toronto area are about 80% for new 
homes and 20% conversions. 


o, 
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Fueloil Committee of API 
planning St. Louis Sessions 


THIRTY-THREE MEMBERS of the Fuel: 
oil Committee of API’s Marketing 
Division met in New York on Febru. 
ary 18 to organize projects for the two 
years ahead and particularly to plan 
a program for the Mid-year meeting 
of the Marketing Division in St. Louis 
May 23-25. M. N. Vining of Seattle is 
chairman. 

The Fueloil Committee will have a 
public session on Tuesday afternoon, 
May 24, at the Chase Hotel. This af- 
fair will not be limited to members of 
the Fueloil Committee but rather will 
be open to all interested oil men. 

A four-man panel discussion is be’ 
ing planned under the chairmanship 
of Robert Gray, FUELoIL & Or Heat. 
The general theme will be the improve- 
ment of public acceptance of oilheat 
ing, approached from various view 
points. 

During the course of the New York 
meeting the Committee was presented 
a resolution from the National Oil 
Heat Council offering its assistance as 
a consulting group to help promote oil: 
heat. | 

There was also some discussion of 
the burner-fueloil survey being con 
ducted by the Bureau of Mines in cov 
operation with API's Refining Div 
sion. This survey had been requested 
by OHI’s Technical Division to guide 
burner manufacturers on oil specifi 
cation. 

There was also some discussion of 
getting a clearer definition of fueloil 
grades which some of the marketers 
believe are inadequate at present, pa!’ 
ticularly among the heavier fuels. 
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Additives improve distillate Fuels 


Quality Gains in heating Oils can be traced in Part to fueloil Chemicals | 


by 
R. O. Bender* 


and 
W. deB. Bertolette* 


§ THE DEMAND for distillate fuels 
has increased over the years, the 
petroleum industry has stepped up its 
research to enlarge the supply. Most 
of the resulting progress has been due 
to process improvements, chiefly in 
cracking procedures, but also some 
quality gains have been obtained by the 
use of additives. 
Additives have been used or sought, 
to improve the following properties: 
1. Color stability 
2. Sludge or gum stability 
3. Filterability of the aged fuel 
. Pour and cloud points 
. Rust prevention 


now > 


. Combustion quality 


Color Stability 


The question of the relationship be- 
tween color change and fuel quality 
has been debated for years. The facts 
xem to be that while many fuels do 
change color and form residues at simi- 
lr rates there are some fuels for which 
there is no relationship at all. The ad- 
vent of additives which disperse sedi- 
ment has further complicated the pic- 
ture by reducing the harm resulting 
fom residue formation to negligible 
proportions so that a dark-colored oil 
may behave as satisfactorily as a very 
light-colored one. 

Nevertheless a light color has definite 
ules appeal in many areas; consequent- 
¥y, considerable research attention has 
ben devoted to the discovery of effec- 
twe color stabilizers. It is also possible 
that while good dispersants produce a 
better fueloil they may tend to darken 
tlor due to the suspension of very 
pd dispersed insolubles throughout 
the oil, 


Screening and testing is a consider- 


*E. I. du Pont de Nemours & Co.. Pe- 


trol : ; 
eum Chemicals Div., Wilmington 98, 
Claware, 





able problem since test methods which 
speed up the aging process, usually, 
through the accelerating effect of light 
or temperature, also distort the rela- 
tive effectiveness of additives. The al- 
ternative, storage tests at normal tem- 
peratures, takes much longer than is 
desirable. Most laboratories now com- 
promise on storage tests at tempera- 
tures up to, but not exceeding, 150°F. 

The chemistry of color formation 
during the aging of fuels is not under- 
stood, although there are indications 
that nitrogen and sulfur compounds 
play important parts. Consequently the 
search for color stabilizing additives has 
been empirical, and in the main, un- 
successful. Compounds such as metal 
deactivators, or some of the alkyl 
amines, have been found to have small 
effects in some fuels and substantial 
effects in a very few fuels but no com- 
pounds are known which have commer- 
cially significant effects in most fuels. 
Table I presents some typical results on 
color stability of fuels aged alone or 
with various additives. 


Sludge or Gum Stability 


The formation of insoluble, organic 
residue which, together with water, 
rust, and other extraneous materials, 
blocked filters and small orifices in 
burners, limited the use of cracked 
fuels for many years. 

Here, again, the problem is compli- 
cated by inadequate testing procedures 
and, as in the case of color stability, 
tedious but reliable storage tests are the 


only proven methods. Kalichevsky and 
Stagner! report that the reactions 
which take place in oil under acceler- 
ated conditions are not identical with 
those in normal use. C. A. Duval? 
points out that the evaluation of addi- 
tives in distillate fuels by accelerated 
tests cannot be of real practical value 
unless it is confirmed by results at low 
temperatures (around 100°F.) and 
long testing periods. Schwartz, Ward 
and Smith® following extensive testing 
with a wide variety of distillate fuels, 
reported a correlation between storage 
bottle tests at 110°F. and drums stored 
at ambient temperatures. 

These findings are in agreement with 
those obtained by the du Pont Labora- 
tories employing many methods on a 
wide variety of fuels and additives. 
Testing is further complicated by the 
fact that the amount of residue which 
may be harmful depends also on the 
size and adhesiveness of the residue 
particles, and it is profoundly affected 
by the presence of dispersants so that 
interpretation of the results of stability 
tests is very undependable unless field 
use experience is available. 

A number of additives now are be- 
ing offered commercially to reduce the 
sludging of distillate fueloils in storage. 
These additives function as inhibitors 
or dispersants or both. The inhibiting 
effect of an additive, which means its 
ability to prevent or retard the forma- 
tion of insoluble residue, can be evalu- 
ated to some degree by measuring in- 
soluble residue build up during aging. 


TABLE I 
Additive Effect on Color 


Fuel 1 

ORIGINAL COLOR OF FUEL Ds 2 
After fuels have been 
aged 9 wks. to 16 wks, at 

110°F. o 4 

ADDITIVE 

+ FOA—2* 4 4 

Additive A 4V, 4 

B 4 4 

4 4 

Wy, 4 


D 
FOA—2 + DMD - — 








Fuel2 Fuel 3 


NPA Color 
Fuel 4 Fuel5 Fuel6 Fuel7 Fuel8 


12) 1) ] ly 17) 


4 2 2y4 5 4 

4Vy WY wm 4 * 

4 vavina si eae raat 
-= 1,4 — — 2 4 

Bis: iY 2 . sie 


*Du Pont Fueloil Additive No. 2—a polar polymer. 
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FIROMATIC FILTERS FROM FIELD TEST 


(ONE HEATING SEASON) 





Untreated Oi 
1800 Gols. Throwghpyt 





FOR Mo. 2 





30 1bs./1000 Bhs. FOA No. 2 30 ihs./1000 Bbls. FOA No. 2 
1800 Gols. Throughput 


10,800 Gols. Throughput 


Fig. |. Firomatic and Fulflo filters taken from a field test using additive in fueloil, 
showing how the additive improved filterability. 


It is important to bear in mind the 
filtering medium used in the testing 
method since a dispersant type addi- 
tive, because of ability to reduce par- 
ticle size, may cause some insoluble 
residue to pass through the filter, thus 
giving an apparent reduction in quan- 
tity. 

Table u shows insoluble residues 
which formed in a No. 2 fueloil blend 
of cat cracked and straight run stocks 
when stored at 110°F. with several 
commercial additives of various types. 
The insoluble residues in this case were 
caught on a fritted glass filter with a 5 
micron pore size and were treated so as 
to exclude inorganic sediment such as 
dirt, sand, rust, etc. 

All additives were used at commer’ 
cial concentrations and approximately 
equal treating cost per barrel. The fresh 
fuel had an insoluble residue of 0.4 
mg/100 ml. 

While there were differences be- 
tween the additives in effectiveness, all 
were beneficial but none of them did a 
complete job of stabilization in this 
fuel. It might be further noted that in 


another fuel the overall residue levels 
would probably be different and so 
might the order of effectiveness of the 
additives. 


Filterability 


The distinction between stabilizers 
and dispersants, as mentioned, is a vari- 
able one and hence the beneficial ef- 
fects of additives which have both 
properties are difficult to segregate. 
However, the combined effect is often 
quite impressive. 

Figure 1 shows Firomatic filters and 
Fulflo cotton rope filters from a field 
trial using an additive in the fueloil. 
In this case the additive improved filter- 
ability more than six fold. 

As with the measure of inhibition 
of insoluble residue formation, the 
methods available for measuring dis- 
persancy are at best barely adequate. 
One can examine particle size of resi- 
dues formed in a fuel during aging 
with an electron microscope and find 


TABLE II 


Effect of Some Commercial Fueloil Additive in Inhibiting Sediment Formation 


Additive Type 
CONTROL — 
A Alkyl Amine 
B Metal Petroleum Sulfonate 
C Metal Petroleum Sulfonate 
D ‘Metal Petroleum Sulfonate 
E Polar Polymer (DuPont Fueloil 
Additive No. 2) 
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. 2.» Addin 


to determine the ultimate effect on filter 
clogging (see Figures 3, 4 and 5), 

These and other methods for est. 
mating the troublesome properties of 
aged fuels are reasonably Satisfactory 
and with experience may be reliably in- 
terpreted. But the difficulty is still one 
of securing an aged fuel in a sufficient: 
ly short time. Rescorla, Cromwell and 
Milson* have described a method utiliz 
ing a high (180°F.) temperature air 
bubbling and a filtration technique 
which, they claim, correlates well with 
normal temperature aging. This meth 
od deserves investigation on a wider 
variety of fuels and fuel-additive com 
binations, to determine if the correla: 
tion in general. 

The problem facing a refiner trying 
to choose the most effective additive for 
his fuel is very complex. No one wishes 
to wait several months for this answer, 
particularly since it is known that some 
refiners have been able to correlate a 
quick high-temperature method with 
field experience and use it to arrive at 
a decision for their own product. 

Also, the problem today is not sim 
ply one of “will Additive A, B, or C 
do the job?” since there is ample field 
evidence and commercial experience 
available which proves that any one of 
several commercial additives now be- 
ing offered will do an adequate job if 
properly used, but rather one of “which 
additive will do the best job at lowest 
cost?” To answer this question the be: 
havior of the fuel-additive combina: 
tions must be studied and compared 
over a wide concentration range. The 
following hypothetical example will il’ 
lustrate this point. 

A refiner compared Additives “A” 
and “B” at suppliers’ recommended 
concentration with these results: 


that dispersants change particle sizes Insoluble - 
very markedly (see Figure 2), or filter- preg —, 
ability tests of many kinds can be run Lbs./ Weeks Filter 
Cost/ 1000 Mg./ 25 MI. 
Bbl./¢ — Bbl. 100 MI. Increment 
ADDITIVE—A 
1.5 30 1.8 j 
Insoluble Residue in Mg/100 MI After ADDITIVE-—B 
Storage at 110°F. 15 80 1.6 8 
6 Weeks 18 Weeks 
a pin From these results the additives 4p’ 
2.4 11.3 pear to be a stand-off. However, when 
4.7 12.4 a concentration range was studied A 
sa 7.6 proved to be the better choice because 
11 53 it maintained its effectiveness at com” 
March 
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centrations as low as 15 lbs., while * 
was not effective at less shay 80 Ibs. 

Dispersant-stabilizing additives are 
being used in increasing quantities. 
One recent estimate places the poten- 
tial market at 10,000,000 Ibs. /year.5 
It seems probable that about half of the 
distillate fuels consumed during 1954 
will have been treated with additives 
and that this percentage will increase 
to 60-70% in the next two years. 

This sudden large-scale use of addi- 
tives over a three-year period is due to 
the fact that they perform a highly use- 
ful economic function. They have re- 
moved one of the limitations on the use 
of cracked fuels in burner oils and 
diesel fuels and have thus increased the 
refiner’s flexibility and consumer’s sup- 
ply of these important products. 


Pour and Cloud Points 


Since middle distillate fuels are fre- 
quently stored and transported out- 
doors in cold climates, their flow and 
wax crystallization properties at low 
temperatures have been of interest. Ef- 
fective and economical additives to im- 
prove these properties are needed. If 
and when additives are found which 
markedly improve combustion quality 
the limitations imposed by low-tem- 
perature behavior will become increas- 
ingly serious. 

In spite of the incentive, effective 
additives for this purpose are not avail- 
ible. It is not even possible to specu- 
late at this time on the types of chemi- 
cal compounds which might be effec- 
tive. 

Although there are some complica- 
tions in the testing methods used to 
study low-temperature properties, they 
ate not as serious as in the case of the 
other methods we have discussed so far. 


Rust Prevention 


Well-refined distillate fuels do not 
contribute to rusting of steel tanks or 
‘quipment nor do they inhibit it. Cor- 
tosion losses due to rusting of tankers, 
tanks, and pipe lines are considerable. 
for example, losses due to rusting in 
tude or gasoline tankers have been 
“timated to amount to $50,000 or 
nore per year per tanker, not including 
88 of revenue when the tanker is out 
of service, 


Also, corrosion protection on a pipe- 





ELECTRON MICROGRAPHS OF INSOLUBLE RESIDUES FORMED IN A 
COMMERCIAL NO. 2 FUEL OIL DURING LABORATORY STORAGE AT 110° F. 


No Additive “ 





SCALE 
ri { j ae 
: ; pe Original 3 Weeks 
MICRONS 

20 Lbs./1000 Bbls : a | 

# 

FOA NO. 2 » : . 
: s 
1 Weeks + Weoks 9 Weeks 12 Weeks 


Origine! 


Fig. 2. The dispersant additive keeps individual particles small enough to pass 
through filters and screens easily. 


line is estimated to cost approximately noure 3 
$2,500 per mile of 12” line.* 7 Do- 
mestic fueloil tanks occasionally have 
rusted through from the inside causing 


loss and annoyance to both customer 


EFFECT OF FUEL OIL ADOMIVE NO. 2 ON SCREEN CLOGGING 


FOA. NO. 2 ADDED PRIOR TO AGING 


and supplier. 
Although there is no general agree- 
ment on the relative importance of oil 





phase versus water phase corrosion in 
domestic heating oil storage tanks, it is - cows 
probable that the water phase corro- O8 A AGED 6 MONI At N10°F. m Oem 


0010 WE. % Ga NO 2 


sion represents the more severe problem 
and accounts for the major portion of 
the failures. 

Two test methods for evaluating po- 
tential rusting inhibitors are in gen- 





eral use. One is the ASTM turbine oil 
rust test (D665-52T) sometimes modi- 
ways, while the second 





GALE GVO a WD 


O% 8 AGED 9 MONING AT ROOM Tempenatuse 
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Fig. 3. The additive has kept the filter- 
ability of the fuel good even after con- 
siderable aging. 


fied in various 
consists of simple static storage of steel 
specimens in bottles containing both 


Figure 4 
; INSOLUBLE RESIDUES ON FILTER PAPER DISCS 
FROM I25ML.OF EACH FUEL OIL SAMPLE AFTER 8 WEEKS STORAGE IiOF* 


50% STRAIGHT 75% STRAIGHT 50% STRAIGHT 76% STRAIGHT 














CAT CRACKED RUNGASOIL RUNGASOI CAT CR. RUN GAS OIL RUN GAS OIL 
STRAIGHT RUM = No.2 FUEL 60% CAT 26% CAT. No. 2 FUEL 50% CAT. 25% CAT. 
GAS O. OL A CR.A CRA On 6 cR.8 cr. 8 
UNINHIBITED 


30 LB. FOA-2 PER 1000 BBL. 





No. 4 WHATMAN FILTER PAPER. 


Fig. 4. Test results to show the additive improved filterability of aged fueloil 
through No. 4 Whatman filter paper. 
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.... Additives 


fuel and water. The latter is considered 
to be the more severe test. 

Some of the stabilizer-dispersant ad- 
ditives mentioned earlier have signifi- 
cant anti-rust properties in the oil 
phase. Other materials used are am- 
monium or amine salts of alkyl-sul- 
fonates and dimers of unsaturated long- 
chain acids. The water phase corrosion 
and pitting in the bottom of storage 
tanks is a separate problem and requires 
the use of water soluble rust preven- 
tives. Sodium nitrite is one of several 
compounds being used for this purpose. 

It will require additional years ot 
experience to determine whether the 
present available oil-soluble additives 
will provide significant protection from 


rusting. 
Combustion Improvers 


Distillate fuels today are being used 
in many burners which were designed 
for the most part for the saturated, 
straight run fuels of the recent past. As 
the barriers which prevented the com- 
mercial use of cracked fuels alone or in 
blends have been removed through the 
use of additives, the combustion quality 


FIGURE 5 


EFFECT OF FUEL OlL ADDITIVE NO. 2 
ON SCREEN CLOGGING AFTER 
PROLONGED STORAGE IN DRUMS 


FUEL OIL A--18 MONTHS OF STORAGE 





CONTROL FUEL OIL 
INSOLUBLE RESIDUE 9.3 MG./100 ML. 





FUEL INHIBITED WITH 
0.01% F.O.A. NO. 2 
INSOLUBLE RESIDUE 9.5 MG./100 ML, 


Fig. 5. The additive improved filter- 
ability of the fueloil after long time 
storage even though a fairly high 
amount of insoluble residue formed. 
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of these cracked fuels is rapidly be- 


coming an important factor in their 
usc. Hence there would appear to be, 
as there always is when a limiting prop- 
erty is encountered, a market for 
chemicals which would improve this 
property. 

Test methods, while not simple, are 
engineering rather than chemical prob- 
lems. Many refiners have well-equipped 
burner laboratories with experienced 
operators and proven methods for these 
evaluations. For the present at least ad- 
ditives of this type will be tested large- 
ly in full-scale equipment. 

Over the years many compounds 
have been proposed for this use. They 
have been mostly oil-soluble compounds 
of various metals. Favorite metals have 
been copper, cobalt, chromium, man- 
ganese, iron, and nickel. Although 
compositions of various kinds have been 
offered directly to marketers and con- 


sumers for years, combustion improy. 
ers are not being incorporated in fuels 
produced by any refiner in the United 
States on a routine basis. 
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Pacific Oil Heat Exposition 
opens in Seattle on March 17 


fii ONLY OILHEATING SHOW in the 
West will open at The Civic 
Auditorium in Seattle, Wash., March 
17. At the same time the Pacific Coast 
convention meeting of the Oil Heat 
Institute will be held at the Olympic 
Hotel. 

At the Friday meeting on March 18, 
E. J. McClanahan, Standard Oil of 
California, and Arnold M. Michelson, 
Minneapolis: Honeywell, will speak. 

The Saturday meeting has sched- 
uled Prof. A. M. Cannon, University 
of Washington; Frank Scully, Scully 
Signal Co.; Selwyn Eddy, Shell Oil 
Co.; and C. T. Burg, Iron Fireman 
Corp., as speakers. 
committee has 
planned a social hour and banquet for 


The convention 


Saturday evening. A cruise on Friday 
has been arranged for the ladies attend- 
ing the show by a committee headed 
by Mrs. R. D. Watt and including: 
Mrs. F. P. Griffin, Mrs. Leo Thomas, 
and Mrs. R. G. Elmslie. 

Among those participating in this 
fourth oilheat exposition are the fol- 
lowing: Ace Tank & Welding, Ameri- 
can Standard Co., Anderson Oil Heat- 
ing, Brundage Fan Co., Burroughs 


Corp., Central Service, Chrysler Air- 
temp, Cleaver-Brooks, Clough Equip- 
ment Co., Controls, 
Co., and 


Consolidated 
Delavan Manufacturing 
Diesel Oil Sales Co. 

Others are Electro-Watt, Inc., Gen- 
eral Filters Co., Hallidie Machinery 
Co., Home Heating Co., Instrument 
Laboratories, Iron Fireman, McPher’ 
son Fur. & Equip. Co., Mechanical 
Products Co., Miller Equipment Co., 
Monarch Nozzles, National Cash Reg’ 
ister Co., Northwest Metal Products, 
Northwest Pump Co., Pacific Auto- 
matic Heating Co., Purolator Corp. 
and Refrigeration & Power Specialties. 

Also Reed Wright Heating Co., 
Rossoe Mfg. Co., Scully Signal Co. 
Seattle Heating Supply Co., Shell Oil 
Co., Siegler Furnace Co., Stabler & 
Nelson, Wm. Steinen Mfg. Co., Stew 
art-Warner Co., Truck Welding Co., 
Underwood Corp., Universal Steel 
Fabricating Co., Utility Fan Co., West 
Coast Quiet Heet, and Western Util 
ties are among the exhibitors. 

The Oil Heat Institute of Washing’ 
ton is handling arrangements for the 
Show. Robert G. Elmslie is managing 
director of the organization. 


March 
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N ALL DAY Mid-Winter Educa- 
A tional Clinic was sponsored on 
February 10 by the Connecticut Pe- 
troleum Association, New Britain, 
Conn. Held at St. Elmo Fraternity 
House at Yale University in New 
Haven, Conn., the Clinic attracted 
more than 100 members of oilheating 
concerns. 

Following the successful pattern de- 
veloped for the CPA’s three-day Oil 
Marketers Management Institute held 
at Yale last September, William Briggs, 
Valley Oil Co., Portland, headed the 
association’s Educational Committee, 
which arranged for the Clinic. Work- 
ing with Briggs were Samuel Pearl and 
Richard D. Banigan. Also, many of 
the administrative details of securing 
speakers and mapping the day’s pro- 
gram were handled by Franklin L. 
Kuhndahl, Crown Petroleum, Hart- 
ford, and president of the association 
and Laurence C. Edwardson, CPA ex- 
ecutive secretary. 

The all-day session was divided into 
morning and afternoon periods, each 
devoted to separate and distinct topics. 
The five speakers during the morning, 
for example, were assigned subjects 
concerned with “Can the service de- 
partment 
money?” 


operate without losing 
After luncheon, another 
panel of five speakers talked on the 
same general topic as it applied to an 
installation and sales department. 

As with the previous Management 
Institute, the Mid-Winter Educational 
Clinic was marked by intense interest 
of the audience and highlighted by the 
excellence of the panel participants: 
each was an expert in his field and was 
discussing practical, workable methods 
which he either had developed or was 
using successfully in his work. 

! The entire day’s program took place 
in the St. Elmo Fraternity House, get- 
ting under way at 9:30 A.M., inter- 
tupted for lunch shortly after noon 
and resumed for the afternoon meeting. 

The moderator introduced the panel 
members, with each limited to 15 min- 
utes—actually shut off when a timer’s 
bell signalled the end of a quarter hour. 


Making Sales profitable 


Connecticut educational Clinic tells oilheating Dealers how to sell without losing Money 





This caused the speakers to stick to 
their subjects, covering each phase that 
they wanted to. Then, at the conclu- 
sion of the panel’s presentations, ques- 
tions and answers from the floors 
cleared up any portion of the subject 
which may have been mentioned only 
briefly and also explored other phases 


of installation and sales procedures. 


Robert Gray, editor, FUELOIL & OIL 
HEAT, summarized over-all impressions 


of the entire panel’s presentation, re- 
marking that the one solution to prac- 
tically all problems of the sales depart- 
ment was an intensification of the sell- 
ing effort. As trite as that might sound, 
he explained, competition can be met, 
sales quotas can be reached and ex- 
ceeded and each dealer’s oilheating 
business can be kept growing if he will 


just increase his sales efforts. 


How much for a Sale? 


ACK CAMPBELL, Marietta Metal 
Products Co., Marietta, Pa., was 
the first panel speaker introduced. He 
discussed “How much can we pay for 
a sale?”’, reflecting his years of experi- 
ence as vice-president of Elliott-Lewis, 
prominent Philadelphia oilheating out- 
let. Campbell prefaced his talk with a 
short description of how Elliott-Lewis 
functioned as a retail dealer and also 
as wholesaler for some 70 dealers in 













































General view of the oilheating dealers 
who attended the all-day Educational 
Clinic at Yale on February 10. Despite 
the plush surroundings and the over- 
stuffed chairs, the program was excel- 
lent enough to keep the boys awake 
and interested from early morning un- 
til late afternoon. 


Tom Scott, Buckley & Scott Utili- 
ties, Watertown, Mass., moderated 
the afternoon panel, devoted to five 
subjects developing the theme that in- 
stallation and sales departments can 
be operated at a profit. Scott intro- 
duced Robert Patton, Bentley School 
of Accounting, Boston, whose brief 
discussion of streamlined accounting 
practices pointed out how important it 
is for the oilheating dealer to know 
within a few days after the end of the 
month whether his business had oper- 
ated at a profit or loss. 





the same territory and actually com- 
peted with them. 

He divided his discussion into five 
parts, explaining, “I have always be- 
lieved that before you could answer the 
question of how much you could pay 
for a sale, you had to have some very 
clear ideas on several things. First, 





What is my potential market? Second, 
How am I going to get what I consider 
my share of that market? Next, How 
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much can I afford to spend for a sales- 
man? What must I spend for additional 
promotion. And finally, How much 
shall I budget for advertising?” 

The answer to the first question, 
Campbell continued, is that, after a 
sensible analysis of your territory, in- 


variably the conclusion is reached that 
there is more business to be secured. 
An aggressive promotional campaign, 
properly planned is the solution for the 
second question, “in which the most 
important element is the retail sales- 
man—the infantry of our industry.” 


Campbell suggested that effective 
planning includes a decision on the 
volume of business the dealer aims to 
do, breaking down this total into a 
monthly budget to “provide a sound 
structure from which your sales ex- 
penses and other costs can be forecast 
accurately and controlled.” 

Selling oilheating equipment is a full 
twelve months proposition, Campbell 
declared. “Certainly you can do more 
business in some months than others, 
but if you look on the winter months 
as a time when the salesman can save 
you hiring that extra hand in the office, 
can help in the service department, 
fueloil department or something like 
that, you're only forestalling the day 
when you'll keep him in there perma’ 
nently and hire some other guy to try 
and do the job. Or, you'll fire the poor 
fellow because he isn’t giving you 
enough sales in what you consider the 
peak period.” 

Since the retail salesman is so im- 
portant to the organization, he has to 
be convinced of that and he must be- 
lieve that a busy schedule is the only 
way for him to make money. “Con- 
vince him of these things,” said Camp- 
bell. “Equip him with a sound product 
and sales story and he, in turn, will 
convince the prospect with his own en- 
thusiasm and confidence.” 


Moderator and panel members who 
covered installation and sales topics 
during the afternoon session. From left 
to right: Robert Patton, Bentley School 
of Accounting; Albert (no matter 
what the card says) Kent, Home Fuel 
Co.; Fred Heaney, Skaggs-Walsh, 
Inc.; Moderator Tom Scott, Buckley 
& Scott Utilities; Charles Eyster, 
Goodling Electric Co.; Willard Hed- 
don, The Heddon Co.; Jack Campbell, 
Marietta Metal Products Co. 
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Service Report in May 


The morning session of the all- 
day Mid-Winter Educational 
Clinic, sponsored by the Connec- 
ticut Petroleum Association, and 
held February 10 at the St. Elmo 
Fraternity House, Yale Univer- 
sity, explored the topic, “Can the 
service department operate with- 
out losing money?” The subjects 
were timely, the speakers well 
informed and the information 
developed was so practical that 
it probably would be helpful to 
every oilheating dealer. 

For this reason, the accom- 
panying report digests only the 
papers delivered during the 
afternoon session on installation 
and sales. Similar treatment will 
be given the oilburner service 
papers in the May issue. This is 
to be our special Service Man- 
agement Issue so that it’s logical 
to defer a report on this portion 
of the Clinic until then, when it 
can be given the attention and 
prominence that it deserves. 











Then, how to pay him? “My own 
personal choice is on a straight 10% 
commission, with a fair weekly draw 
against commission for weekly living 
expenses. I never have permitted a 
salesman to draw all of his credit bal- 
ance at any time, unless there is a real 
case of disaster or illness. I've always 
made it a rule to have each salesman 
show a minimum $500 credit balance 
in his account on the first day of any 
year.” 


If the salesman brings in a sale above 
or below list price—and he’s limited 
to 10% either way—Campbell’s sys- 
tem would have the sales manager per- 
sonally okay each such transaction and 
the company split the difference with 
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the salesman. If the salesman is $25 
over, he’d get $12.50 of the $25: if he’s 
$25 below list price, it’s divided the 
same way. 

What relation, asked Campbell, does 
my emphasis on high morale, close and 
personal supervision and a busy sched- 
ule for the salesmen, have to the cost 
of sales? 

“One busy salesman actually equals 
hundreds of dollars per year saved in 
unnecessary expensive promotion. A 
busy schedule—user follow-up, tele- 
phone or street canvass, direct mail 
coverage, close work with the service 
department for replacement prospects, 
at least one appointment a day exclu 
sive of office leads—keeps the salesmen 
busy and reduces the need for addi- 
tional sales help to such special affairs 
as home shows, a part-time telephone 
canvasser, which in my book is a ‘must,’ 
literature and similar material.” 

After discussing the effectiveness of 
following ash removal trucks to pick 
up prospects for conversion burner 
sales —- wherein the salesman takes 
down the numbers of those houses 
where ashes are collected and secures 
the family’s name from a reverse tele 
phone directory — Campbell summar- 
ized budget allocations: 

“Over a 12-month period I worked 
on a budget of 112% of gross sales 
dollars for sales helps of all kinds, ex- 
clusive of direct advertising. The 1954 
actual performance was 1.58%. To 
sum up the cost of a sale it is necessary 
to include advertising, which is very 
expensive in Philadelphia where linage 
rates average about $1.55. We budg: 
eted 5% of the gross sales dollar and 
actually spent 4.6%. Thus we had a 
total budget for sales expense of 20%; 
total actual expenditures were 19.63%. 
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“In the city of Philadelphia in 1954 
there were just a shade less than 4,200 
oilburners installed. Elliott-Lewis Co. 
installed 19.6% of those; 9.6% addi- 
tional of the same 4,200 were installed 
by our retail dealers. 

“In conclusion, here are the rest of 
the percentage figures on a gross sales 
volume of $425,000 retail. For ma- 
terial, Pennsylvania tax, subcontractor 
and labor, 62.5%; for service we al- 
lowed the service department 21% of 
the gross sales to carry the first year 
warranty period; sales commission was 
11.5%; sales salary, the sales manager 
received $100 a week and 1.95%; sales 
expense-—the telephone canvasser who 
turned in better than $55,000 retail 


total of 


sales—was 
15.003%. 


1.58% for a 


“Advertising was 14.6%; wage tax, 
Philadelphia tax, trucking repairs, auto 
expense, 3.8%, resulting in a depart- 


ee 


ment net profit of 11.4%, or $49,593. 


How and Where to advertise 


\ = SECOND PHASE of profitable 
installation and sales was covered 
by Charles Eyster, Goodling Electric 
Co., York, Pa., who discussed ““Where 
to start and stop in advertising your 
business.” 
with this. 

“Let’s combine advertising and sales 


He prefaced his remarks 


promotion as one subject because, from 
my way of looking at it, they’re both 
the same. Let us consider it as an in- 
vestment, rather than a cost of doing 
business. If we are going to regard it 
as an expense, [’'m afraid we'll turn 
iton and off, depending upon how the 
other end of our business is doing, 
because it is not a fixed expense like 
rent. 

“If you're going to sell oilburners at 
a ridiculously low price, there just 
won't be anything left to invest when 
you consider your equipment costs, la- 
bor and overhead. I’m convinced there 
are too many people in oilheating who 
forget the fact that there is a lot of 
fom on top for the people who sell 
burners at a profit. If we consider 
the customer’s help in advertising our 
‘quipment—and let me say that one- 
third of the burners we sell are a di- 
fect result of a customer’s recom- 
mendation—we've got to sell a prod- 
uct at a fair price and we have to live 
'p to a reputation in service as long 
that customer owns the equipment.” 
Emphasizing that planned advertis- 
Nf i$ as essential as the intention to 


render efhcient and continuing serv 
ice, Eyster remarked, “When we ad- 
vertise we must make a profit and we 
must consider advertising as a long- 
range investment. It won't pay off the 
next day!” 

Goodling Electric, he 
uses radio, newspaper and television 


continued, 


advertising. He explained they get a 
lot out of low-cost newspaper adver- 
tising because both the morning and 
evening newspaper covers the com- 
pany’s sales area completely. Televi- 
sion is relatively expensive because the 
station covers much more than Good- 
ling’s sales area and use of that medi- 
um is confined to two spots a week 
in connection with three other dealers. 
Radio is used quite a bit, limited to one 
minute spots. Effective results are ob- 
tained from these by varying the theme 
to take advantage of current weather 
conditions. For example, on hot sum- 
mer days, airconditioning is pushed 
and during winter cold spells the ad- 
vantages of oilheating are sold. 

“We have to allot a considerable 
amount of our money to advertising. 
It runs just about 3% of our own 
money, plus another 1% of the billing 
price of equipment sales, for approxi 
mately a 4% total. This includes what 
we get from the manufacturer in co- 
operative programs. We use a lot of 
this money helping the salesman and 
for public relations, all of which we 
consider part of our advertising.” 





Brain trust behind the Mid-Winter 
Educational Clinic sponsored by the 
Connecticut Petroleum Association at 
Yale University on February 10. In 
the usual order, William F. Briggs, 
Valley Oil Co., chairman of the 
Association's Educational Committee; 
Franklin L. Kundahl, Crown Petro- 
leum Corp., CPA president; Laurence 
C. Edwardson, executive secretary. 


An essential function of our adver- 
tising program is to keep customers 
sold, continued Eyster, and a good deal 
of effort aims at this objective. Also, 
when a prospect is given a proposal 
that, too, is considered part of adver- 
tising. In fact, Goodling’s sales promo- 
tion literature is part of the proposal 
so that it includes information on the 
company, its background and facilities 
and “everything that goes with our 
burner installations.” 


Effective User Campaign 


Goodling has been extremely suc- 
cessful in using the user campaigns and 
Eyster described one of the most effec- 
tive. A check is made out payable to 
a customer for $5, sent to him but not 
signed. A notation informs the cus- 
tomer that if he puts the name of a 
prospect on the back of the check 
and returns it, the company will sign 
the check when the prospect is sold. 
Eyster explained that this seemingly 
simple approach brings results. Some 
checks have been returned even after 
two years, indicating that it was a piece 
of promotion that wasn’t thrown away 
but kept and used when the oppor- 
tunity presented itself. 

More on customer satisfaction. Thir- 
ty days after a sale has been made the 
customer gets a letter from the sales 
manager thanking him for the business 
and asking the customer how the in- 
stallation and/or servicemen had treat- 
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ed him. In fact, any question that the 
customer has about the job, including 
any part of the contract, is asked for 
and answered. 

Also, the company attached a post- 
card to service invoices to check on 
These 
alone are a fine source of customer 
testimonials, said Eyster, and “We 
even go one step beyond this. We allot 


customer satisfaction. cards 


about $500 a year to our service de- 
partment to permit the service dis- 


Pricing the 


_— QUESTION of “Pricing the job 
to produce an adequate return” 
was explored by Fred Heaney, Skaggs- 
Walsh, Inc., Long Island City, N. Y. 
He concluded, in general, that every- 
body prices the jobs right, but that 
many oilheating dealers fail to plan 
their efforts properly. 

Basically, he maintained, “‘Nobody 
should be selling oilburners and not 
making a profit.” Also, “Here’s the 
trouble with most dealers. They either 
have a sales manager or they are their 
own sales manager. If they are the sales 
manager, they're lazy because they own 
the business. If they hire one, they 
don’t watch him carefully enough. 
That’s the whole answer when you 
don’t make a profit in selling oil- 
burners.” 

Recognizing that salesmen cut prices 
sometimes, perhaps through no choice 
of their own, Heaney explained that 
his company marks up cost of material 
and labor by 50%, leaving the com- 
pany a 1/3 gross. Deducting the sales- 
man’s 10% commission, Heaney said 
he had 23% gross to work with. If 
the salesman has cut the price and 
the gross comes to 28% he gets 5% 
commission. “In other words, the sales- 
man knows if he cuts the price he’s 
cutting his commission, because the 
job must be figured at 33% gross.” 

Working out a sales plan for the 
coming year, Heaney said, starts in 
November when the decision is made 
how much it is intended to increase 
business, all predicated on what the 
company did last year and “how much 
more we want to grow.” 

A percentage chart shows how much 
of the total sales must be made during 
each of the twelve months of the year 
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patcher to call each customer once or 
twice a year saying he wants to know 
if they are satisfied, if everything was 
done all right or if they have any com- 
plaints or suggestions. You'd be sur- 
prised at what this can do. Just last 
week we sold a heating plant—and 
that’s no exception by any means 
just because we contacted a customer. 

“We cannot contact customers often 
enough and we can’t do it all by news- 
paper advertising.” 


Job right 


and this is watched carefully, along 
with a real searching analysis each 
month of the profit and loss statement. 
The earlier this is available, Heaney 
declared, the better. And, for those 
dealers whose accounting system pre- 
cludes their receiving a P & L state- 
ment during the first week of each 
month, Heaney suggests they start 
keeping a set of books themselves on 
the sales department. “It isn’t too dif- 
ficult,” he assures them. 

In the over-all plan advertising is 
included, of course. Heaney explained 
that his company sets up 22% for 
this purpose. Continuing, he stressed 
that salesmen are “the key to your 
making a profit in your sales depart- 
ment.” Every make of burner has some- 
thing on it that has an extra value, he 
said. ““Teach your salesmen to sell that 
extra value. Never mind price. Any- 
body can sell a price burner, but they 
can’t go out and sell quality unless 
they are trained and that is where you 
make a profit because you have a good 
salesman.” 

“In my office,” Heaney stated, “no- 
body takes a lead but the office man- 
ager, the sales manager or myself. 
Now the sales manager is out most of 


the time, ’m out a lot of the time » 
that about 75% of the leads are han 
dled by the office manager. Our reason 
for this system is this. So many people 
call up and get the switchboard opera. 
tor or a girl in the sales department, 
who, perhaps, is thinking more about 
the date she just made for that night 
than about her job. As a result, the 
prospective customer too often gets a 
fast brush-off and is lost. 

“Telephone canvassing is something 
else we do extensively, particularly at 
this time of the year. Canvassing is 
important, too, in the summertime, but 
now is the time when you can pick 
up conversion jobs. Last week we con. 
verted three gas jobs to oil. We 
wouldn't have converted them, though, 
if we hadn't canvassed and found thes 
people complaining about high gas 
bills. 

‘Remember that. Somebody had to 
come in and ask them if they were 
bothered by their high bills. That's 
where so many dealers lose sight of 
the fact that there’s gold out there, 
but they don’t want to go out and dig 
for it. We sit on our fannies and com 
plain about losing money in sales and 
losing money in service. 

‘Believe me, you shouldn't lose 
money on either if you're on the job.” 

Concluding Heaney went into some 
detail on how frequently Skaggs 
Walsh advertises, justifying keeping 
the company’s name in front of the 
public all the time, because, “Adver- 
tise and they'll come knocking at your 
door. If you don’t let them know 
you're there, they'll never call you. 

“Pricing a job to get an adequate 
return, I think you'll understand now, 
involves a lot more than a 50% mark 
up on a 10% commission basis.” 


Best Use of supervisory People 


LBERT KENT, Home Fuel Co., East 
Orange, N. J., the fourth panel- 

ist, talked of the best ways to use su- 
pervisory personnel and also some of 
the things that supervision should ac- 
complish. Broadly, the best way to use 
supervisors, Kent said, is to get the 
best qualified people to do the work, 
because the right man not only can 
insure that work is done properly but 


he can, by his supervision and trait 
ing, up-grade every employee he works 
with. 

“The size of the company determines 
to a great extent how your supervisory 
personnel must be set up,” began 
Kent. “Whether you have an engineer, 
whether he be a crew foreman, of P 
serviceman, no matter who supervise 


(Please turn to page 110) 
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by 
B. W. S. Dodge* 


i. THE LARGER DEALER who serves 
accounts throughout an entire mar- 
keting area, the mass advertising pro- 
vided by the large daily papers, radio 
and television can be of great value. 
This does not mean that the forms of 
advertising suggested for the smaller 
dealer should be completely left out of 
the bigger dealer’s plans, but that his 
entire advertising program should be 
weighted to some degree in the other 
direction. 

For contract renewals and assured 
contact with “hot” prospects, direct 
mail will in most cases still be the Num- 
ber One form of advertising—as to ef- 
fectiveness and minimum cost. 


But, to reach out to every oilheated 
home within the bounds of a city or 
county and reach the residents regular- 
ly at minimum cost—to keep his name 
before the public and build a reputa- 
tion on a long range basis—the dealer 
must consider newspaper, radio, and 
television. Their costs per thousand 
readers or listeners and viewers often 
‘fe surprisingly reasonable and certain- 
'y are based on a highly competitive 
‘ondition so that the advertising buyer 
may take his choice if one appears to 
be a better buy than another . . . or 
may choose to use all three to reach 
Fal of Retail Advertising, Gulf 

P., Pittsburgh, Pa. 


different audiences, reach people more 
often and in different ways. 

In the great majority of cases, news- 
paper people will be helpful in pro- 
viding the information regarding their 
circulation and rates and in working 
out a plan to make use of advertising 
space. Also, many newspapers offer 
the services of their art departments 
without charge to the advertiser and 
will set type on the same basis. Thus, 
it is possible to have individual ads 
prepared at very low cost or without 
any extra cost in addition to that for 
the space used. 

The local rates available to a fueloil 
dealer are usually considerably lower 
than those charged national! advertis- 
ers such as manufacturers who run 
newspaper advertising on behalf of 
their products. In addition, the local 
dealer will find that contact rates based 
on the total number of lines of adver- 
tising used within a year are usually 
available to him and offer a further 
saving. While there may be some 
doubt in the dealer’s mind that he will 
want to commit himself for a full year, 
he should bear in mind that space con- 
tracts in most instances include can- 
cellation clauses. Thus, he can get out 
of his full year’s commitment at any 
‘ime he may wish, simply by paying 
the higher rate for the actual number 
of lines of advertising used. 

While it is true that small-space ad- 
vertising is bound to get a small share 
of attention from newspaper readers, 


Framework 
for Advertising 


Part II—The larger dealer takes advantage of mass Media for wider Coverage 


it is possible to do something to insure 
that the attention received is sufficient 
to justify the cost and that it comes 
largely from interested prospects for 
the product offered for sale. 

The other factor in assuring atten- 
tion for the ad is position in the news- 
paper. The large advertiser can fre- 
quently “nail down” a chosen position 
so that he is assured of having his ad 
in the selected spot in the paper every 
time. In other cases, the newspaper 
will insert an ad on the sports page, 
homemakers page or other location if 
requested. In rare instances, news- 
papers make other choice positions 
such as on the front page or the news- 
photo page—available at a considerable 
premium over the regular line rate. 

It is increasingly customary among 
city dailies to run a page or section 
once each week which is devoted to 
home building and repair materials, 
kitchen and heating equipment, or con- 
struction and real estate. Where avail- 
able, such pages are usually excellent 
locations for the fueloil dealer’s ad. 
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The dealer who can use the wide 
circulation of the city daily newspaper 
can usually also make good use of radio 
or television. Larger radio stations may 
reach out several hundred miles for 
their audience, but in the same markets 
there are almost sure to be lower-pow- 
ered radio stations which do an ade- 
quate job in the local market and 
charge for their time in proportion to 
their coverage and share of total audi- 
ence. 

Here again, the local dealer will pay 
far less for his advertising than the na- 
tional advertiser and may find attrac- 
tive discounts offered him for buying 
substantial “packages” of one-minute 
spot announcements or larger segments 
of time over a period of months or up 
to a year. 

One-minute spots are usually sold 
on a sliding scale with discounts in- 
creasing as larger and larger blocks of 
spots are bought. Five-minute or fif- 
teen-minute programs on the air five 
times a week may be sold with a dis- 
count based either on 65 times or thir- 
teen weeks while programs on the air 
once a week are almost always dis- 
counted on the basis of thirteen-week 
units. 

Many radio stations have writers on 
their staffs who will prepare script for 
commercial announcements. Suppliers 
also often will provide commercials 
without charge. At Gulf we have 
scripts of varying lengths available to 
our dealers at all times. 

Television must be considered large- 
ly local advertising. Actual coverage 
depends upon geographical location 
and natural or man-made obstructions 
that may effect the signal. Whatever 
individual conditions may be it is safe 
to say that TV coverage will not ap- 
proach that of radio, and UHF stations 
(those above channel 13) will not 
reach out nearly as far as VHF stations 
(those on channels 13 down to 2). 

Despite the smaller areas, covered TV 
stations usually have greater satura- 
tion of the market than radio. This 
helps to offset the relatively higher cost 
of Tv advertising (as does the added 
impact of visibility). Television sta- 
tions also offer discounts on local rates 
similar to those of radio stations. 

It should be pointed out that the 
time cost is not the only cost in Tv 
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as it may be in radio. Television com- 
mercials, whether performed by live 
actors at the station studio or produced 


on film, are relatively costly. An at- 
tempt to avoid such extra costs by 
merely having an announcer in front 
of the camera may defeat the very ad- 
vantage of television because it does 
not permit the audience to see the 
product or the benefits of its use. Visi- 
bility of the product or service in ac- 
tion is the primary reason for using 
television in the first place and any 
short changing in preparation of com- 
mercials is sure to have its effects on 
the results obtained. 

Where the cost of entertainment 
and commercial preparation are defi- 
nite blocks to the use of television, con- 
sideration may be given to using film 
slides. These usually show the adver- 
tiser’s name and product and are shown 
while the advertising message is given 
by a studio announcer. Slide announce- 
ments are usually 20 seconds long or 
may be incorporated with the station 
call letters on the slide for 5 seconds 
during the station break which comes 
at regular intervals during network 
programs. 

The one thing to bear in mind is that 
the smaller the segment of time bought, 
the higher the cost proportionately. In 
other words, if the cost of a fifteen 


minute period (without frequency dis 
count) is considered as 100%, a five 
minute period would cost about 65%, 





a one minute (or 20 second) announce- 
ment 50% and a five second “station 
break” about 2242%. 
While some radio stations have to- 
day resorted to flat rates for their time 
. which means that rates are the 
same for all time periods of the day 
. . the general practice among most 
radio and television stations is to charge 
on the basis of “A,” “B,” “Cc” (some- 
times “D”’) which classes have been set 
up roughly according to the size of 
audience in time brackets when the 
audience is smaller, with “A” time be- 
ing the best. 








While money may be saved by buy: 
ing advertising in time brackets when 
the audience is smaller, the advertiser 


usually gets what he pays for. Early 
morning and late evening time periods 
may be good value buys on some sta 
tions. Also, it is well to remember that 
the chances of reaching a predominant 
ly male audience are slim during the 
mid-morning or afternoon hours, s0 
that low cost time buys during those 
periods may prove to be low value buys 
if one wants to sell to men. 


Many radio and television stations 
are extremely cooperative in helping 
their advertising customers to mer: 
chandise the advertising. When the 
advertiser contracts for a program five 
days a week or even a half hour one 
evening a week, the station will fre- 
quently offer to prepare point-of-sale 
posters, run tune-in ads in local papers 
or provide tune-in announcements over 
the air during the week, and at no ex’ 
tra cost to the advertiser. This enhances 
the value of the advertising and is a 
worthwhile consideration in getting 
full effectiveness. 


Almost every community has some 
forms of advertising which are not gen- 
erally available to an extent which 
would warrant their being covered in 
detail here. Among these are: streetcar 
and bus cards (inside and out), taxi 
posters, bank windows often are made 
available to customers for advertising 
displays, permanent exhibits in hotels 
and public buildings, distributors home 
equipment shows, events of seasonal 
nature which attract great public im” 
terest and provide for advertising 
exhibits. 

‘Keep good company and you will 
be known as good company” is one 

(Please turn to page 98) 


March 


1955 














for ter! 
Kenc 
for Sur 
the Fc 
White, 
been pr 
the org. 
but ask 
manshij 
cational 
country 
John 
was re- 
Hawley 
Donnell 
versity ¢ 
executiv 
Board f 
Educatic 
Board o 
Amon 
term of « 
whose t 
Schwart: 
nody W 
three tri 
1957 ay 
Schepp ; 
whose te 
Albright. 
Sbare an: 
It was 
10 expan 
adding el 
tate Ney 





Kenox 

















































A el 


WN 





Education Foundation names 
Kenody Ware as new Chairman 


T THE ANNUAL MEETING of the 

Petroleum Education Foundation 

of New York State on February 9 all 

of the eleven trustees were re-elected 
for terms of one to three years. 

Kenody R. Ware, division manager 
for Sun Oil, was elected chairman of 
the Foundation succeeding L. T. 
White, of Cities Service. White had 
been primarily responsible for putting 
the organization together at the start 
but asked to be relieved of the chair- 
manship because he is doing other edu- 
cational work in many parts of the 
country. 

John Albright, Socony - Vacuum, 
was re-elected treasurer, and Betty 
Hawley Donnelly, Mrs. 
Donnelly is also a trustee of the Uni- 
versity of the State of New York and 
executive secretary of the Advisory 
Board for Vocational and Extension 
Education, for the New York City 
Board of Education. 

Among the eleven trustees, whose 
term of office is drawn by lot, are four 


secretary. 


whose terms expire in 1956: Henry 
Schwartz, Samuel Rosenwasser, Ke- 
noddy Ware and Henry Muller. The 
three trustees whose terms expire in 
1997 are Betty Donnelly, Philip 
Shepp and L. T. White. The four 
whose terms expire in 1958 are John 
Albright, William Bennett, A. J. 
Sbare and Robert Gray. 

It was voted at the annual meeting 
to expand the number of trustees by 
idding eleven additional men from up- 


tate New York. 





Here with their instructors are about 
70 of the 80 students registered for 
the two years course in petroleum dis- 
tribution sponsored by the Petroleum 
Education Foundation. About 30 of 
these students graduate in June. 





The principal activity of the Petro- 
leum Foundation has been the estab- 
lishment and support of a two-year 
course in petroleum distribution at the 
New York City Community College 
of Applied Arts and Sciences. 

In June of this year about 30 gradu- 
ates from the petroleum distribution 
course will be ready for jobs in the in- 
dustry and there appears to be little 
problem in placing them. Quite a num- 
ber of oil companies, including some 
majors, have arranged to employ spe- 
cific students. 

The students in the first year of the 
course now number 50 so the second 
graduating course should be about that 
size. It is particularly interesting to 
notice that the majority of the students 
in each of the first two years came into 
the college from two New York City 
vocational schools—Samuel Gompers 





Sohn Albright 


and Thomas Edison—where they pre- 
viously had completed a course in oil- 
heating. Thus, while these students 
coming out of the college are schooled 
in broad economics of petroleum dis- 
tribution their primary interest has 
been in the fueloil side of the business. 

The 31 members of the class that 
graduate this spring are all unmarried 
with one exception so they could ac- 
cept jobs in other parts of the country. 

The Petroleum Education Founda- 
tion has a loan and scholarship fund 
with a fair balance in hand from which 
it can assist students who need finan- 
cial help to complete their courses. It 
was voted at a recent meeting of the 
Foundation that these should all be on 
a loan basis to be repaid within a maxi- 
mum of five years. In addition there 
will be scholarship awards at the con- 
clusion of each course totaling $200. 

In addition to its work with the col- 
lege course in petroleum distribution 
the Foundation also has taken a super- 
visory interest in the Petroleum Edu- 
cation Commission whose activities are 
limited to the city of New York. This 
commission sponsors and directs three 
types of petroleum courses in the city’s 
vocational high schools. These courses 
cover oilheating, service-station opera- 
tion, and industrial lubrication. 

In its future plan the Foundation 
proposes to get petroleum marketing 
courses into at least two additional col- 
leges within the state’s school system. 
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NEW G-E STACK SWITCH INSTALLS EASILY with the adapta- 
ble stack-mounting flange provided. No adjustment or 
leveling is necessary. Safe, automatic recycling after tem- 
porary flame failure eliminates nuisance lockouts, saves 
time on callbacks. 


save Time on Callbacks, Specif 


EASY INSTALLATION of the new G-E oil burner controls 
keeps on-the-job time at a minimum; man-hours saved 
mean profit to you. The new G-E controls are designed to 
interchange easily with all other makes of controls—makes 
conversion a simple operation. Each control has ample 
wiring space and clearly indicated wiring connections. All 
controls are shipped to you ready-to-mount in any posi- 
tion. No leveling is necessary. 


EASY SERVICING of the new G-E oil burner controls is 
another important benefit. Fewer moving parts in these 
simply designed controls mean less possibility for trouble. 
All moving parts are totally enclosed to reduce dust 
accumulation, easily removable covers provide complete 
accessibility. 


DEPENDABLE PERFORMANCE of G.E.’s complete line of oil 
burner controls lets you give your customers the depend- 
able service they demand. Designed for top performance 
by leading engineers, G-E controls combine simple, 
attractive design with sturdy construction. Priced com- 
petitively, the new G-E stack switch, room thermostat, 


and fan and limit control will take care of every normal 0! 
burner installation. The flame detector, master contro. 
temperature limit control, water imrnersion temperatur 
control and steam pressure control round out the superid 
line that performs all oil burner control duties. 


IMPORTANT EXTRAS offered by G.E. are extremely benefi 
cial to you. The G-E Exchange Plan enables the dealer t 
exchange an inoperative heating control of any make fo 
a factory reconditioned G-E control of similar function§ 
In addition, the finest pocket-size service manual in the 
industry is available through G-E control servicing distrib: 
utors. A network of G-E heating control servicing distr ib- 
utors are franchised across the nation, with more beimg 
constantly added, to help you give your customers the 
finest service possible. General Electric Company; ~ 
nectady 5, N. Y. a 


WATCH FOR THE G-E SERVICE SCHOOL SPONSORED 5! 
YOUR G-E HEATING CONTROL SERVICING DISTRIBUTOR 




































OF WIRING SPACE and a convenient, PRESET AT FACTORY, thermal timer on new UNIT TYPE ASSEMBLY includes new 
y marked terminal board are provided G-E stack switch is independent of flame de- combination transformer relay. Since 
e new stack-mounted G-E Master Con- tector action—never needs adjusting on-the- all adjustments are factory sealed, 
A rubbex-grommeted opening at the top job. Timer is not affected by ambient temper- _ the possibility of trouble is decreased. 
nits entry ‘of the thermostat wires andtwo ature variations outside the control. A timed Simplified construction and reduced 
duit openings at the bottom are provided scavenging period purges the combustion number of parts means less weight 
the line voltage cables. A nickle-plated chamber of gases and fumes after each shut and decreased strain on stack. No 
ation shield protects the control from the down. Permanently fixed timing is provided lubrication of parts is required. A 
Kk heat. by the ignition and lockout timers. snap-on cover is easily removed. 


he New G-E Oil Burner Controls 


lof ATTEND THE G-E SERVICE SCHOOL 
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¢ G-E service school is a popular take-apart product 
usion of the entire line of G-E heating controls—in- 
ding a 20-minute sound moving picture trip through 
t G-E control factory. This demonstration puts a com- 
‘eset of G-E heating controls in front of each dealer to 
oa le thorough familiarization. A general question and 
al Pit period after each school assures that all questions 
the aswered satisfactorily by a G-E application sales en- 
ribf Watch for announcement at your G-E heating 
rib- fl Servicing Distributor. 

eing 
the 


nefi 
r td 





Progress /s Our Most Important Product 
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Bulk Plant is Billboard 
for Puget Sound Dealer 


AAT TATA MATE fA 


ULK PLANTS ordinarily have one 

function—-to store oil. By mak- 
ing his extremely attractive, Frank 
Lapenski, Lapenski Heating Oil, has 
made his plant into an advertising 
medium on a busy highway right out- 
side of Tacoma, Wash. 

Lapenski is a small dealer with no 
sales or service department. He is de- 
pendent on advertising to get new ac- 
counts. After he installed the plant 
he carefully chose attractive colors and 
vowed to keep the place spotless and 
neat so that the 25 foot tanks and 
pumping equipment would act as bill- 
boards for him. During every 24 hours 
his plant can be observed by motorists 
in the estimated 26,000 cars that travel 
the state highway daily. 

Situated next door to a super-mar- 
ket parking lot the plant is seen by 
many at close range. He developed a 
little nicety that adds to the spic and 
span appearance when he devised small 
caps to fit over the ends of the loading 
arms so there will be no drip from 
them. 

Lapenski believes that cleanliness 
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Mr. and Mrs. Lapenski, the owners, 
stand between two liquid separator-filters, 


Small by comparison with some bulk plants, 
this one does advertising duty, too. A gas 
pump at one end of the loading rack has 
proved very convenient for truck refueling. 


and holiday deliveries are two of his 
greatest sales appeals. “A clean heat- 
ing system is more efficient and gives 
the customer more for his fuel dollars,” 
he maintains. 

Between the tanks are two Fram 
liquid separator-filters. They are the 
same as used by the military in their 
installations. Since there are navy, air 
force and army bases in the area, many 
workers recognize the equipment. 

Advertising always stresses that two 
systems take care of the different 
grades of oil. There is not only a tank 
for fueloil and another for stove oil, 
but differently painted trucks make the 
deliveries and emphasize that No. 1 
and No. 2 oils are never mixed. 

The storage tanks are equipped with 
pressure vents to prevent sweating. 
The vents proved their value during 
the summer when the tanks were empty 
for two months. At no time did the 
owner find any condensation. 

Gilbarco  self-priming centrifugal 
pumps with three phase explosion- 
proof motors are used in 5 hp and 7/4 
hp sizes. The piping is three inches 


“a, 


throughout and even with the restric 
tions of the separator-filters, 230 gpm 
of fueloil can be pumped at the load: 
ing rack. 

Lapenski did much of the work on 
the rack himself. It has Oilco loading 
arms with 300 Ib. counter weights. 
The switches for the arms are located 
in the ceiling directly above where the 
driver loads. 

Unlike larger companies Lapenski 
does not feel that he can afford credit 
losses. Understandably he is satisfied 
with the incredible .00055% per gross 
dollar loss a year. Mrs. Lapenski does 
the credit checking with some help 
from her husband on the slow accounts. 
Obviously no collection agency serv 
ices are needed. 

At present the greatest volume of 
business is done in stove oil. But the 
company expects to grow with the com 
munity. In 1953 gallonage increased 
one third over the preceding year; am 
1954 was well over a third better than 
53. Located in an expanding suburban 
community the Lapenskis are willing 
to grow with it. 
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by 
Jean L. Dupuis 


Yr CAN END the fueloil pumping 
troubles of certain No. 6 oil jobs 
only by taking the bull by the horns, 
ascertaining precisely what the jobs 
need to make them perform properly, 
then driving home your technical 
points to the owners of the burners 
and making certain the needed im- 
provements actually are made. 

You make doubly sure, of course, 
that the jobs need the improvement 
you outline; you make certain that 
the remedies you prescribe definitely 
will end the troubles the burners have 
been giving. 

This article presents the facts about 
an installation which a clever oilburner 
expert cured of pumping trouble— 
trouble which had caused headaches 
for several years, and which in recent 
years became worse and worse because 
the No. 6 fueloil delivered to the job 
became heavier and heavier. 

Diag. 1 shows the drawing which 
this oilburner expert sent to the 
READERS’ PROBLEMS department of 
FueLow & Om Heat together with 
this letter: 

“I did not install this horizontal 
rotary cup burner which uses No. 6 
fueloil, but I service it because I’m in 
a deal with the oil company that sells 
the fueloil the burner uses. That rules 
out my dwelling too much on the fact 
that heavier No. 6 fueloil is increasing 
the trouble. The oil company I work 
with is afraid that if the owner learns 
that he may start scouting around for 
another brand of No. 6 oil that runs 
lighter. 

“For years I’ve serviced domestic 
burners, but five years ago I started 
servicing a few commercial-industrial 
jobs, including this one which now is 
in trouble. 

“When I first started servicing this 
burner, I noticed signs that the suction 
line had leaks. After running out of 
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Auxiliary pump Set 


helps pump-type Burner 


In this case History, pumping Trouble is ended by a Remedy needed on many Jobs 


oil or after its suction-line strainer had 
been cleaned, the burner was especial- 
ly difficult to start up, because of suc- 
tion-line air leaks. Also, in normal op- 
eration the burner’s pump made a 
sound at times—air passing through it 
—and at the same time the needle 
quivered or dipped, of the vacuum 
gage in the suction line. But the flame 
was not affected; it did not go out, did 
not decrease in size when air went 
through the burner. 

“Five years ago, fueloil came to the 
burner easily during normal operation 
with plenty of hot oil returning to the 
suction bell after the burner ran steadi- 
ly five hours on a cold morning. Then 
the thermometer on the suction line 
showed oil was coming in from the 
tank at 115°F. and the suction-line 
vacuum was only 6”. Five years ago, 
the suction-line vacuum was never 


above 13”, even when the burner ran 
few minutes out of each hour because 
it was only keeping the heating boiler 
warm at night to provide hot water 
from the boiler’s tankless water heat- 
ing coil.” 

In the FO&#OH Readers’ Problems de- 
partment, the initials that appear at the 
ends of readers’ questions always are 
reversed, scrambled or otherwise al- 
tered so that no competitor or friend 
can identify an inquirer as the result 
of seeing in print his correct initials 
and his home town or city. I got to 
thinking of this inquirer as ANDY be- 
cause his initials could be scrambled to 
form A. N. D. 

Andy’s letter went on to describe 
the terrible troubles this job now was 
getting into because (1) heavier and 
heavier No. 6 fueloil was being deliv- 
ered to it in recent years, (2) the suc 


This duplicate pump set includes IMO direct-driven pumps which circulate hot 
No. 6 fueloil for a battery of Enterprise burners which heat a factory in which 


electronic equipment is made. Brightly enamelled, the equipment here 1s as ™ 


eat 


and clean as if it were on display. Notice there’s not one drop of fueloil in the 
picture, not even around the oil pumps or the suction-line strainers. 
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DAVIS & FURBER MACHINE COMPANY, NORTH ANDOVER, MASS. 


AVED 512,00 


on fuel the first year with 







































































T. M. REG. U. S. PAT. OFF, 


INDUSTRIAL OIL BURNERS 


"The changeover to Petro oil firing paid for itself the first 
year,” says Forbes Rockwell of Davis & Furber 





PETRO oil burners do two jobs in this huge plant. They produce 
ig ie steam for heat and generate the electric power for plant operation. 
“‘“y } j “We consider it nothing short of a minor miracle the way your 
dealer’s engineering department came in here and changed us 
M4 over to oil in the middle of winter without causing us to curtail 
the least bit in either power or heat,” says Mr. Rockwell. Petro 
oil burners can save money for you too. 


ROTARY OIL BURNERS 
Horizontal rotary oil burners 
make possible substantial 
uel savings by burning the 
low-cost heavy fuel oils with 
complete dependability. 
Models for every industrial 
need. Capacities up to 600 
boiler horsepower. 


PETRO preheats oil for steady, sure firing 


Cold oil is sluggish, starts slowly, and burns irregularly so the 
makers of Petro adopted the “thermal viscosity principle” of 
preheating oil to an efficient temperature before it is injected into 
the firebox. This makes possible fast starting, steady firing, and 
lower fuel costs, 


COMPLETE PACKAGED UNIT 
Acomplete forced draft 
combustion system with all 
varts factory-assembled and 
‘ested. Saves installation 


time and cost, gives t 3 | i ee 
igtuasce and fuel economy. Ve PETRO burns lower cost fuel with complete reliability 








The pre-heating of oil enables Petro owners to burn the heavy 
fuel oils (Nos. 5 and 6), which average 8% richer in heat value 

than light burner oils, and cost less per gallon. Petro burners are 
STS West 106th St., Cleveland 11, Ohio. completely automatic, and accurately take care of fluctuating 
In Canada: 2231 Bloor St., West, Toronto, Ontario. load requirements. 


Please send the 20-page illustrated Petro catalog. 


Mail this coupon for Free Catalog 


PETRO is adaptable to any boiler room 


N ; ; , ; : : 
= — ————— Petro industrial oil burners are designed and built to modernize 


the firing of your present boilers. The flame is adjustable to any 
oe = Sores or firebox, and the installation is adaptable to any boiler room 
Address layout. This means that you save substantially on initial installa- 
oo PPratadiegl i 9 tion costs, and more money every day on fuel and labor costs. 
Mail coupon or write for free catalog and information. 





Company 
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tion line leak, or anyway the effects 
of the leak, got worse and worse, (3) 
though the owner of the factory heated 
by the boiler would not admit he had 
increased the radiation load on the boil- 
er, and there was no way to check on 
this, in the last year or two a definitely 
higher gph firing rate was needed to 
raise steam pressure fairly rapidly on 
coldest mornings; and at least three 
pounds steam pressure had to be raised 
to fill all the radiation with steam. 

Andy’s long letter described in de- 
tail one trouble-filled Monday morn- 
ing he would never forget. The burner 
always worked poorly when it ran but 
few hours a day just to heat water 
during mild weather, or to keep the 
factory at a low temperature over a 
weekend. When it ran little, the burn- 
er did not return enough oil to keep 
its return line hot. Consequently lit- 
tle hot oil went to the suction bell 
in the oil storage tank (the suction bell 
had no steam or hot-water heating 





coil) and the suction line became cold 
because it received no hot oil. 


Monday morning Call 


On this Monday morning Andy 
would never forget, he answered an 
urgent service call at 8:30 and found 
the factory cold. The burner had 
stopped “on safety,” probably Sunday 
afternoon, and probably because it had 
difficulty bringing in fueloil through 
its suction line. 

The vacuum gage at the output side 
of the suction-line strainer kept read- 
ing 23” to 24” for a full hour as Andy 
tried to fire the boiler. Running the 
burner with the suction-line valve 
closed (this valve was on the input 
side of the strainer) proved the pump 
was excellent, for it brought a reading 
of 27” from the vacuum gage. Not will- 
ing to trust the gage, Andy ran out 
to his car and brought in a brand-new 
gage. It agreed with the gage on the 
job. 

A half an hour after he started his 
efforts, Andy had the boiler steaming 
—enough, he judged, to heat one-third 
of the radiation in the factory. But for 
the next hour and a half from then 
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Diag. |—Booster pump arrangement first considered for ending pumping troubles 
caused by cold suction line and excessive suction-line vacuum. ““P. R. V.”’ stands 
for pressure regulating valve; ““B” is suction-line fueloil strainer. Turned on and 
off simultaneously with oilburner motor, here the booster pump circulates fueloil 
at a high rate through circuit ““A-B-C-H-I.” With tee “C” receiving excessive 
fueloil at the rate of 60 gph (receiving 60 gph more fueloil than burner draw; 
into its suction line “C-D”’) fueloil passes through the pressure regulator valve 
at this 60 gph rate and flows back to the fueloil storage tank without having 
passed through the under-the-waterline fueloil heater at the side of the boiler. 


on, efforts to obtain more than a half- 
size flame caused the flame to go out 
altogether, Andy’s letter related. Ad- 
justed for the half-size flame, the burn- 
er would run only 15 or 20 minutes 
before its flame went out anyway. 
Stopping the burner and keeping it 
idle for five minutes would result in 
almost a full-size flame for a few min- 
utes when the burner was started 
again. 

Andy was clever enough to know the 
reasons for this misbehavior. The read- 
ings of 23” and 24” from the suction- 
line vacuum gage told him the first 
pump of this double-pump burner was 
not receiving fueloil at a rate high 
enough for proper operation of the 
burner. 

He was clever enough to know that 
with the pump of a horizontal rotary 
cup burner pulling against a 23” to 
24” vacuum, the pump receives oil at 
a gph rate just about half the gph flow 
rate that corresponds to a suction-line 
vacuum of 10”. He'd read enough 
about commercial-industrial jobs to 
know that it’s good practice to aim for 
suction-line vacuums no higher than 
10”. The reason for the 23” to 24” 
suction-line vacuum was, of course, 
that the suction line was cold; its ther- 
mometer showed 66°F. 

If he could only bring the suction 
line thermometer to about 115°F., the 
suction-line vacuum would drop to 12” 
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or so. He knew that from past experi 
ence with this burner. Then the burn 
er’s fueloil pump would receive suff 
cient fueloil so that (1) the burner 
could fire much harder, at the gph 





rate needed to raise steam pressure, 
and (2) hot fueloil would return to 
the tank, pour into the tank bell, then 
find its way into the suction line 
(along with make-up fueloil from the 
tank, of course) and raise the tem 
perature of the suction line. 

But Andy was bucking a vicious 
circle, on this cold morning when heat 
was needed badly in the factory. First, 
the pump in the burner was receiving 
oil at an insufficient rate because the 
suction line was cold and therefore its 
vacuum was up to 23” or 24”. 

Second, because the pump received 
insufficient oil, no hot oil was return 
ing to the tank—therefore the suction 
line remained cold. Andy knew that 
the return line, usually very hot when 
the burner ran properly, was not re 
turning hot fueloil to the tank. He had 
felt this line again and again. It re 
mained cold for the first two hours 
he tried to fire the burner at a rate 
high enough to raise three pounds 
steam pressure. 

At the end of the two hours of try 
ing, suddenly the return line became 
hot for some reason or other. Ten min’ 
utes later, the suction-line thermom 
eter started giving higher and higher 
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be: x S: ‘Oil Burner is HTCH . 
the High Temperature Combustion p ~ ‘orle of the many reasons why 
U. S. dealers’ sales are beorn pe With the highest efficiency ever engineerea 
into a burner . . . precision=piant acture . . . convenient service features 
.. plus up to 36% ‘fuel savings oniitliel by HTCH and Vernier-Flame 
Control .. . Delayed Oil Valve .. . Instantaneous Fuel Cut Off... 
it’s no wonder U. S. Oil Burners have been established as overwhelming 
favorites wherever they are sold. There’s a complete line of quality-made 
U. S. Oil Burners—ranging in capacities from 0.50 to 20.00 
G.P.H.—for homes, apartments, garages and many other commercial 
installations. For faster, easier sales and nice profits—install U. S. Oil Burners. 


SIF OQAIG GOOG 


THEY 
OUTSELL 
BECAUSE 
THEY EXCEL 


CONTACT YOUR HEATING WHOLESALER OR WRITE US FOR THE FACTS TODAY. 


J.$. BURNER DIVISION THe CARLIN COMPANY WETHERSFIELD, CONNECTICUT 












Model 600 S-4 Model! 800 S-4 Model 2000 S-5 Model 1200 Model 2000 
3.00 to600 G.P.H 4.00 to 8 00 G.P.H. 7.00 to 12.00G.PH 6.00 to 12.00 G.P._H 10.00 to 20.00 G.P.H 
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GIVE YOUR CUSTOMERS ALL THESE fireye ADVANTAGES: 


two to four second shutdown on flame failure * synchronous-timed automatic 
programming ° easy switching to standby fuel ° precision-limited trial for 
ignition * controlled pre-purge and post-purge 
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@ meets all latest municipal, state, and insurance 


code requirements for light oil and oil/gas 


combination burners 


@ opens up new sales and profit 


opportunities for you 


THE NEW FJ-2 FIREYE is the answer to 
safety codes requiring flame-failure protec- 
tion on commercial burners to operate 
positively within two to four seconds after 
the flame goes out. 


Only an electronic device can act that fast 
- « « and only Fireye has proved it can 
meet these requirements of speed and 
reliability. | ; 


MADE FOR THE JOB... . the new FJ-2 Fireye 
is specifically designed for light oil and gas 
fuels. It literally sees the flame, with the 
amazingly compact and reliable Firetron 


scanner. Fuel flow is automatically shut off 





Frucloil 


liters 


within two to four seconds, if the flame 
goes out. Precision timers and relays pro- 
vide controlled pre-purge and post-purge, 
and limited trial for ignition. 


EASY TO SERVICE, TOO... plug-in chassis 
removes in seconds without disturbing wir- 
ing — simplifies installation, maintenance, 
replacement. Components are of highest 
industrial quality — withstand moisture, 
vibration, high temperature — give contin- 
uous peak performance. You'll want to 
give your commercial burner customers this 
complete, dependable protection. Write 


today for full information. 


COMBUSTION CONTROL DIVISION 


ELECTRONICS CORPORATION OF AMERICA 
Dept. C20-3, 718 Beacon Street, Boston, Mass. 


Other ECA Divisions: Photoswitch Division * Fireye Division * Marine Division 
Business Machines Division ® Photoconductor-Transistor Division * Military Division 
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readings, finally reporting 115°F. The 
suction-line vacuum dropped to 15”. 
Then Andy easily adjusted for a flame 
size large enough to raise three pounds 
steam pressure in half an hour of addi 
tional firing, so he left the job to an- 
swer other service calls. 

Most of the foregoing details were 
in the letter which Andy sent to the 
Readers’ Problems department to- 
gether with his drawing, shown here 
as Diag. 1; he had spent two whole 
evenings on the letter and drawing. 

Additional details came from Andy 
over the telephone, for after reading 
his letter I phoned him—I just had to 
speak to him. 

“If you find yourself in the same 
predicament again,” I told him over 
the phone, “change your tactics as 
soon as you have the boiler steaming, 
and so have the suction-line under-the- 
waterline fueloil heater working full 
blast. Cut off the oilburner flame. To 
do this, either use flame-size adjust- 
ment devices or valves of the oilburner, 
or unhook one of the wires to the 
solenoid shut-off valve in the cup line 
of the burner. 

Then with the burner producing no 
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flame, run the burner motor continu- 
ously for 15 minutes or so, stop it for 
about five minutes, then run it again 
for 15 minutes. 

Do this with extreme care. Play 
safe! Keep the doors of the boiler wide 
open and make certain no fueloil is 
sprayed into the firebox inadvertently. 
Keep the ignition system on, and take 
every additional precaution you can 
think up. 

Idea is to have the burner’s oil pump 
push into the return line all of the fuel- 
oil you are succeeding in bringing into 
the boiler room . . . that’s why you 
run the burner without producing a 
flame. To gage your progress, feel the 
return line, especially where it leaves 
the boiler room to go out to the tank. 
When it becomes extremely hot, you 
know you are succeeding in flowing 
hot fueloil out to the tank bell. 

The suction line should become hot 
15 minutes later, because every gallon 
of hot oil sent out through the return 
line will find its way into the suction 
line immediately. If you are succeeding 
in pushing hot oil out through the re- 
turn line at the rate of, say, 45 gph, 
then hot oil will enter the suction line 
(enter the open end of the suction 
line, in the tank bell) at 45 gph. 

Because you are not firing the burn- 







er, the gph flow rates of the return line 
and the suction line will be precisely 
the same—no cold, unheated oil from 
the oil storage tank will enter the 
suction line. 

“Operating the burner intermittent. 
ly helps,” I told Andy. “That’s why 
you run it 1) minutes, then keep it 
idle five minutes. You found out that 
when the burner produced a measly, 
half-size flame because of excessive 
suction-line vacuum, you could obtain 
a full-size flame for a few minutes by 
keeping the burner idle for a short 
time and then starting it again. 

“With the burner’s primary pump 
idle for a few minutes the vacuum in 
the pump and suction line decreases 
—when you start up following this, 
the pump receives the benefit of a full 
charge of fueloil, a benefit it lacks 
when it runs developing a 24” vacuum 
in the suction line.” 

In making the drawing shown here 
as Diag. 1, Andy had the idea of end- 
ing all this trouble by equipping the 
job with an auxiliary pump set or 
booster pump. He reasoned that if a 
suitable booster pump were installed as 
Diag. 1 shows, never would there be 
a vacuum at point “C,” the suction 
line running to the oilburner. 

He would install a booster pump of 
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Diag. 2—More highly developed than Diag. 1, this booster 
pump arrangement permits running the booster pump when 
the oilburner is idle or running. Here all the fueloil from 
the booster pump flows to the fueloil heater. If this results 
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in excessive rate of flow,through the heater together 
insufficient fueloil temperature at “E,” (the heater outlet) 
then a by-pass pipe can be installed from line “DC to 
points “F” or “G”; hand valve in this line can regulate gph. 
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Induced draft for cleaner, quieter operation. 
Fully automatic for oil, gas or combination. 
80% efficiency certified at gross output. 
Compact — Minimum clearance only needed at rear 
and one side. 

Rated on basis of 8.2 sq. ft. heating surface per 
boiler hp. with guaranteed gross output based on 
5.0 sq. ft. heating surface per boiler hp. 





Catalog FPB-10 gives complete details. 
Address Fitzgibbons Boiler Company, Inc., 
101 Park Avenue, New York 17, N. Y. 


Backed by the makers of... 


The Fitzgibbons Boiler 
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twice the gph capacity of the primary 
pump in the oilburner. Under worst 
conditions of high suction-line vacu- 
um, the booster pump would bring 
fueloil into the boiler room, through 
the suction line, at a gph rate so high 
that there'd be a pressure of two to 
five pounds in line “C-D” in Diag. 1, 
the suction-line of the oilburner. 

‘For one thing,” Andy said, “I want 
to end my worries about the suction- 
line air leaks. Either they are getting 
worse, or their detrimental effect is 
getting worse because the heavier fuel- 
oil being delivered to the job is in- 
creasing the suction-line vacuum and 
that’s increasing the amount of air en- 
tering the suction line through the 
leaks. 

“For another thing,” he continued, 
‘the heating load on this job has in- 
creased to the degree that the burner 
is barely large enough for the gph 
rate that must be fired to carry the 
load. The primary pump in the burner 
seems undersize for the firing rate I 
now have to use, with the result that 
there’s insufficient hot fueloil returned 
to the tank—and the tank bell.” 

It could be that the decrease in the 
gph rate at which hot oil is returned is 
more responsible for the recent high- 
vacuum troubles than the delivery of 
heavier fueloil is. After all, the less hot 
oil we return to the tank, the cooler 
the suction line and the higher the 
suction-line vacuum. Returning hot oil 
to the tank at a lower gph rate gives 
precisely the same results—high suc- 
tion-line vacuum troubles—as deliver- 
ing thicker No. 6 fueloil to this job. 


.... Auxiliary pump Sets 


- a 74 


Every item is in duplicate in this beautifully installed booster pump set—two 


Qe 


ee ys 
i, GI Sa. ae 
Meds Ve " 


belt-driven booster pumps, two suction-line strainers, two pressure regulating 

valves, etc. The FUELoIL & Oi Heat photographer had a big gribe on this job 

because the fueloil lines are painted black, thus show up poorly in a picture. But 
the black paint is on highly effective oil line heat insulation! 


The suction line of this installation 
is 70 to 80 ft. long and of 2” size, 
I learned from Andy. Top of the fuel- 
oil storage tank is five to six feet low- 
er than the oilburner, he said. Locating 
and ending suction line leaks would 
be terrifically expensive, as the suction 
line is located below concrete factory 
floors, driveways, etc. 

The oilburner is undersize for the 
boiler it fires, to judge by the fact that 
the maximum flame size the burner can 
produce leads to a stack temperature 
reading of only 390°F. from this steel 
steam boiler, which is similar to many 
boilers heating factories, apartment 
houses, etc. 

“Your Diag. 1 is excellent in many 
ways,” I told Andy. “You will start 
and stop the booster pump and the oil- 
burner simultaneously using this lay- 


out. The result should be a great in: 
crease in the amount of hot oil returned 
to the tank bell, together with higher 
temperatures and lower vacuums for 
the suction line. The troubles of this 
installation can be ended by applying 
any of several remedies—your idea of 
ending them by installing a booster 
pump or auxiliary pump set is good, for 
it solves the problem at no great ex 
pense.” 

I went on to ask him to consider 
installing the same booster pump in 
the manner shown in accompanying 
Diag. 2. Here the fueloil from the 
booster pump flows to the oil heater. 
Bear in mind the boiler is kept at a 
minimum temperature of 150°F. year’ 
round because it provides year-round 
hot water—has a built-in tankless wa’ 
ter heater. 











Open View 
Closed View 






CFE Lo-Draft Cut-Off is designed to 





Check these Lo-Draft Cut-Off Features: 





prevent explosions or damage to boiler 
by automatically cutting off burner 
when draft fails, whether induced or 
natural. Cut-off point is adjustable over 
complete range. Models available for 
positive (pressure) or negative (draft) 
Operation. 


models to meet unusual requirements 
including pre-purge, pbost-purge and 
other safety features—write to: 


¢ Adjustable cut-off point 

© Time delay prevents shut down from “puffs” 

© Signal light shows low draft condition 

© Terminals for alarm or remote signal 

© Extra-sensitive, positive on-off 

Inquire about specially engineered switch 

e Absolutely fail safe — Failure 
of any component immedi- 
ately cuts off burner 








Cleveland Fuel Equipment Company 
1111 Brookpark Road, Cleveland 9, Ohio 
In Canada, write to: Ontor Laboratories Inc., 111 Tycos Drive, Toronto 








90 





March 


1955 








D 
the 
thro 
befo 
the 
this. 
thro 
at th 
high 
outp 
ers 
sucti 
Diag 
the 1 
befo: 
throt 
2 th 
befo: 

Pi 
Diag 
and | 
tern: 

ig 
start 
ner, 
motc 
the 
burn 

2. 





This 
adde 


burn 


caus 
er S$ 
ceive 
fuel 
of th 
a dis 
iliar’ 
float 
outs) 
gallo 
Bun 
this 

ne 


Diag. 2 causes extra oil, pumped by | 
the auxiliary pump but not passing | 
through the oilburner, to be heated | 
before it flows back to the tank through 
the return line. Diag. 1 does not do 
this. In other words, fueloil may flow 
through the pressure regulating valve 
at the rate of say 60 gph because the 
high-capacity auxiliary pump has an 
output 60 gph greater than the burn- 
ers ability to take in fueloil at its 
suction-line port (“J” in Diag. 2). In 
Diag. 1, this extra fueloil circulated at 
the rate of 60 gph would not be heated 
before flowing back to the tank | 
through the return line, but in Diag. 

2 the extra fueloil would be heated | 
before being returned to the tank. | 

» J Piping up the auxiliary pump as “This Wing Draft Inducer is great! 
ng Diag. 2 shows would permit starting i 
0b and stopping it according to three pat- | : 

Bk ccm | don’t have to touch it... 

1. The auxiliary pump could be 

i started and stopped in a simple man- 






















































a A 
ed ner, simultaneously with the oilburner never have to lubricate It. oe 
er motor. The booster pump starts when 
or the burner motor starts, stops when the s s s 99 
is | burner motor stops. it never requires attention 
ng 2. In addition to starting and stop- 
of 
ss The new Wing Draft Inducer * a rene required — Pre- 
~ has many unique features: SE SRG SED 
j * Gas Inlet may be at top, bottom * Noalignment required—no need 
or any side—may easily be for field alignment before start- 
a changed in the field. up. 
in 
ig * Unit may be withdrawn from * Motor belt always at correct 
e casing for inspection or service. tension. 
r. 
— AUTOMATIC 
z | "| gz TENSION | iff 
| WA dim goal 
| afl} ie 
[ Za ake 
NO LUBRICATION . / NO ALIGNMENT SPRING BASE. 
° REQUIRED READILY REQUIRED BAROMETRIC DAMPER 
_ direct-drive auxiliary pump was , ee 
ed to a horizontal rotary cup oil- ‘ ‘ 
burner installation to ae a adilad ie fire cepy of ES 
caused by suction-line leaks. The burn- . 
er snorted and puffed because it re- L. J. Wing Mfo.Co. 
ceived air together with suction-line 
«had a oon stan ; part 66 Vreeland Mills Road 
ne burner drew in the fueloil from i New J. 
@ distant buried tank. Now this aux- Linden, New Jersey 
iliary pump, started and stopped by a Factories at Linden, N.J. and Montreal, Canada 
Oat-switch, pulls in fueloil from the 
outside tank, keeps fueloil in the 30- 
gallon tank on which it is mounted. 
umer obtains fueloil by gravity from | 
Mis tank. Light commercial fueloil that | 
. needs no preheating is used here. | UNIT HEATERS 
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pumps—separators—hydraulic 
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Class 60 Pumps 


Of the internal gear type, 
the ''60" is machined to 
close tolerances—for max- 
imum vacuum character- 
istics with heavy and cold 
oil. The outstanding de- 
sign advantage is the ball 
bearing, V-belt reduc- 
tion drive—connected to 
pump by means of loose 
coupling, which  elimi- 
nates side deflection from 
pump shaft. Suction and 
discharge sizes from !/2" 
to 2". Capacities, 75 to 
2100 GPH; pressures to 
100 psi. 

Write for Bulletin A-1193 





SEPARATORS 


Adequate strainers for 
both suction and dis- 
charge service are essen- 
tial on every heavy oil in- 
stallation. Available with 
Underwriters Labels from 
V/4"" to 4"; larger sizes up 
to 6". 

Advantages of our design 
are: ease of cleaning; in- 
terchangeability of sepa- 
rator baskets — from 
coarse straining to fine 
filtration; elimination of 
replacement filter costs— 
cleaning of removable 
separator baskets restores 
original efficiency. 

Ask for Bulletin A-1430 


IARAISSL‘* 


295 Williams Ave. 
Hackensack, N. J. 


ping simultaneously with the oilburner 
motor in the fashion just described, the 
booster pump in Diag. 2 can be op- 
erated with the oilburner motor idle 
for the purpose of circulating hot oil 
through the suction and return lines 
during prolonged oilburner “off” 
periods. 
As one method of achieving this, a 
temperature control located near ““B,” 
| the suction-line strainer, could turn 
on the booster pump when the tem- 
perature of the suction line drops to 
90° or 100°, could turn off the 
| booster pump when the temperature at 
this point increases 5° or 10° as the 
result of running the booster pump. 
As another method of achieving 
this, a clock switch could be used to 
turn on the booster pump periodically 
every half hour the pump could run 
for five or ten minutes to circulate 
hot fueloil. Don’t forget the boiler is 
always hot, therefore the under-the- 
waterline fueloil heater on it is always 
hot. 
3. At times of trouble or for spe- 
cial reasons, the booster pump in Diag. 
continuously. 


2 can be operated 


Turned on manually by throwing a 


| switch, it will run 24 hours a day. The 


burner would run automatically, in- 
termittently, as usual. 

The result of continuous booster 
pump operation will be to work the 
fueloil heater at its maximum, putting 
great amounts of heat into the fueloil 
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being circulated continuously. Of 
course, the standby temperature of the 
boiler could be raised from the usual 
150°F. to 200°F. simply by setting up 
the boiler temperature control, if this 
advantage were needed when the boost- 
er pump was operating continuously, 

Using the ideas in Diag. 2, the in 
creased gph rate of flow through the 
fueloil heater next to the boiler must 
be taken into consideration. Fueloil 
might flow through this heater at such 
a greatly increased gph flow rate that 
the temperature of the fueloil leaving 
the heater is greatly lower than it was 
before the booster pump was installed. 
This and other details should be dis- 
cussed beforehand with the manufac 
turers of the fueloil heater, the boost- 
er pump, and the oilburner. 

“You probably do not have to worry 
about the suction-line air leaks on this 
job, because you have the advantage 
of an oilburner which has a two-stage 
pump and a reservoir, and you will 
have the great advantages given by the 
booster pump in addition,” I told 
Andy. “But you can use the air-separa 
tion stand pipe if you want to—it gives 


additional air - ridding advantages 


which are helpful on jobs having sin 
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| Diag. 3—Where single-pump or no-pump oilburners receive fueloil from 4 
| booster pump, this air-separation stand pipe idea reduces or eliminates difficulties 
| caused by suction-line air leaks. Slightly open, the needle valve permits air 1 
continue to flow from the top of the stand pipe even when, because booster pump 
has received a slug of air, the pressure regulator valve is closed for a few seconds 
during a drop in pump pressure. On booster pump jobs, adjust pressure regulator 
valves (P. R. V.) to put only slight pressure on oilburners— two pounds pressure 


usually suffices. Avoid excessive pressure, for it may cause troubles 0 


f fueloil 


leaks in oilburner packed joints, in oilburner pump seals, etc. 
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SAFETY SWITCH 


THAT SHUTS OFF FUEL 
IF BLOWER FAILS 


Protection 
for 
Oil Burners 
* 
Industrial 
Ovens 
2 





Power 
Gas Burners 


WHAT IT DOES 


The Dewey Safety Air-Flow Switch protects against 
opening of fuel valve until fan is up to speed. 

Insures purging of furnace before fuel valve opens. Closes 
fuel valve if fan slows up or stops. Flashes danger signal 
if fan or fuel stops. Safeguards against danger from gas 
fuel failure when used with safety shut-off valve. 
Thousands sold. Factory Mutual and Underwriters 
Laboratories Approved. Standard equipment on leading 
products. Write for prices and literature. 


DEWEY GAS FURNACE CO. 


100 E. Baltimore Detroit 2, Mich. 


Canadian Distributor: Ontor Laboratory, Ltd. 
{11 Tycos Drive, Toronto 10, Ont. 
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smeet Every SOT 


with 


ANTI-SYPHON 
VALVES 


Non-Adjustable—Angle Type for conven- 
ient installation. 

Heavy Bronze Construction. Approved by 
Underwriters’ Labs., Inc. 

TYPE A—114"' to 3’. Maximum capacity to 
1000 G.P.H., with #5 and #6 oil. 

TYPE B—34," and 1”. Maximum capacity to 
100 G.P.H., for #1 to #5 oil. 

TYPE C—3%"" and ¥". Maximum capacity 
to 30 G.P.H. of #1 to #3 oil. 







Type B Write for 
3/4 and 1” Bulletin 1619 


PREFERRED UTILITIES MFG. CORP, 


Dept. OH- 3 NEW YORK 23,N. Y. 


1860 BROADWAY 
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WHITTY DRAFT FANS 





Cndwern / 


Whitty Induced Draft Fans are the quick, easy 
and permanent method of saving on chimney 
construction costs: to eliminate bad smoke condi- 
tions and faulty draft—in old, modern, or under 
construction heating plants. 


WRITE FOR BULLETIN #8421 


WHITTY COMPANY, 
86 WESTERN AVENUE 
BOSTON 34, MASS. 





Inc. 




















FUEL OIL CONDITIONER 


For Home Furnaces 
For Commercial And Industrial Boilers 





| Gives The Kind Of Results You Expect To Get | 


GREATLY REDUCES MAINTENANCE COSTS 
COMPLETELY DISOLVES ALL SLUDGES 

ELIMINATES BURNER TIP CARBONIZATION 

PREVENTS PRODUCTION OF’ HYDROCHLORIC ACID IN FURNACES 
PREVENTS FORMATION OF ACID PRODUCTS IN FUEL TANKS 
UTILIZES ALL THE BTU’s IN SLUDGE AND OIL 
EFFECTIVELY INCREASES ATOMIZATION 
HELPS OBTAIN MORE HEAT OR STEAM WITH LESS OIL 


| Non-Corrosive Rust-Resistant Non-Explosive | 











Industrial Users, Dealers, Jobbers, Fuel Oil Distributors 
Write For Bulletins, Performance-Proofs, And Prices 
Mfgrs. Agents Are Invited To Write For Territories 


KOR CORPORATION 


Division of Oxi Corer a 
MANUFACTURING, ENGINEERING AND COMEUSTIO'N SPETSIALISTS 


600 WEST Sth AVENUE, GARY, INDIANA 
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INDUCED DRAFT SYSTEMS NEED 








SELECTED STARTING DRAFT! 


Cleveland Damper Control provides the 4 Control Features essential to 
safe efficient operation of Induced Draft Installations. 








































































































1. STARTING DRAFT SELECTOR—pro- 3. AUTOMATIC SEQUENCE OPERATION | 
viding pre-determined optimum draft Pr oe ona proper draft for all phases T 
for smooth, safe, ignition. When igni- of firing cycle, with proper shut-off h | 
tion is completed, damper control Of draft during ‘‘off’’ periods. the 
goes to full, automatic draft regulation. 4. LOW-DRAFT CUT-OFF—providing effec 
2. AUTOMATIC DRAFT MODULATION— Graft switch that shure down fine ae 
CLEVE Ane maintaining ideal draft for proper unsafe low draft limits. Time-delay its h 
pamper CONTROL combustion under varying firing rates feature prevents nuisance shut-downs tion | 
and stack conditions. due to momentary puffs. 
For complete information, write to: safe 
Open View Cleveland Fuel Equipment Company the k 
Closed View 1111 Brookpark Road, Cleveland 9, Ohio ipe 
In Canada, write to: Ontor Laboratories Inc., 111 Tycos Drive, Toronto P 
= 
gle-pump oilburners or no-pump or __ of the booster pump. closed. But the needle valve is not kept the p 
gravity-type oilburners.” If the booster pump pressure drops open far enough to interfere with air es 
The air-separation stand pipe is because momentarily this pump han- _ proper regulation of pressure by the alter: 
shown in accompanying Diag.3. When __ dles a great slug of air, the pressure _— pressure regulating valve when the valve 
air or an air-oil froth comes from the regulating valve in Diag. 3 closes, of | booster pump is not being affected by switc 
booster pump as the result of suction. course. With this valve closed, no air _ slugs of air from leaky suction. cause 
line air leaks, the low rates of flow can escape through it from the top Andy has reported great success as gt 
in the 4” air-separation stand pipe of the stand pipe. That’s why the _ the result of applying the ideas of Diag. recti\ 
(caused by its relatively great diam- needle valve is in the drawing. It is 2 to his trouble job. Although he more off,” 
eter) invite the air to settle out toward = adjusted to be open wide enough for than doubled the gph rate through the talkir 
the top of the stand pipe. The fueloil | continuous escape of air fromthe stand —_under-the-waterline oil heater already vince 
flowing slowly to the bottom of the — pipe—then air escapes from this pipe on the job, its maximum output tem and t 
stand pipe becomes free of air or froth | even when the oil pressure is so low _— perature remains the same, about charg 
that was churned into it by the action that the pressure regulator valve is 175°F., he reports. stalla 
the ti 
healt 
RAYFIELD-STAFFCO ENGINEERED FOR SAFETY, ECONOMY AND YEARS OF SERVICE... any | 
GABRIEL BOILERS are adaptable to all types of fuel * A.S.M.E. at | 
AUTOMATIC code constructed * National board registered * Modern welded my 0 
X-ray construction * 3-300 HP, 15-225 Ibs. working pressures. ad 
STEEL BOILER INSTITUTE CAPACITY RATED mind, 
N 0 Ld 5 0 i L B U R N E R Ss (Your assurance of reserve power) in n 
REDUCE HEATING COSTS... Boiler sizes for all industries. Write for name and a 
ie! Boi ler. Durne 
INCREASE YOUR PROFITS address of your nearest Gabriel Boiler dealer 7 
Burn No, 5 heavy fuel oil. Self-contained, indus 
all electric. Self-lubricating. Many new ex- LX burne 
clusive features. From a bungalow to a AS 
skyscraper . . . there’s a dependable Ray- y-\ ON 
field-Staffco Oil Burner to handle your heat- ATI 
ing job. Write for full details. NN BOILER YS armen 
RAYFIELD-STAFFCO BURNER co NS 1428 N.W. 14th AVENUE © PORTLAND 9, ORE, No 
° — a to the 
2066 CANALPORT AVENUE CHICAGO 8, ILLINOIS BUILDERS OF FINE BOILERS & Mi 
manu 
steam 
PETROMETER BEACON RADIATION BOOK = 
Remote Reading aie 3 ch 
The second printing of the BEacon RapIATION 
LI QUI D DEPTH GAUGES REFERENCE Book & HEAT Loss Gum is now avail- A, 
: i igi iti ublished tio 
e Accurate, dependable readings — operates on able. A reprint of the a aie a ihe Pile 
principle of hydrostatic pressure. in 1946, the oertalhe- ania aeaadeleetae rien 
. of tables showing heat loss requirements for rooms a ge 
e Easy to install—on tanks above or below the rome x Ra f covered begins of de 
ground and up to 4 of a mile away. ey Seen rere ye ee ; Pg 
© For tanks 20” to 50 ft.d with those measuring 5 ft. x 5 ft. and continues with | 
or (0) . ee e e * 4 : 
P up to rooms with 20 ft. x 30 ft. dimensions. $4. Equip 
SEND TODAY FOR BULLETIN PF, Cove; 
LIQUIDEPTH INDICATORS, INC. HEATING PUBLISHERS, ane % pin 
43-22 Tenth St. Long Island City 1, N. Y. 2 West 45th Street New York 36, '. *- for A 
94 March 
1955 








5 | 

















COMMERCIAL © 
INDUSTRIAL 


oilburning : 


\ 





The increase in the velocity through 
the heater seems to have increased its 
effectiveness to the degree of doubling 
its heat output. Afraid of worse suc- 
tion line air leaks in the future, to play 
safe Andy also gave his trouble job 
the benefit of the air-separation stand 
pipe in Diag. 3. 

He considered slotting the seat of 
the pressure relief valve to provide for 
air escape with the valve closed—as an 
alternative to installing the needle 
valve. But at the last minute he 
switched back to the needle valve be- 
cause it can be easily adjusted. 

“Giving hours to planning the cor- 
rectives for a sick job like this pays 
of,” Andy concludes, “and so does 
talking to the owner for hours to con- 
vince him you’ve got the right answers 
and they are worth what you've got to 
charge him. I can’t stand servicing in- 
stallations which are halfway sick all 
the time. Either I make such jobs 100% 
healthy, or I refuse to service them 
any longer. 

“That attitude was developed for 
my own personal profit and peace of 
mind, but by coincidence it’s been do- 
ing much of local benefit for the oil- 
burner and fueloil industries. These 
industries are not helped by poor oil- 
burner performance.” 


°, 
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Norman Lieblich has been promoted 
to the post of vice president of Kieley 
¢ Mueller, Inc., Middletown, N. Y., 
manufacturers of control valves and 
team specialties. Formerly general 
ales manager, Lieblich also had served 
chief applications engineer. 


A. E. Pearce heads the new Insula- 
tion Division recently created by the 
Armstrong Cork Co., Lancaster, Pa., 
*s general sales manager. Composed 
ot departments, Industrial Insulation 
with J. W. Liddell as manager, and 
Equipment Insulation, headed by L. E. 
Cover, the new division will provide 
seater concentration of selling effort 
for Armstrong in the insulation field. 





With the growing distribution of 
natural gas, has come an increasing 
demand for combination gas/oil 
burners. 


Dealers who handle Superior com- 
bination gas/oil burners are in an ideal 
position to meet this demand. 


The Superior Gas Burner consists of 
a circular row of stainless steel noz- 
zles set in a cast-iron gas manifold 
ring. The angle of the nozzles shapes 
the fire to the firebox. Combined with 
the Superior Oil Burner, the same fan 





for performance you can BA NK on 


SUPERIOR COMBUSTION INDUSTRIES INC. 
TIMES TOWER, TIMES SQUARE, NEW YORK 36, N.Y. 





UPERIOR 


combination GAS / OIL burners 








supplies primary air for firing either 
gas or oil. For safety, a constant gas 
pilot guards every gas-firing cycle. 


Whatever the fuel . . . light or 
heavy oil, natural, manufactured, pro- 
pane or butane gas . . . Superior 
Combination Burners will burn it 
Safely, Efficiently, Economically, and 
Automatically. Change-over from one 
fuel to the other is made in a matter 
of minutes without interruption of 
steam supply, and without disturbing 
or making any change in the equipment. 


Valuable, unassigned territories are 
still available. If you have the ex- 
perience and the organization to suc- 
cessfully handle sales and installation, 
write for complete details. 


Shown here is the other side of the SUPERIOR 
Rotary Burner with its 4-hole hinge, V-belt drive, 
dual pumps and reservoir. 
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OHI to co-sponsor Courses 
in big burner Applications 


See OIL-HEAT INSTITUTE of Amer- 
ica has turned more attention on 
the problem of training men to han- 
dle commercial-industrial installations. 
Two schools, much different in char- 
acter and intention, have been an- 
nounced recently. 

A two year course for the Spring- 
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Hev-E-Oil Burner 
has EXTRA “SELL” 


ey a Any woe 


Wi natural sales angles like 


these — why limit your selling 
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field (Mass.) Trade School has been 
designed in cooperation with OHI and 
is scheduled to begin next fall. It will 
cover most phases of commercial-in- 
dustrial oilburners and equipment, and 
is intended to equip young men for 
employment as servicemen and in- 
stallers. 
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BIG WAYS 


BURNS LOW-COST No. 4 
or No. 5 HEAVY OILS 


Ma 


Saves customers from 3 to 
6¢ per gal. over standard 
light oils. No. 4 or 5 com- 
mercial oils also contain 
7% more heat per gallon. 
Cuts heating bills up to 
30%! Builds long-range 
savings. 





ATTRACTS BIG FUEL 
USERS 


This includes apartments, 
churches, stores, laundries, 
hospitals, factories, insti- 
tutions, etc. who regularly 
use more than 6,000 gal- 


to the highly competitive light oil 
burner markets. It’s no wonder alert 
dealers are cashing in with Hev-E-Oil 
Burners in the less competitive heavy 
oil burner field. 


Hev-E-Oil Burners are the prod- 
uct of Cleaver-Brooks Company, 
America’s leading builder of pack- 
aged boilers and oil-fired equipment. 


\ WRITE FOR COMPLETE DATA on deal- 
er franchises now open. Get all the in- 
formation on this low-pressure, air- 
atomizing type burner that burns No. 

\ oils without pre-heating! 
, CLEAVER-BROOKS COMPANY, 
Dept. C-379 E. Keefe Avenue, 
Milwaukee 12, Wisconsin 


Cleaver | 


HEV-E-OIL BURNER . . 








lons of light oil or 45 tons 
of coal. 


PROFITABLE, FAST 
INSTALLATION 


In a typical locality, fig- 
ures show that for every 
$100 profit on light oil job 
—you make $400 to $500 on 
Hev-E-Oil installation. Re- 
placement parts always 
available. Installs as easily 
as domestic burner on any 
standard heating boiler. 


FOR COMMERCIAL, INDUSTRIAL, AND 


INSTITUTIONAL INSTALLATIONS 


. A QUALITY PRODUCT THAT BUILDS YOUR BUSINESS 








COMMERCIAL & 
INDUSTRIAL 
oilburning . 


" 
Mn. 
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The first class probably will be lim 
ited to 40 students, and requirements 
for admission demand two years of 
algebra, one of geometry, and one of 
physics or chemistry, plus a letter of 
recommendation from the student's 
former principal. 

Subject matter in the course will ir 
clude general college courses in Eng 
lish, math and drafting as well as techy 
nical contact with equipment. The 
basic course has been outlined by the 
Institute and will include one after 
noon a week in the machine shop. 


Trips to industry in the immediate 
area and special lectures on particw 
lar phases of subject matter are in the 
planning stage. Additional courses in 
sources of energy and estimating will 
be provided. The basic outline of the 
courses will be kept fluid until the first 
trial year has been completed. 


Trainees will be in school ten months 
per year. The out of state tuition will 
be $275. Housing facilities will be 
available in homes or at the YMCA. ~ 

An interesting sidelight on the } 
Springfield situation is that all schools 
in the city have been recently convert’ 
ed to heavy oil. This has brought a re- 
quest that an evening program be de 
veloped to train necessary personnel. 

The other school is being offered in 
cooperation with the Departments of 
Mechanical and Chemical Engineer: 
ing, Michigan State College, and 
is for graduating and practicing 
engineers, architects, jobbers, dealers 
and those in charge of heavy oil instal 
lations in factories, commercial build- 
ings and schools. 

The school or conference will be 
held in the Kellogg Center for Com 
tinuing Education located on the cam 
pus in East Lansing, Mich., and will 
begin May 23 and continue through 
the 25th. 

Arrangements for accommodations 
are being made either at the Kellogg 
Center or at downtown hotels. Regis’ 
tration fee for the course is $24. 
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is for sure 


Talking about his profits, a 


heating man said this: 


“TI won’t fool with unproven products. 
Service calls can eat you up. That’s 
why I’m a Field man 100%. Why should 
I change? When you’re talking the ser- 
vice calls saved and the fuel saved by 
Field you’re talking dollars. And when 
dollars are at stake a few pennies more 


or less in the price of a draft con- 
trol don’t mean much.” 


FIELD CONTROL DIVISION 


of H. D. CONKEY & COMPANY, Mendota, Illinois 


Affiliates { Conco Building Products, Inc. e Brick, Tile, Stone 
| Conco Materials Handling Division e Cranes, Hoists 


You have 


picked 


Sere ren 


een Ra 














More profit per service call! 


Keen 


FUEL OIL FILTER 


It’s easy to sell your customers.on heating comfort 
and uninterrupted service with trouble-free Klemm 


Fuel Oil Filter. 


oil pure and clean! 


Klemm 


Unique Chemistone filter element 
positively traps all sediment, rust, water, etc.—leaves 





Div. of Klemm Automotive Products Co. 
att te By 1722 N. Damen Ave. + Chicago 47, III. 


Manufactured in Canada by Elgee, Ltd., 410 Hopewell—Toronto 
Export Division: Guiterman Co., Inc., 35 S. William St., New York, N. Y. 


Framework for Advertising 

(Begins on page 71) 
way of putting good will. A word of 
caution has already been given here 
against the willy-nilly use of advertis- 
ing funds for charitable purposes in 
the name of good will advertising. 
However, there are few dealers who 
will not be faced with some inescapa- 
ble expenditures for program ads, pa- 
rade floats and other community par- 
ticipations to which no direct sales re- 
sults may be attached. If fellow con- 
tributors are prominent and respected 
local firms, the fueloil dealer is at least 
established as being on an equal plane 
and operating a firmly entrenched, de- 
pendable business. 

Good will as far as your customers, 
in particular, are concerned and your 
prospects somewhat less so, can be of 
very practical value. People every- 


Easy to install 


4 models—for ever, 
type of burner 


Available in 
metal or glass 


Low cost 


Guaranteed 
performance 


Metal bowl 
models listed by 
Underwriters’ 
Laboratories 


Order today 


from your jobber! 














where appreciate individual recogni- 
tion and some indication of apprecia- 
tion for business they place, However 
small. 

Surely you've heard the remark 
made that “the only time that sales- 
men comes around is when he wants 
another order!” It is all too true. And 
a one-year interval between order tak- 
ing calls is all too long a period to leave 
a good fueloil customer to cool (or to 
be carefully worked on by a competi- 
tor). The use of good will advertising 
(calendars or useful novelties) as a ges- 
ture of pure friendliness, and at times 
when no immediate order is to be an- 
ticipated, more than pay its way. 

The creation of advertising material 
accounts for, perhaps, half the success 
of the whole advertising activity and is 
best left up to experienced hands 
whether the dealer depends upon his 
supplier for material'or prefers to rely 


upon local newspapers, radio or tele 
vision advertising personnel. 

The other half of advertising’s suc 
cess rests upon the use made of it: The 
media, the time, the quantity and the 
follow-up. To check these factors Gulf _ 
has set up for its fueloil dealers an ad- 
vertising analysis chart tracing the ex 
penditure of a $4,000 annual adver: 
tising budget. Broken down 
monthly segments the chart not only 
records money spent, but also leaves 
room for the checking of returns on 
each media. It acts as a reminder and 
presents the dealer with a projected 
total picture of his year’s advertising 
effort. At the end of the year, it is use’ 
ful in planning next year’s program. 

This is necessarily a rather general 
outline of what fueloil dealers may do 
in the way of advertising to support 
sales activity, offset volume losses and 
build new business for the future. 
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SOOTMASTER 





V No Outside Bag 
V No Dust Bag to Empty 


V Disposable Filter for easy 
emptying of container 


Interested? Want more details? 


MASTER-CRAFT SUPPLY CO., INC. 


Fumace Cleaner 


with Disposable Filter . . . 
CLEANS EASIER, SAFER, FASTER! 


V Leak-proof Dust Filters 

V Double Filter Protection 
VCompact - Light in Weight 
V Easy to Handle 


Contact your jobber or write us today. 


Dept. FO HAVERSTRAW, NEW YORK 
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Oilsaver Lo-Boy 


Assembled Oil Assembled 
Counter-Flow Gas Hi-Boy 


Assembled Assembled 
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Hi-Boy 














Comm.-ind. Shipments 


in 1954 show Decline 


TWELVE MONTHS shipment figures of 
commercial-industrial oilburners, as rotaries from 8 to 30 gph were down 
collected by the Oil-Heat Institute of 
America, Inc., New York, indicate that 








totals for the year 1954 were about from 1953 shipments. 


11% under 1953. 


Bottrill attributes the decrease in 


Total shipments for all types of | commercial- industrial burner  ship- 


burners during 1954 were 37,800, com- 
pared with the 42,484 reported dur- 


ing 1953. D. H. Bottrill, technical sec’ agencies of 6%, including federal, 
retary of the Institute, in analyzing the state and local organizations. Federal 


shipment figures points out that hori- 
zontal rotaries in the 30 to 100 gph 
capacity had a percentage decrease of 
almost 20% during 1954, the smaller 


7% and gun type burners in the 5 to 
30 gph capacities range were 10% off 


ments last year in part to an overall 
reduction in spending by government 





construction contracts as a matter of 
fact during the first ten months of 1954 
represented a 41% drop from Janu 
ary to October 1953 and further de. 
clines are indicated for 1955. Awards 
for state and local projects were up 
7% during the same period, with the 


outlook for this year indicating that 


construction on the state and local 


level should more than take care of the 


slack developing at the federal level. 
The tabulation shows total ship 


ments reported to OHI for commer: 
cial-industrial burners during 1954, 





The Yula-trol is connected 
with a “‘probe’’ in the shell 
of the fuel oil pre-heater. 
Should the water be displaced 


from contact with the ‘‘probe’’ 


by oil or air, the Yula-trol in- 
stantly shuts off the heating 
unit and sounds an alarm. 


The new, improved Yula “YT” 
“UO” Tube Heater precludes 
possibilities of Air Pockets. 
It is designed to pre-heat No. 
6 (Bunker C) fuel oil efficiently 
and economically by use of hot 
water as the heating medium. 


The NEW, 
Improved... 


Y i L A -T ROL FUEL OIL DETECTOR 


Thousands of Satisfied 






Customers have Yula 
DEPENDABLE 


yo 


FUEL OIL PRE-HEATER 


PROTECTION 


PATENT 2,610,267 









Approved by the New York City Board 
of Standards and Appeals. No. 367-50-s.a. 
Listed under reexamination service of Under- 


writers Laboratories, Inc., under listing No. U/L 
File E-2489| 





eal 


and.. JY i L A ‘ YT” “U” TUBE FUEL OIL HEATER 





# 2,610,267 and 


letters patent. 
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IMPORTANT :Yula Water Heat- 
ers, Inc., was the first to produce this 
type of probe heater which was de- 
veloped in its factory. Yula Water Heat- 
ers, Inc., and its licensees have the in the pre-heater. 
sole right to manufacture and sell 
probe heaters under letters patent 


heaters of this type, unless licensed 
by Yula Water Heaters, Inc., are 
spurious and infringement of the said 


T « ¢ Simultaneously shuts off the heating 
unit, sounds an alarm and flashes on 
a red light in case an oil leak occurs 


2 « Acts as a Low Water Cut-Off. 


all other probe RESULT: Positive heating system 
protection at low cost. 


For Complete Information, Write DEPT. FO-12 





—— YULA WATER HEATERS, INC. 


166 WEST 225th STREET, NEW YORK 63, N. Y. 
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with comparative totals for the same 








burners in 1953. 
Commercial-Industrial Oilburners 
1954 1953 
Horizontal Rotaries 
24 and under 2,042 2,328 
Over 24 to 8 523 491 
Over 8 to 30 5 847 6,307 
Over 30 to 100 4,216 5,187 
Over 100 382 452 
Total 13,010 14,765 
Gas Burners 
Over 5 to 30 205725 23,199 
Over 30 530 810 
Total 21255 23,929 
Mechanical Atomizing 
30 and over 655 783 
Grand Total 34,920 39,477 
Gas-Oilburners 
Horizontal Rotaries 
214 and under 365 420 
Over 214 to 8 33 43 
Over 8 to 30 306 302 
Over 30 to 100 675 547 
Over 100 67 77 
Total 1,446 1,389 
Gun Burners 
Over 5 to 30 1,149 1,286 
Over 30 90 148 
Total 1,239 1,434 
Mechanical Atomizing 
30 and over 195 184 
Grand Total 2,880 3,007 
Total both Types 37,800 42,484 
.7 
“9 
Tamco Engineers, San Francisco, 
Calif., named manufacturer's repre’ 
sentative for Cleaver-Brooks Co., Mil’ 
waukee, Wisc. The company’s terri’ 
tory will include the northern half ot 
California and the western half ot 
Nevada. 
Richard F. Sharon has been named 
manager, Thermobloc Division, Prat 
Daniel Corp., South Norwalk, Conn. 
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Compact, modern horizontal “New Look” in room 
thermostats. 


Attractive neutral-colored plastic cover blends with 
any color scheme. 

Single dial heating and cooling setting simplifies 
homeowner's operation. 


Penn “heat anticipation” holds heating tempera- 
ture within one degree of selected level. 


Penn “cold anticipation” assures closer control of 
cooling temperature and lowest relative humidity. 


Complete flexibility of fan control to meet all de- 
sign and application conditions. 








e Choice of one manual switch for system and one for 


fan... or single manual switch combining both. 


Snap-acting magnet contacts, time-tested on Penn 
heating and cooling thermostats in over 20 years 
of field experience. 


Changeover from heating to cooling may be man- 
val only; automatic only; or combination manual 
and automatic for homeowner selection according 
to his needs. 


Seven models available . . . for cooling only; heat- 
ing and cooling; or heating and two-stage cooling 
... to fulfill all possible air conditioning needs. 
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Making Sales profitable 
(Begins on page 67) 

your installation work, he must always 

be a working supervisor. No clean desk 

man can do the job.” 

As to efficient use of supervisory em- 
ployees, Kent believes “you can’t use 
them too efhciently unless they are 
damn good men”! On the premise 
that as long as you're doing the busi- 
ness you can spend money and, since 
excellence of supervision is a good way 
to keep the business growing, Kent 
pointed out that extra money spent 


a 3° stamp Is all it takes! 


GILBARCO 


on good supervisory personnel “can 
save you many times that extra money 
every day in the week.” 
“Regardless of what you pay, it pays 
to have good men. If you can possibly 
afford a graduate engineer, a man, who 
in addition to his enginernig ability 
and knowledge, can do a good job of 
on-the-spot supervising, you should 
have him. After seeing the time lost by 
so-called supervisors, the amount of 
time they spend chewing the fat, the 
special privileges they take because 
they're not paid by the hour or per- 





offers new opportunities 
with its Oil Heating Equipment 





RIE 


Increased production and decentralized distribution facilities have made it 


possible for Gilbarco to set new low prices that meet and beat competition— | 


without shaving dealer profit margins and without sacrifice of Gilbarco’s 
traditionally high standards of quality. 


You can sell more jobs, faster, and at a higher profit with this complete line, 
now priced at a level that will surprise you. 


Find out about the best deal, the finest equipment, the most complete line 


in the industry. 


eres USE THE COUPON—ACT NOW!" "= aie 


Gilbert & Barker Mfg. Company 
West Springfield, Mass. 


Dear Sirs: Send me all the facts today on your oil burner Dealer Plan. 





Address. 





: 
7 
I 
| Name 
[ 
i 


(STREET) 


State 





Ser astaes cepeipanncis eibameatianinen: meneust ane 
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haps because they felt they were a part 
of the top brass, I’ve got some ideas, 


How Supervisors help 


Citing a specific example of how 
supervisory personnel can perform on 
the-job training, Kent outlined a hypo- 
thetical case where a serviceman upon 
encountering a complaint that he 
either couldn't analyze or having ana 
lyzed it couldn’t correct, was able to 
be helped by the supervisor in a way 
that enabled him to understand what 
he had done so that he could cope with 
the problem on future jobs. Also, if 
a supervisor has been working proper: 
ly with the men under him, he'll have 
imparted enough knowledge to the 
drivers who have worked on installa: 
tion or overhaul jobs during the sum 
mer so that they are qualified to pitch 
in and help on minor service com 
plaints during emergencies, for exam 
ple. In fact, the supervisor’s ultimate 
aim should be to make all employees 
all-around oilheating men. 

This includes field training, as well 
as training classes and planning educa’ 
tional programs all along the line. This 
takes in the salesman, too, who al 
though he knows creative selling may 
be lacking in the technical knowledge 
that is required to turn in a dependable 
pre-installation survey. 

Concluding, Kent observed: “You 
will find that your average employee 
is anxious to learn. He likes your com 
pany because it affords him the chance 
to learn something. When you teach 
him, you make him more valuable and 
you put yourself in a position where 
you are surrounded by a group of men, 
almost anyone of whom can be sent 
out on almost any job you have to do. 
You'll profit, in the long run, by the 
fact that you’ve paid a good man to 
come into your company to supervise 
your employees, teach drivers to do 
boiler cleaning, educate servicemen on 
special problems and train your sales 
men along technical lines. 

“In the beginning you might find 
that your employees require an awful 
lot of supervising, but after they ve 
been in the hands of a good man for 
any length of time, you'll find that the 
need for supervision goes down and 
down.” 

(Please turn to page 116) 
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ARCOLINER— for steam or hot water heating. This compact oil-fired boiler 
is just right for most homes. Wet base construction makes the Arcoliner 
suitable for first floor installation. These factory assembled boilers are 
automatic . . . and inexpensive to install and to operate. 


OAKMONT—Here is the perfect 
boiler for medium size homes. 
The Oakmont is a durable cast 
iron boiler, with enclosed auto- 
matic controls. 














American-Standard offers a complete line 
of quality oil boilers... cost no more than 
the ordinary... provide outstanding advantages ! 




















EXBROOK BOILER—The Exbrook can be 
used with either steam or hot water 
systems in large homes, apartments and 
commercial buildings. This completely 
automatic boiler will give long-lasting. 
dependable service at low cost. 


@ When you handle American- 
Standard, you have oil boilers that 
completely satisfy every heating re- 
quirement. What’s more important, 
‘ou can depend on American- 
‘andard. Every boiler is built of 
0p quality cast iron . . . meets the 
lighest standards of quality control. 

American-Standard boilers are 
‘ugged, efficient and easy to install. 
ery feature has been skillfully en- 
ineered to take full advantage of all 
‘e fuel burned. American-Standard 
il burners are both efficient in op- 
“ation and attractively jacketed. 


‘ 


‘ecify and insist on American- 
‘andard, the line you can install 
"th complete confidence. For more 


lailed information contact your 


tiled information contact your American-Stardard 


'adiator & Standard Sanitary C 
y Corp., 
ee HOT WATER HEATING 


REDFLASH—Nos. 3, 4 & 5. This boiler 
can be used with either water or steam 
systems in medium and large buildings. 
Noted for its rapid heat transfer, the 
Redflash insures generous, even heat 
with minimum attention. 









ARCOFLAME CONVERSION BURNER — This high-quality oil 
burner comes in a wide range of heating capacities, from .75 
to 7 gals. per hour. It is moderately priced, easy to install and 
service. The Arcoflame is designed with three mounting ar- 
rangements to fit all makes of boilers in its capacity range. 


*rving home and industry: AMERICAN-STANDARD © AMERICAN BLOWER: - CHURCH SEATS & WALL TILE - DETROIT CONTROLS - KEWANEE BOILERS + ROSS EXCHANGERS + SUNBEAM AIR CONDITIONERS 








. . « » Making Sales profitable 
Controlling installation Costs 


INAL SPEAKER, Willard Heddon, 
The Heddon Co., Dover, N. J., 
told how his company “Controls in- 
stallation Costs.” It begins, 


survey of the job, you can go back 
to the ofhice, make a more careful esti- 
mate of the job and be able to send 
your men to the job with the proper 
plained, with the pre-installation sur- equipment. For example, if it’s a 275 
vey, during which everything pertain- gal. tank, narrow or wide, you will 
ing to the job is very carefully noted, know whether it’s going to fit in the 
including the type of heating system, door or not. 
structural condition of the house, chim- “So, the careful survey first. Next, 
get a trained man who will know how 
to get the tank in the cellar.” 

Along these lines, Heddon recounted 


he ex- 


ney and cellar, location of storage tank 
and similar information. Because, 
“Once you have made a preliminary 








SHIC-SPAN £4 


poy (a 


profit angle 
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PREMIER cleaners 
come complete withall 
basic cleaning tools 





Now, faster furnace cleaning with the amazing, low cost 
Spic-Span gives you big returns three ways. You cut idle 
time — increase profit— during non-heating season. You 
gain new customers because of outstanding service. You 
build customer preference . . . keep old clients “‘sold”’ 

by keeping heating units at top operating efficiency. 

Why Spic-Span? Because it’s the finest low cost furnace, 
air conditioning and boiler cleaner made. Has advanced 
design features such as patented internal expandable filter 
with 3 times greater area than any other of its size. Spic- 
Span is completely portable, yet holds half bushel, easy to 
operate, offers the utmost in rugged construction. Built to 
meet the demands of long-time heating and air conditioning 
men by PREMIER, first and most respected name in 
furnace cleaners. 


Investigate this new angle on profits. Write today for details. 


ue 


@remien) Che premier co. 


755 WOODLAWN AVE., ST. PAUL 1, MINN. 


DEPT. 40! 
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the success of the training program 
originated in New Jersey by the Oj 
Heat Council, under which all em 
ployees, new and old, are invited to 
school. The classes are practical, en 
compassing instruction by manufac 
turers or their representatives on spe- 
cific types and makes of oilburning 
equipment and accessories used with it 
Almost 2,200 men attended 38 schools 
in New Jersey last year. 

Heddon’s next point outlined the 
need for service trucks, meaning, “a 
truck with a considerable amount of 
the equipment necessary for an instal- 
lation, which can double effectively as 
a service truck, particularly for those 
dealers who operate a small business 
Believe it or not, we even have a spare 
burner in our truck so that if we can't 
fix the burner, at least we get the heat 
on before we leave.” 


Post-installation Survey 


After the installation has been com 
pleted, Heddon went on, the same 
salesman who sold the job goes back 
to the job to see if the job has been 
handled properly. “Also, that’s a pretty 
cute idea of talking with the owner 
by asking him, ‘Do you like the way 
our men installed the burner?’ ‘Is it 
working satisfactorily?’ “Has any serv 
vice we've rendered been all right?’ 
‘Do you know of anyone else in the 
neighborhood interested in an oilburn- 
er?” And you'd be surprised at how 
many leads you pick up that way.” 

Also after the installation is made 
a comprehensive check list is filled in 
to see that nothing was left undone 
and finally, the burner is adjusted by 
instruments. 

“If you've done all these things,” 
Heddon remarked, ‘tand done them 
carefully, I am sure you will be able 
to control your installation costs.” 
Heddon continued that his salesmen 
are instructed not to use the words 

“burner or burning” in their presenta’ 
tions. Instead they sell “not an oil- 
burner or a trade name, but we want 
to tell them about comfort, warmth 
and convenience. Fundamentally, isnt 
that what you are in business for: 
warmth, comfort, convenience? 

“Sell the service, don’t sell the prod’ 
uct. Sell what you have. It’s a gran 
thing.” 





March 














n 


Sse & 


*Re 





tal 
y as 
10se 
less, 
are 
ant 
heat 


ame 
yack 
een 
ety 
yner 
way 
Is it 
serv’ 
sht?” 
the 
urn 
how 
ay. ” 
nade 
d in 
Jone 


d by 


gs,” 
them 
able 
sts.” 
smen 
rords 
onta’ 
oil 
want 
rmth 
isn't 
for: 


rod: 
rand 





i ccidealceaaihl 









| HOME HEATING 


























H) AlR' WALL 


SS SYSTEM 







ano COOLING 















Good things happen when you 
“cign up’ with G.E. 


If politicians were home heating and cooling dealers, 
they'd all switch to G.E. That’s because they believe 
in the adage “if you can’t beat ‘em—join ‘em.” 

And a good idea for dealers who are tired of tilting 
at windmills or bucking headwinds is to jump on the 
GE. “brandwagon”...and enjoy the advantages that 
belong to the man who hangs the G-E monogram over 
his shop. For example; 

- A full line of the finest home heating and cooling 

units made. 

* Units designed for every house, no matter what 

the design, type, size, location or climate. 


HOME HEATING & COOLING DEPT. 
Progress /s Our Most /mportant Product 


GENERAL @@ ELECTRIC 


“Reg. Trade Mark of General Electric Co. 
Pricloil 
liters 





G-E HOME HEATING 
AND COOLING...MADE 











SWITCHING TO 


MY NEW HOME 
POSSIBLE 





“a A Sy ines 
> . | FEATURING 
- YEAR “ROUND 
AIR CONDITIONING 
WitH AIR-waL 
tetera 








« Units that carry the famous G-E Warranty offer- 
ing you and your prospects more protection mile- 
age than any other in the business. And that 
includes a 5 year protection plan on the sealed-in 
system of the cooling unit. 

Like most G-E dealers, you'll find that the good things 
in life come a lot easier and faster when you work 
hand-in-hand with G.E. Send the coupon below. It is 
just possible there is a juicy franchise still open in your 
territory. When you get the full story on the great G-E 
line and the “Franchise with a Future”...we think 
youll be glad to “join us.” 


© O@ SF EO 6.6826 8 2D 8 OBB LER 20 OC 2°08 £1616. 6 6.2 Oe eee eo eS 


GENERAL ELECTRIC CO. 

HOME HEATING & COOLING DEPT. FO-35 

BLOOMFIELD, N. J. 

Yes, | want the facts on why “signing up” with G.E. will step up my 
sales and progress. 


NAME 





TYPE OF BUSINESS.__ 


ADDRESS__ ee ee ee 
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Profits in Cooling 
(Begins on page 58) 


to re-consider, the important fact that 
climate is the biggest incentive in get- 
ting prospects to consider an invest- 
ment in air cooling systems. However 
a large number of installations, and a 
still greater number are pending propo- 
sitions. This year and next year an in- 
creasing number of prospects will be 
after the facts. They will logically ask 
about the first cost, operating cost and 
maintenance cost. 
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BETHLEHEM DYNATHERM 


= BY G#14, COMPARATIVE TEST! 
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If they have had other bidders on 
the job they will wish to make size 
comparisons and discuss cooling capact- 
ties. They should be carefully advised 
about any structural 
changes, particularly regarding win- 
dows, overhangs for shade, insulation, 


1 
recommended 


power supply availability, and other 
fundamentals. Good engineering at 
this stage can save or prevent appre- 
ciable waste. 

Another important basic considera- 
tion is the location for heating and 
cooling units. Arrangements such as 


BETHLEHEM DYNATHERM 


WasHLVNAG 

















the one shown have become very popu 
lar. Two units of this type could be 
used for homes having Btu loads aboye 
that of the standard equipment. 

Where floor space is extremely 
limited, then horizontal type units may 
be more satisfactory. Then, too, it ap 
pears to be the trend to locate either 
a part, or all of the cooling equipment 
high side in a weather-proofed outdoor 
enclosure. 

Recent issues of FUELOIL & On 
Heat have published a thorough but 
simplified discussion of the cooling 
cycle. In future installments of thi 
series the basic engineering details wil 
be analyzed. In preparation for this 
and for assistance in understanding the 
many special terms that are used only 
in cooling work Table I defines some 
of the words that are a part of every 
day discussions in residential cooling 

Following articles will deal with 
other engineering matters which inflw 
ence the design of the equipment, as 
well as the size and the selection of 


components that will best serve the re 
: THE Bs Ihe adi 
m iS m | quirements. Also there will be a diy 
Ir x cussion of installation procedures to 
| a . ° ~ 
= ECONOMICAL = provide adequate cooling capacities at 
= mm most reasonable first cost and operating 
= FFFICIENT = expense, as well as comments on what 
AND may be anticipated for maintenance. 
z P paacrage uni § 
: 7 
: ON THE MARKET! 3 
= = | 
® The Whirling Flame extracts every bit The Bethlehem Dynatherm has the same ° 
of useful heat from every drop of oil, heating capacity in a fraction of usual 
assuring big savings on fuel bills! Sav- boiler size and is as automatic as an 
7 ings up to 40% and even more have _ electric refrigerator or television. And, 4 
=g been reported after replacement of old best of all, it costs little more for the =] 
Toil burner (regardless of make) with Bethlehem Dynatherm than converting - 
the Bethlehem Dynatherm! an old boiler! an 
ae 2). 2 < 
z This 1S YOUR OPPOR TUNITY to become a member of the z 
BETHLEHEM family! Fill out and return the coupon toaay! 
Se Sr eee a ee eS a ge a ee aR ee aE ne Re SN Oe ee ae ee ae 1 
| | 
| I 
| | 
| BETHLEHEM FOUNDRY & MACHINE CO. 3 
| 225 W. Second St., BETHLEHEM, PENNA. | | 
| | | 
| Please send us complete details concerning the Bethlehem Dynatherm Franchise. | | 
7 | | This compact vertical type condition 
DUPRE y s0 0:0 610.6 60 10 6:0.s nie o:c's0 oss eben c cons ees ccc saws sob wieisiee 000660 asic sesies seieeis l | ing unit includes all parts mentioned in 
| | the cut-a-way photograph. Picture ™ 
j ADDRESS 2... sees cece eee eec eee eee eee eseeeneesseeeneeeeseseesneseeeecees | | dicates return air intake to the age 
| | | plenum chamber and one outiet 2 
CE Site cuss nes sarviinsad ee RN sic isesentietre sina’ | | charge grille. (Photograph Courtes) 
PEE ARTES iain SAS SOD ee oe Se a a eee | | | Carrier Corp.) 
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A New Combination 


TO LOWER COSTS... 















’ move. FAL-40 comsination 
te FAN AND LIMIT CONTROL 


FULLY 
AVAILABLE ADJUSTABLE 
WITH OR FAN AND LIMIT 


WITHOUT SETTINGS 
WINDOW / 




















PROTECTED 
BIMETAL 
ELEMENT 


ACRO Snap Action 


PRECISION 
SWITCHES 





Here’s a combination you can’t beat. It’s the The Model FAL-40 Crise has adjustable fan 
Crise Model FAL-40 that performance-wise is and limit control settings. The fan differensiel 
equal to any conventional bimetal fan and is also adjustable while the limit differential is 
limit control and is interchangeable with most. fixed at approximately 20 degrees. 

A reduction in size and number of parts per- Many leading manufacturers have already 
mits us to manufacture the FAL-40 economi- adopted the Crise FAL-40 and thousands ace 
cally and still maintain highest standards of giving excellent service in the field. Available 
quality and performance. with your brand name if desired. 


NO BIGGER 


Write for a sample and quotation. 


CRISE CONTROLS DIVISION 


CRO 
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Letters 


SOCON Y-VACUUM CO. 


New York 4,N. Y. 
Editor: 

With reference to supplier-distribu- 
tor relationships, I believe you'll be in- 
terested in the attached copy of a let- 
ter that we send occasionally to dis 
tributors handling Mobilheat. The sub- 
ject of this letter is one which has re- 
ceived considerable attention in the 
trade press recently. 

L. B. FOX, Manager, Fueloil Div. 


To Mobilheat Distributors: 


Your customers, your employees, 
and you yourself may ask occasionally: 
Why are price rises and drops on such 
necessary? 
What purpose do price fluctuations 
serve for the consumer? In this con- 
nection, we have had inquiries recent- 


products as Mobilheat 


ly from associations of distributors. 


A case in point is the recent whole- 
sale price increase of Mobilheat along 
the Eastern seaboard, on December 4, 
1954. As usual, this price rise received 
considerably more attention than the 
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THE SHORTER THE CHIMNEY 
a ee 


with the 


quickdraft 








DRAFT CREATOR 


High chimney, high draft; low chimney, 
no draft? No longer true when QUICK- 
DRAFT is installed on low-chimney 
installations typical with ranch type 
houses, one-story structures with sus- 
pended unit heaters, high input fur- 
naces, boilers. 


QUICKDRAFT creates all the draft 
you need without obstructing smoke- 
pipe or flue. Overcomes loss of static 
in long smokepipe runs and angles in 


chimney. Makes efficient firing possi- 
ble by inducing sufficient combustion 
air. Can be cycled to create draft before 
firing begins for pre-purge and elimi- 
nation of pulsation. Available for 
installation up to 5 million BTU input. 


Get all the facts. You'll want to use 
QUICKDRAFT on your next job. 
Write for complete literature, instal- 
lation manual and name of your 
nearest jobber. 


QUICKDRAFT COMPANY, Dept. F 


1150 So. Erie Blvd. 
120 


HAMILTON, OHIO. 
March 





price drops that had been taking place 
earlier in the year. Our present q, 
erage of wholesale prices of Mobilhegt 
for major markets along the Eastern 
Seaboard has only now returned to the 
same level reached in January, 1954 
and prices by individual points range 
from .6¢ lower to .3¢ higher. We be. 
lieve you and your employees, in your 
contacts with the consumer, might 
want to point out that a price increase 
often represents just a necessary effort 
to regain lost ground. 

This freedom of prices to rise and 
fall in response to supply and demand 
is one thing that helps make sure 
there'll be enough goods for everyone, 
when and where he wants them. The 
price of a product at any given mo- 
ment is important to the buyer, of 
course, but so is adequate supply. 


Refiner has Choice 


As you know, a refiner has a certain 
amount of choice as to how much of 
various products he can make from 
each barrel of crude oil, which is his 
raw material. He can make more gaso 
line and less light heating oil, for iw 
stance, or vice versa. In a free market, 
such as we have in this country, a re 
finer will naturally tend to concentrate 
on the product that brings him the 
best return. This is as it should be. We 
all do business that way. So if the cow 
sumer is to be sure of getting enough 
light heating oil, then the price of this 
heating oil has to be attractive enough 
to encourage the refiner to make 
enough of it. 

There are a number of economic 
forces which cause prices to change in 
the market — supply-and-demand and 
competition are predominant ones. 
They may operate sooner in the case 0] 
one individual supplier than in the 
case of another. But in our economy 
the same forces tend to apply, within 
a relatively short time, with about the 
same pressures to all suppliers. 

Prices of light heating oil are nor 
mally higher in the winter, when de- 
mand reaches its peak, and lower 
the summer, when demand reaches 18 
low point. The biggest factor affecting 


nce 
demand is, of course, weather. Sinc 


the weather is unpredictable, we be- 


, Laer m 

lieve the price fluctuations that ste 
5 an 

from such changes in demand are 4 
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Year ‘Round Air it’s Sr only priced right, but | 
ea , : en 
ditioner equipped 
ag for Gas. | 















ue Built Right 
vs Priced Right 


There’s a po 
“You can 
buy better!” 
true than 
compl 


Pular slogan that says, 
Pay more, but YOu can‘t 
And never was it more 


when applied to the 
ete Moncrief line! 







People in } 
the furnace by 
Yeor ‘Round Siena , siness 60 years of 
ir Same “= von acturing background 
ditioner Sane i are aq ie 2 
ih cade saith Oil i Pst Himes ad today, with every 
vestibule. Burner. : ecnnique to provide you 





troublesome installations. 





| And don’t Overlook... 
UREFIT, 
Standardized Pipe and Fittings | 
/ A The up-to-date way to make 
; etter, — economical installations 
. Cooling asemen 's with Moncrie ji 
ee Unit with A-C ty Duct, Stack and ru ae wa ee 
ia integral Blow s ) ve 
conditioner integral Blower Gas or Oi fabri ti nme ete 
set : ication in our mechanized 
_insialed with shop means lower Prices. Ingenious 
: araers . .. Snap Lock me 
with or without 


ans easier handling, 
And they're Carton. 
€ction in shipment 


cen burner Surer joints. 
Packed for prot 
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and storage. 
5 oe as ee Moncrief Wholesaler. 
} e nas your answer to MORE 
i Gravity o 
ed rahe! PROFITABLE business! 
Counterflow Utility f 
Unit : | 
: Unit ! 
Gas or Oil Gas os Oil 
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Horizontal 
Furnace 


Gas or Oil. 


ina, Ohio 
THE HENRY FURNACE COMPANY ° Medina 
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1G AND AIR CONDITIONING UNITS FURNA PIP AN F TT NG 
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inescapable part of the heating oil been free to rise and fall in the free 





business. market has helped make the supply of 
We don’t believe businessmen can this product sufficiently plentiful that 
or should disregard economic princi tts price on a heating-value basis has 
ples in pricing their products. None of remained more attractive in most areas 
us wants government control of pri- along the Eastern seaboard than prices 
vate business or government price-fix | 0f competitive fuels. 
ing for goods. But if those of us in Distillate fuel oil business is very 
business tried to ignore fundamental important to Socony-Vacuum. We 
economics in pricing our goods, we _ have worked hard in a number of ways 
would just be substituting one sort of | to help Mobilheat resellers remain 
interference with economics for an- profitable, because that is our own best 
other sort of interference. assurance of staying profitable. Socony- 


The fact that fuel oil prices have Vacuum has developed a volume of 


BOILERS — 


FOR STEAM OR HOT WATER 
aes | BUILT TO LAST A LIFETIME 








\ scnutt UNDER ANY CONDITIONS 
\e/ or 
\. PA Qualified for A.S.M.E. Marking 
V & E 4” PLATE — 14” wall, TUBES a ; 


COMPLETE 


PACKAGE UNIT 


ALL CONTROLS MOUNTED and 
WIRED and Fully PROTECTED for 
shipment and delivery into basement. 
A UNIT that stands up under rough 
handling. BUILT-IN, FLOOD-PROOF 
EXPANSION TANK and INTERNAL 
BY-PASS for SLAB HEATING. 
Includes ALL necessary Controls and ac- 
cessories. 


3 G.P.M. Tankless D.H.W.—Provision 
for additional coil if needed. 


This UNIT, designed and built by men with long 
experience, has every part co-ordinated to insure 
HEATING SATISFACTION, to REDUCE SERVICE 
TO A MINIMUM, and to make what little cleaning 
and service necessary, as easy as possible, 


WRITE or PHONE, to-day for Literature 
and Prices 


V&E 
PRODUCTS, INC. 


SCHUYLKILL HAVEN, PA. 





MAKERS OF THE FAMOUS 


= ee ee 
FOR ROTARY BURNERS 





Warehouses: 


BALTIMORE ¢ BUFFALO e¢ PHILADELPHIA © SCHUYLKILL HAVEN e LOWELL 


Phones: 


SAR. 2387 GAR. 7300 WAYNE 1625 S.H. 122 GLEN 7-7496 
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"in the South. Later he joined the A. Y. 
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business in heating oil that is of req) 
importance to us, and we are deeply 
interested in assisting the continued 
growth of this business. We believe 
the interchange of information of this 
sort is helpful to such growth. 


eo 
Electric Motors 
(Begins on page 55) 

The brushes and commutator work 
only when the motor is starting. At 
roughly two-thirds of the motor’s nor. 
mal speed, centrifugal weights do . 
trick of changing the nature of the 
motor—which up to now has been at: 
ing like a direct-current motor. The 
weights shift the position of a device, 
causing it to short-circuit the commy 
tator, connecting together its differ 
ent segments. This turns the wit 
wound armature into the equivalent of 
a squirrel-cage rotor. 

In certain repulsion-induction my 
tors, the commutators are short-cir 
cuited by a spring and cone device, 
located within the commutators, whic! 
connect every commutator segment t 
every other segment. 

In others, the commutator segment: 
are connected together at eight point: 
by four little centrifugally-operatec 
shoes, connected to each other by wires 

To reduce wear-and-tear on brushes 
and commutators, certain repulsion: 
induction motors have a brushlifting 
feature. The brushes do not ride on the 
commutators with these motors run 
ning at their usual speeds. This fea 
ture has no electrical significance. The 
electrical and load-handling aspects ot 
these motors is the same whether the 
brushes lift or ride during operation 
at regular motor speeds. 





So 

H. Kenneth Adams has been named 
southeastern district sales manager, 
Geo. D. Roper Corp., Rockford, Il 
He will cover Georgia, Florida, Ala’ 
bama, North and South Carolina for 
the manufacturer of rotary pumps 
Previously Adams had represented the 
Yale and Towne Manufacturing Co. 


McDonald Co. and continues to fe?’ 


resent this company. 
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ort-cir 
levice: Pinta of the new STEINEN Draft Regulator 
which last year created a definite stir in the industry because 
nent t of the outstanding features that assure more efficient 
operation and easier installation. Now, because of 
gment: repeated requests, the Steinen Draft Regulator is made 
- point: in models to fit ALL normal requirements. 
peratec 
y oe These features have proven their value in use: 
brushes 
yulsion’ Weight adjustments calibrated clearly 
lifting and accurately for quick, easy setting. 
-on the The calibrated settings are applicable 
ites for both horizontal and vertical installa- 
nis fea #3 tions. It is not necessary to interchange 
ce. The ANY parts. 
. ae The minimum frictional area of the 
; hinges rotating on two heavy duty, core 
— rosion resistant bearing pins creates a 
non-clog, non-binding bearing surface 
that is extremely sensitive. 
Get complete details... NOW! 
named 
anager, Contact your jobber or write directly to: 
ord, Il. \ 
la, Ala’ 
: \WM. STEINEN MFG. CO. 
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ing Co. 43 Bruen Street, Newark 5,N. J. 
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Industry Grouas 


Activities of local and national in- 
dustry associations are reported month- 
ly in this department. Secretaries are 
invited to send reports of their Group's 
activities to reach the editor by the 


15th. 


Warm Air Group will hold 


four-day short Courses 


DESIGN and installation plans on a 
choice of three problems will be the 


feature of a series of four-day short 
courses to be held by the National 
Warm Air Heating and Air Condi- 
tioning Association at Michigan State 
University, March 28-31, and Penn- 
sylvania State University, April 6-8. 
Earlier courses had been held at Okla- 
homa A. & M. College and Purdue 
University. 

The three problems are: 1. A small 
residence that may be figured with or 
without basement; 2. A larger resi 
dence with a partial basement; and 3. 
A commercial building that can be used 








Make It Easier 


Super Model AF 


For Your Customers 
To Enjoy Oil Heat 


A Super cleaned furnace burns fuel better, 
gives more heat for less cost, keeps your 
oil-buying customers satisfied. 

The Super furnace cleaner Model AF is 
easy to handle, does a complete thorough 
job without disturbing the household. 
Compact, lightweight, you can take it any- 
where. It not only provides you with 
profitable cleaning work but it is a low 
cost means of sales promotion and ex- 
pansion. Sell new plants, repairs and re- 
placements. No other cleaner gives you 
so much for so little. 


@ Wide range of utility 

@ Powerful action 

@ Wet and dry pick-up 

® Specially built electric motor 
® Labor saving Super Tools 


You can keep busy all year long with the Super 
Model AF. Ask your supply dealer. Write for 
complete specification data. 


Super Model AF-—The only com- 
mercial suction cleaner, which pro- 
vides in a small, light-weight, low- 
priced unit the wide range of utility 
and powerful pick-up of the big 
heavy-duty Supers. 


Super Red Streak—Super Red Streak Model SH 
provides the big capacity for extreme heavy duty 
wet and dry, hot and cold furnace and heating 
plant cleaning Can be equipped with non-clog 
Supertex Filter Bag—standard compact size, not 
oversize—at small extra cost. 


NATIONAL SUPER SERVICE COMPANY, INC. 


1951 N. 12th Street 


Toledo 2, Ohio 


Sales and Service in Principal Cities 


la Canada: Plant Maintenance Equipment Co. 


Toronto, Montreal, Vancouver ¢ 3 


3, 
“Once Over Does It” Wa 


SUPER SUCTION 


® 


SINCE 191) 


“THE DRAFT HORSE OF POWER SUCTION CLEANERS” 





in advanced heating, combination heg. 
ing and cooling, or airconditioning 
problems. 

Such subjects as location of perim- 
eter diffusers, chimney and drafts, duct 
sizing, what’s new in research, selling 
forced warm air heating, and trends 
in year ‘round airconditioning will be 
discussed in relation to the foregoing 
problems. 

Registration fee at either school js 
$25.00 per person (includes plans, 
worksheets, and required manuals), 
For details relating to campus accom 
modations, write C. H. Pesterfield, 
Dept. of Mechanical Engineering, 
Michigan State College, East Lansing, 
Mich., or T. A. Wright, Room 103, 
Mechanical Engineering Bldg., Penn 
State University, State College, Pa. 


Old Timers Jamboree set 


for April 20 in Chicago 


THE OLD TIMERS JAMBOREE, annuil 
get-together of the Old Timers’ Club 
of the Oilburner Industry, is set for 
April 20 in Chicago during the Oil 
Heat Institute meeting. It will be held 
at the Western Society of Engineers, 
says H. A. Maccubbin, Villa Park, Ill, 
secretary of the club. At the same time 
he reveals that members will be al 
lowed to bring guests to this year's 
soiree. 

Jim Owens, Mercoid Corp., Chi 
cago, and president of the Old Timers 
Club, promises the usual fellowship, 
fun and frivolity. The preliminary an 
nouncement, he explains, was a re’ 
minder to members to pay their dues 
in order to be eligible to attend. 


Association of Steam Heating 
Manufacturers issues Booklet 


A CAPSULE, refresher course in the use 
and specification of steam heating has 
been published by the Steam Heating 
Equipment Manufacturers Associa 
tion, Chicago. 

Called “What you should know 
about modern steam heatinfi” the 1 
page pamphlet gives information that 
will help dealers evaluate steam a5 @ 
heating medium for specific types of 
installation. An important section 15 4 
outline for steam heat system specifica’ 
tion with a checklist. 

The booklet describes the character’ 
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BASEMENT “SPACESAV 


Airtemp Furnace (gas or oil) with compact inverted ‘‘V"’ cooling coil mounted on top provides 2/3 of Year ‘Round Air 
Conditioning System; to complete cycle you just add waterless or water-cooled condensing unit —outside the house, in the 


garage, attic, craw/ space or the basement. 
\ 1 


Inverted “‘V’’ coil 
which, installed with 
Airtemp radial 
condensing unit, 
completes system 
for Year ’Round- 
Air Conditioning 


Airtemp Waterless 
(Air-cooled) 

Condensing Unit— 
uses only air 
and electricity 


ego" en > » 
‘* Guaranteed by % 


Write for complete details es 
of today’s most profitable 


heating franchise... 


DAYTON 


HEATING AIR CONDITIONING FOR HOMES, BUSINESS, INDUSTRY 
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istics of steam, relating them to specific 
efficiencies and advantages in individ- 
ual applications. It outlines the types 
of buildings, equipment and heating 
requirements served most economically 
and efficiently by steam. Problems of 
heating control maintenance, repair 
and alteration are discussed in detail. 

Copies are available from the asso- 
ciation at 450 E. Ohio, Chicago, or 
from any of the following member 
companies: Barnes & Jones, Inc., Bos- 
ton; C. A. Dunham Co., Chicago; 
Hoffman Specialty Mfg. Corp., In- 


dianapolis; Illinois Engineering Co., 
Chicago; Marsh Heating Equipment 
Co., Skokie, IIl.; Sarco Co., Inc., New 
York; Sterling Inc., Milwaukee; and 
Warren Webster & Co., Camden, 
N. J. 


Rutgers plans training Program 
for effective Fleet Operation 


A TEN-LECTURE training program in 
effective fleet operation is underway at 
Rutgers University, 77 Hamilton St., 
New Brunswick, N. J. Pennsylvania 





BUILD GOOD WILL, 
CUT SERVICE CALLS 


-.-WITH SINCLAIR 
SUPERFLAME’ 


FUEL OIL 


There’s no better way 


Sinclair SuperFlame builds good will because it offers 
anti-rust protection at no extra cost. SuperFlame contains 
Sinclair’s exclusive rust inhibitor, RD-119®. Used 

regularly, this top-quality fuel oil protects against rust-clogged 
filters and burner nozzles... assuring greater customer 
satisfaction ...and fewer service calls. 


To gain good will and save on service, do yourself a favor. 
Switch to Sinclair SuperFlame Fuel Oil today. 


SINCLAIR FUEL OIL 


Supe 


Flame) with ep-119® 
® 
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to boost your profits than by 
building customer good will. And there’s no 

better way to build good will than by switching now 
to Sinclair SuperFlame Fuel Oil. 


SO DIFFERENT — IT’S PATENTED 








State University is cooperating with 
the series which began March 10 ang 
is scheduled for each Thursday there. 
after until May 12. 


This is a 30-hour course with clasges 
conducted evenings. Qualified lectyp 
ers experienced in motor transporty 
tion, mechanics, insurance and driver 
education will serve as instructors, Spe- 
cial driving and teaching aids as well 
as films will be utilized. 

Owners, sales managers, mainte 
nance personnel and dispatchers are 
invited to enroll. The lectures wil] 
cover the following topics: Planning 
for profit; Driver selection; Driver 
training; Organization and manage 
ment; Safety and efficient operation; 
Supervision; program 
and facilities; Prevention of non-ve 


Maintenance 


hicular losses; Accident procedure; and 
Awards and incentive contests, 


The tuition fee for the series is $40, 


Huber will head Oil Industry 


Information Committee in ’55 


OFFICERS AND MEMBERS of the Oil In’ 
dustry Information Committee during 
1955 were announced by the Ameri 
can Petroleum Institute, New York. 
W. R. Huber, Gulf Oil Corp., was 
elected chairman of the committee 
which advises the Institute on its pub- 
lic relations program. 

Vice chairmen are L. R. Kamper- 
man, Leonard Refineries, Inc.; Kerryn 
King, The Texas Co.; Richard Rollins, 
Atlantic Refining Co.; J. H. Sem 
bower, Shell Oil Co.; Roy M. Ste: 
phens, Humble Oil & Refining Co. 


Pumping Problems discussed 


at Maryland OHA Meeting 


BRANT RITTENHOUSE, allied with the 
pump industry since 1925, discussed 
fuel pumps and pumping practices at 
the February 15th meeting of the Oil 
Heat Association of Maryland in Bal: 
timore. 

Also on the program was Harold O. 
Smith, Socony- Vacuum Oil Co., whose 
talk was entitled “A Natural Resource 
in Jeopardy.” He commented on gov 
ernment interference and regulation 
the oil industry. 

A special invitation was extended to 
operating personnel of members to a 
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LEADERS RELY ON LAU 


el 


z | 
t. 


FOR SUPERIOR COMPONENTS IN 
AIR-HANDLING EQUIPMENT 


Series ‘‘A’’ and Lau-Pak 


Gold Seal Bearings 


Self -Aligning 
Pillow Blocks 


Lausteel Variable Speed 
and Constant Speed Pulleys 


Quality engineering and advanced design are characteristics of every 
Lau component for air-handling equipment. Examples: the five units 
illustrated here. No matter how large or how small, how intricate 
or how simple, if you buy it from Lay you know it will live up to 
every claim made for it. That’s why leaders in air conditioning, 
heating, ventilating, oil burning, refrigeration, and automotive ac- 
cessory equipment manufacturing rely on Lav for standard and 
special items. 


LAU SERIES ‘‘A’’ BEARINGS ¢ LAU-PAK GOLD SEAL BEARINGS 
Series “A”: self-aligning, self-oiling bronze bearing held in the hous- 
ing under uniform spring pressure. Large capacity oil reservoir. 
Bore sizes: 5”, 3%”, 1", and 1%g¢”. Geld Seal: requires no addi- 
tional lubrication; ample supply of plastic petroleum sealed in housing. 
Bore sizes as above. 


LAU SELF-ALIGNING PILLOW BLOCKS 
Lightweight, low-cost, oil-tight steel housings with porous bronze 
bearings. Hold much more oil than cast iron types. Long bolt slots 
permit interchanging with other makes. Bore sizes:5%”, 34”, 14.5”, 
1”, and 1%@”. 
aS Gey inveive the above, oF | LAUSTEEL VARIABLE SPEED AND CONSTANT SPEED PULLEYS 
Belt-Drive and Direct-Drive aoe F 
Variable Speed: allow speed variations up to 30%, thus assuring 
Blowers, Wheels, or Fans. : ? : ; one . 
noise-free, efficient operation for many drive combinations. Di- 
ameter: 314,” OD. Bore sizes: 14”, 4”, and 3%”. Constant Speed: for 
use with both “A” and “O” section belts. Give better performance 
with less friction, longer belt life. Diameters of 6” to 10” inclusive. 


Sl 
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THE LAU BLOWER COMPANY « 2113 Home Avenue, Dayton 7, Ohio 


In Canada @ The Lau Blower Company of Canada, Ltd., Kitchener, Ont., Canada 


LAU World’s Largest Manufacturer of Air Conditioning Blowers 
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tend the meeting on pump efficiency. 

The “on to the counties” program 
of the group has had a successful start 
with meetings at Frederick and Easton. 
These regional meetings are expected 
to increase OHA’s membership in the 
areas outside of Baltimore. 



































Northwest Petroleum Assn. 
names Gemlo as President 


TOM GEMLO, Petroleum Service Co., 
Minneapolis, Minn., has been elected 
president by the Northwest Petroleum 


Granco 
gives you 







— 












COMPETITIVE MODELS 


METER A 
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ORE for your money 


Association at its recent 32d annual 
convention at the Radisson Hotel, 
Minneapolis, Minn. He succeeds Myles 
F. Hall, Como Oil Co., Duluth, Minn. 

In addition to Gemlo, the Associa- 
tion also elected Glen Nelson, Pioneer 
Oil and Coal Co., Fargo, No. Dak., 
vice-president; and N. R. Distel, Distel 
Oil Co., Le Seur, Minn., as treasurer. 
H. F. Horning was re-elected secre- 
tary. 

New members of the board of direc- 
tors include: From North Dakota: 


, GRANCO LINE METERS 


STAY IN POSITIVE ADJUSTMENT 
For faster flow 
highest accuracy 
longer life 
lowest maintenance 
and trouble-free operation 


ANOTHER GRANCO FIRST 
Comparison tests with competitive 
meters over three year period 
by a major oil company proved 
GRANCO METERS delivering nearly 
twice the gallonage under iden- 
tical conditions. 


GRANCO is the best meter for you 
--- LET US PROVE IT! 


METERS AND PUMPS 
GRANBERG CORP. 


1308 SIXTY-SEVENTH STREET 
OAKLAND 8, CALIFORNIA 




















Jack Coughlin, Ray Reimer, Al Saun. 
ders and Bob Nelson; from Minnesota: 
Harry Anderson, Lloyd Engstrand, 
John Kuether and Ed Melody; from 
Twin Cities: Cal DeLaittre, Walter 
Kunz and Joe Bussard. 

Along with the elections, the two 
day Convention featured a banquet 
and addresses by George Rose, Ethyl 
Corp., Chicago, on “Dealer Training”. 
Otis H. Ellis, general counsel, National 
Oil Jobbers Council on the “Nojc and 
You”; L. T. White, manager of Busi: 
ness Research, Cities Service Oil Co, 
on “Distributive Education”; and 
Louis W. Leath, vice president and 
general sales manager, Sinclair Refin- 
ing Co., who discussed the fueloil 
natural gas situation. Myles Hall pre: 
sided at both general sessions. 


Maine Dealers’ Association 
backs amending licensing Law 


THE MAINE OIL & Heating Equipment 
Dealers’ Association is supporting a 
bill before the state legislature which 
would exempt members of the indus 
try from the electrician’s licensing law. 

The association’s attorney drew up 
the amendment and a state Representa: 
tive has introduced it under the num- 
ber L.D. 203. Members attended a hear’ 
ing before the Legal Affairs Commit: 
tee to show industry interest in the bill. 

Edward P. Hacker, president, Sid 
ney Thaxter, attorney and Donald H. 
McGovern, executive secretary, met 
with the president of the Fire Chief's 
Association to discuss legislation li- 
censing men who install space heaters. 
They were able to convince authori 
ties that the equipment is safe basically 
but that the homeowner, whose care’ 
lessness causes nearly all space heater 
accidents, can’t be licensed nor his ac’ 
tions controlled. 

Out of this discussion came a pro 
posed bill which would require space 
heaters to be equipped with a 100% 
heat activated safety valve having the 
approved listing of the Department of 
Industrial Cooperation at the Univer’ 
sity of Maine. 


Third Group of New England 
OHI Schools to begin Mar. 2! 


THE THIRD GROUP of oil heat service 
schools conducted by the Oil-Heat In” 
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short hauls with amazing speed and economy. New Ford 
ce F-800 Bic Jos with 170-h.p., Short Stroke Cargo King 
V-8. Max. GCW—48,000 lbs. Max. GVW—22,000 Ibs. 
Power Steering at worth-while extra cost. 


cl 
















| Everrt of the Year— & 


-| HOODS UP SHOWDO 


A new type short-stroke engine design is revolutionizing | 
truck performance. Ford, and only Ford has it in every model! 





Short Stroke power to voll tha hadivient loads on long or 





... reduces engine friction as much as 33% for | 
more usable power... gives longer engine tife. | 


Ford—pioneer in V-8 truck power—has had 
Short Stroke V-8’s on the road for three years. 
Today, only Ford offers an “on-the-job” 
tested, money-saving Short Stroke engine 
in any truck model you choose . . . with 4 | 
Short Stroke V-8’s and a Short Stroke Six. 


Look under the hood! Be sure your next 
truck doesn’t have an old-type, long-stroke 
engine that may be outdated before it earns 
its keep. Get the facts at your Ford Dealer’s 
Hoods Up Showdown ... now! 


FORD 
Triple Economy 


THE 
T RU MONEY MAKERS 
FOR BS 
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stitute of New England, with local ar- 
rangements made by Oil Heat Indus- 
try Committees is scheduled to begin 
March 21 in Worcester, Mass. The 
first two sessions in various parts of 
New England were extremely success 
ful according to Ivan C. Sutherland, 
Director of Education, Oil Heat Insti- 
tute of New England, Boston. 

Last year 284 registered in the five 
classes as compared to 535 this year. 
Sutherland points out that this shows 
a great deal of interest in trying to im- 
prove service and keep up to date. 


YOU'LL SELL MORE 
with the NEW 


é peers OUTSTANDING ACME FEATURES 
yarious 199° ° MEAN BETTER PERFORMANCE 


The school will run for ten weeks 
with the Worcester group meeting at 
the Central Fire Dept. Headquarters 


at 3 Mercantile St. on Mondays, 


Tuesdays beginning March 22: 
Springfield, Mass., American Legion 


Building, 655 Liberty St. 


Wednesdays beginning March 23: 


Hartford, Conn., 


Polish National 


Home, Charter Oak Ave. at Governor. 
Thursdays beginning March 24: 
New Haven, Conn., Fire Dept. Train- 


ing School, Rear 84 Water St. 


Fridays beginning March 


TURBOSTAT HEAD 


AS STANDARD EQUIPMENT 
The turbostat head is. a non- 
adjustable trouble-free combus- 
tion head proved equal in 
efficiency to much higher. 














priced heads. 


.-- AND MANY 
OTHERS 





318 Ten Eyck St. * Brooklyn 6, N. Y. 


Gentlemen, please send me complete information 
on the ACME Model CP [(] on the complete ACME Line (] 


Y OIL BURNER 
ITIVELY PRICED 
G THE FAMOUS 











State 





a 
GOOD NEWS—Boiler and 
Furnace Manufacturers g Name 
Whatever your require- 8 Company 
ments, the ACME Engi- ‘ 
neering department is B Address 
at your service in adapt- ' City 
ing this NEW Model CP § 
as well as all other s 


ACME Burners— 
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Bridgeport, Conn., Engine 15 Fige 
Station, 104 Evers St. 

The classes start at 7:30 p.m. and 
the ten lectures cost $25 which includes 
a training manual. Further informa. 
tion about the courses can be gotten 
from Ivan C. Sutherland, oH! of New 
England, 839 Beacon St., Boston, or 
from the local committee chairman. 

In Worcester the chairman is Don: 
ald G. Clark, Worcester Automatic 
Heating, Inc.; Springfield, William H. 
Flood, 50 Hillman St.; Hartford, James 
L. McIntyre, Jr., Laurel Oil Co., Inc.; 
New Haven, Sidney J. Horton, Heat- 
ing Equipment Center; and Bridge. 
port, James McKenna, Sid Harvey of 
Connecticut. 


Master Heating Association’s 
Ordinance gains Acceptance 


NINETY MEMBERS attended the meet- 
ing of the Master Heating Association 
of South Jersey where it was reported 
that the model heating and oilburner 
ordinance developed by the group had 
been accepted by several communities 
in the area. 

Bill Sliney, Taco Teaters, Inc., 
showed a film covering the selection 
and installation of Taco products. A 
question and answer period followed. 

Officers of the association are Jerry 
Faulkner, president; Bill Murphy, sec- 
retary and Harold Hauck, treasurer. 
John R. White was meeting chairman. 


Kentucky Petroleum Marketers 
name Fuel Policy Committee 


A FUEL POLICY committee headed by 
Walter Kute, Aetna Oil Co., has been 
named by the Kentucky Petroleum 
Marketers Association. Frank Deters, 
Deters Oil Co., and C. S. Redding, 
Standard Oil Co., are vice chairman 
and secretary. 

During a recent meeting the group 
considered the preparation of a fueloil 
panel and discussed ideas for an over’ 
all fueloil promotional campaign. Pre’ 
liminary plans for a sales manual were 
also considered. 

Members of the committee are E. 
M. Bailey, J. M. Ballard, Al Block, 
Mel- Browning, R. E. Coe, Russell 
Croft, G. Dudley Givens, Robert 
Lewis, Bud Snider, C. E. Stoll, Jr. 
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WEATHERBRAIN 
Control 











Talk to your DETROIT CONTROLS Whole- 


saler today .. . or write for Bulletin 254. 





‘eee 





DETROIT CONTROLS corporation 


5900 TRUMBULL AVE. + DETROIT 8, MICHIGAN 
Division of AMERICAN RADIATOR & STANDARD SANITARY Corporation 


a 








WEATHERBRAIN Control... 


forced Mel wale heat 


IT’S ALL MECHANICAL 


Weatherbrain is a profitable, easily installed weather- 


sensitive control. 


It varies the water temperature to the radiation; auto- 
matically keeps indoor temperature constant when out- 


side temperature changes. 


Instant response to weather changes . . . no delay as in 


other types of control systems. 


Very efficient on zoned installations as well as single 
systems. The Weatherbrain Control is rugged and fool- 


proof! 








Representatives in Principal Cities e Canadian Representatives: SIRO;> \ 
RAILWAY AND ENGINEERING SPECIALTIES, LTD., ) 
Montreal, Toronto, Winnipeg. =) 

On TROY 





AUTOMATIC CONTROLS for REFRIGERATION 


AIR CONDITIONING © DOMESTIC HEATING + AVIATION 


TRANSPORTATION ¢ HOME APPLIANCES ¢ INDUSTRIAL USES 


Serving home and industry 


AMERICAN-STANDARD » AMERICAN BLOWER + CHURCH SEATS & WALL TILE DETROIT CONTROLS + KEWANEE BOILERS « ROSS EXCHANGERS + SUNBEAM AIR CONDITIONERS 
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Frank Ware and R. R. Webb. Her- 
bert L. Clay is secretary-treasurer of 
the Association. 


Philadelphia public relations 
Program is helping Oilheating 
INDICATIONS are that the public rela- 
tions program begun last June by the 
Greater Philadelphia Fuel Conference 
is having an effect on the sale of gas 
heating equipment. 

According to the association, con’ 
versions from gas to oil heat are in- 


creasing substantially in new housing 
developments throughout the metro- 
politan area. Where housing ads used 
to play up “automatic gas heat” the 
trend is definitely toward not mention- 
ing it at all or using the slogan in small 
type. 

Dealers are commenting that they 
are selling more burners in new hous- 
ing primarily because the future own- 
ers are asking for oil heat. Two build- 
ers of excellent local reputation have 
switched from 100% gas to 100% oil 
heat in all construction now under 






























































































































































foremost... 
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in performance is the unique HONEYCOMB FILTER TUBE 
which gives FULFLO FILTERS their outstanding leadership 
. . » Heating Oil filtration at its very best! 


FULFLO FILTERS provide true depth filtration! Instead of a 


mere single surface filtration each and every drop of oil 
is subjected to many successive fine filtrations in its 
passage through the HONEYCOMB FILTER TUBE. 





Only FULFLO has HONEYCOMB TUBES 


COMMERCIAL FILTERS CORPORATION 


2 MAIN STREET, MELROSE 76,MASSACHUSETTS 
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way and planned for the future, 
Before the campaign began the local 
utility had estimated that there would 
be 22,000 gas installations per year 
Just recently that estimate was revised 
downward to 15,000 a year. 
During February spot radio ap 
nouncements supplemented newspaper 
advertising by quoting William ] 
Levitt, home builder: “In the last 35. 
000 houses that we have built, only ol 
has been used. . . . We shall use noth. 
ing but oil in any houses that we 


build.” 


Two-day Convention scheduled 
by New Jersey Distributors 


OPENING ON THURSDAY, April 28, the 
annual convention of the Fueloil Diy 
tributors Association of New Jersey 
will be held at the Berkeley-Carteret 
Hotel, Asbury Park, N. J. 

Three panels are scheduled: The 
first will cover deliveries, burner serv 
ice, and meeting competition of other 
fuels. Those taking part are Irving 
Oelbaum, Liberty Fuel Oil Co.; Harold 
W. Winkler, Blondel’s Home Heating 
Division; James H. Wright, Jr., Home 
Fuel Co. 

Robert Gray, FUELom & Or Heat, 
will moderate the second panel on 
modern merchandising methods with 
Cy Burg, Iron Fireman Mfg. Co.; 
William Briggs, Valley Oil Co.; Fred 
Haab, F. C. Haab Co., participating. 

Thomas Valleau, Eggert Oil & Coal 
Co.; Leo Kramer, Monarch Oil Co.; 
Mitchell Rile, Mitchell Oil Sales Co.; 
and G. Ellsworth Harris, Gotham Ad- 
vertising Co. are on the panel discuss’ 
ing “Your Future in oil Heat.” Robert 
Crane, Reel Strong Coal Co., is the 
moderator. 

E. H. Collins, Esso Standard Oil 
Co.; John Blondel, John Blondel & 
Son; and Leon Serven, The Atlantic 
Refining Co., are among the industry 
speakers on the program. Willard Hed 
den and Floyd R. Opie, president and 
treasurer, respectively, will present the 
officers annual report. 


I-B-R schedules short Course 
at Purdue University, May 23 


THE LATEST DEVELOPMENTS in design’ 
ing and calculation of hot water and 
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Do you know the sales and 
profit facts about usAIRco 


Distributorships? 














Find out how young, growing, 
cooperative management will give you a 
“two-sided partnership”! 


If you are thinking of going into air con- Over 30 years’ progress in this field guarantees 


ditioning, or dissatisfied with your present unsurpassed quality . . . makes possible our 
source .. . it will pay to get the facts about a _ liberal 5-year warranty and service allowance. 
usAIRco distributorship Inventory problems are eliminated through 


The only distributor program built with you | usAIRco’s Warehouse Plan and Finance Plan, 
in mind, assures flexibility to meet local con- | which make merchandise available when you 
ditions . . . gives a closeness of cooperation from __ need it, without tying up capital. Aggressive 











the factory you will find nowhere else! advertising and dealer aid program helps you 
usAIRco manufactures a complete line of air _ to keep the sales ball rolling. 
conditioning equipment for every type of job. Write today for complete details! 
Poona COMPLETE RESIDENTIAL LINE 


= =] = ——7 ) ee me nn RR ene ne ee ee a ee ee ete ne anne een meen ere ee nome, ems ene cee 
a (ta - | 4 
E b F. R. Craig, Monager, Packaged Refrigeration Division 
VY United States Air Conditioning Corporation 


Minneapolis 14, Minnesota 





1 would like the complete story on "a two-sided 


| 
| 
1 
“ADDS-ON” YEAR'’ROUND AIR-COOLED 
1 partnership”, the usAIRco distributor plan. 


UNITED STATES 
AIR CONDITIONING CORPORATION WL7/4./4 


MINNEAPOLIS 14, MINNESOTA ; oF State 
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WicCORKLE COR 


McCorkle Controls are backed by a 
record of 18 years of dependable 
service. Dealers endorse them, because 
their rugged simple construction reduces 
service calls to a minimum. Customers 
appreciate them for their dependable, 
accurate operation. 


for Vaporizing Oil Burners 


Satisfy dealers ... Satisfy customers 












Write today for literature 
and specifications to cover 
your particular requirements. 
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D. H. MICQORKLE Co. 


Box E, Station A « Berkeley, California 














steam heating and airconditioning sys- 
tems will be featured at a Short Course 
sponsored at Purdue University, West 
Lafayette, Ind., by the Institute of 
Boiler and Radiator Manufacturers. 
The course will begin May 23 and 
Design 
problems will be built around the use 


continue through May 25. 


of BR Installation Guides. One group 
of students will study a single pipe 
forced hot water heating system with 


advance heat loss calculations. 

The laboratory demonstration and 
discussion period will demonstrate 
proper and improper pump selection, 
sizing, and the effect of poor work- 
manship on system balance. Summer 
cooling will be discussed in a lecture. 

Certificates will be presented to all 
who complete the course. Further in- 
formation on the course can be ob- 


tained from Merle M. McClure, as- 


ASHAE elects Council Member; 


at Convention in Philadelphia 


AT THE ANNUAL meeting of the Ameri 
can Society of Heating and Air-Con 
ditioning Engineers in Philadelphia, 
Jan. 24-27, four members were elected 
to three year terms on the Society's 
Council. 


Bert W. Farnes, Bert Farnes Co, 


Portland, Ore.; Cary B. Gamble, Cary 
B. Gamble & Associates, New Or 
leans, La.; Walter A. Grant, Carrier 


of Adult 


Education, Purdue University. 


emphasis on heat loss calcultaion. An- sistant director, Division 


other group will place emphasis on the 


PROFITS WERE NEVER BETTER! 











Over a million GENERAL FUEL OIL FILTERS have been sold since General 
introduced America’s first domestic fuel oil filter in 1939: A million individual 
. An additional million sales 
leads each year in the form of seasonal cartridge replacements! 









profit possibilities at the time of the initial sale . . 


FUEL OIL FILTER 
Model 2A-300 for big, 


dirty jobs No wonder heating contractors are saying profits were never better. 





{ The Original Domestic Fuel Oil Filter 


Every oil burner . . . every service call . . . every oil delivery provides a 
potential additional sale — when you stock and sell fast-moving Generals. 
They‘re available in three popular models — so there’s always one to fit the 
job. If you’re not already profiting from the General line, ask your jobber 
about details. 









FUEL OIL FILTER | 
Model 2A-700 for gver- 
age size jobs, 


CLEAN RIGHT SOOT REMOVER 


General Filters carry 


Genera€d 


is a profit-maker, too! For any type heat- = this Underwriters 
FUEL OJL FILTER ing plant. Burns without flash or intense iw 4 Laboratories Seal a 





Model 14-25 for. small heat. Made for General Filters, Inc. we 


jobs. 1 UL }} | 


GENERAL FILTERS, INC. 


43800 GRAND RIVER AVENUE + NOVI, MICHIGAN 


Canadian General Filters, Ltd. * 39 Crockford Blvd. * (Scarboro) Toronto, canada 








Replace Every General Cartridge 
You Sell— At Least Once Each Year. 
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... C00! dehumidified air in summer 


The UNARCO DUAL-VECTOR is a quality prod- 
uct newly designed to make economically feasible 
the combination of a fine hot water heating system 
and a chilled water cooling system. 

Now you can have all the advantages of hot water 
heat—cleanliness...smooth, even heat...quiet 
operation—and in summer, cool, conditioned air. 
DUAL-VECTORS are used in a series, one-pipe or 
two-pipe system, providing forced hot water heat 


or chilled water cooling using the same system. 
What’s more, the initial cost is often less than 
other combination systems which lack the acknowl- 
edged advantages of “‘wet’”’ heat. And because each 
unit is individually controlled, you can heat or cool 
as few or as many rooms as desired. Thus the 
money saved in winter will help pay for your 
summer cooling comfort. Clip and send in coupon 
below for detailed information. *trade mark 


UNARCO “HYDRO-PAC” water chillers are available in 1, 2, and 3-ton 
capacities—providing matched cooling cycle for UNARCO DUAL-VECTORS. 


DUAL-VECTORS are ideal for homes, 
apartments, hotels, motels, offices and 
institutional buildings. 









| UNION ASBESTOS & RUBBER COMPANY 
| Dept. HC-100R-V 
332 S. Michigan Avenue, Chicago 4, IIl. 


Name 





Company 





Address 





City, 





a|-WECiOl™ offers clean, hot water heat in winter 
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Corp., Syracuse, N. Y.; and D. M. 
Mills, F. J. Evans Engineering Co., 
Houston, Texas were named. Ray- 
mond T. Kern, Jennison Co., Fitch- 
burgh, Mass., will serve a one year 
term on the council. 


South Jersey Fuel Merchants 
hear Talk on oil Industry 


DICK HAMMOND, chairman of the Fuel- 
oil Committee, brought members of 
the South Jersey Fuel Merchants As- 
sociation up to date on the latest de- 


velopments in the oil industry at a 
meeting at Clementon, N. J., Febru- 
ary 8. 

Other speakers during the evening 
were Everett L. Leavitt, Power-Tenna 
Mobile & Pocket-Tone Broadcast Serv- 
ice, and Joseph Sypherd, chairman of 
coal committee. 


Approval of reciprocal trade 


Agreements recorded by ESPA 


HARRY B. HILTS, secretary of the Em- 
pire State Petroleum Association, New 








program. 


Show You How. 






\ 


ite 


Phone: 2511 





ARE YOU 
CONFUSED? 


For the sake of your pocketbook and the 
reputation of your company 


GET THE FACTS— 


before you sign up for avy lawn fertilizer 


16 YEARS 
of "KNOW HOW” 


The “pioneer” liquid fertilizer company, founded 
in 1939, offers you an honest, reliable, conserva- 
tive “4 Way Turf Program”—fertilization, in- 
sect, weed and crab grass control. AND, We 


A LIQUID FERTILIZER 
wa WITH A TURF 
REPUTATION, 
(5-(0-5 TURF SPECIAL 


AMERICAN LIQUID FERTILIZER CO., INC. 





Marietta, Ohio 
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York, appeared before the Committee 
on Ways and Means of the House of 
Representatives to put the Association 
on record as favoring the extension of 
the President’s authority to enter trade 
agreements. 

His statement opposed the restric. 
tion of oil imports and urged that the 
committee support the Eisenhower 
foreign trade program and the exten- 
sion of the Reciprocal Trade Agree: 
ments Act. 


N. Y. Oil Heating Association 


discusses fueloil Marketing 


THE OVERALL FUELOIL marketing pic: 
ture in New York City was examined 
by Robert Gray, editor, FUELOm & 
Om Heat, when he spoke at the regu- 
lar meeting of the New York Oil Heat: 
ing Association, Inc., February 7. 

His talk and a following question pe- 
riod considered the industry outlook 
for *55 as related to New York City. 
General topics concerning increasing 
the efficiency of service departments 
and the importance of supporting local 
advertising campaigns were also cow 
ered. 

Of particular interest to the New 
York dealers was the discussion of the 
increase in city gas sales during ‘54 
and gross profit or margins of dealers 
in this market. 


I. M. Nelson speaks at February 
Meeting of Jersey Association 


ON FEBRUARY 17 J. M. Nelson, nation- 
al field representative, Boston Machine 
Works, spoke at a meeting of the Un- 
ion County (N. J.) Oil-Heat Asso- 
ciation. 

Members were especially requested 
to bring service managers and key serv 
ice personnel to the dinner meeting. 


W. H. Rietz elected by 
I.U.H.A. to Presidency 


THE INDUSTRIAL Unit Heater Associa’ 
tion, Detroit, Mich., recently held its 
annual meeting in Philadelphia, Pa., 
and elected W. H. Rietz as president. 
Rietz is an executive vice president of 
the Ilg Electric Ventilating Co., Chr 
cago, Ill. 
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WEIL: McLAIN 


BOILERS: RADIATORS 
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N BASEBOARDS ARE PREFERRED! 


They offer the superior comfort assured by a 
large radiant heat output—operate without 
expansion and contraction noises. 


They save labor because they’re easier to 
install. Panels are shipped assembled in 6 inch 
increments up to 6 foot lengths. Two heights 
meet all heating requirements. 


They’re better looking... their smartly styled 
simplicity blends into room surroundings—and 
they can’t be marred or dented. 

That’s why Weil-McLain Snug Cast Iron 
Baseboards are easier to sell—they have more 
to offer! 





EASIER TO INSTALL 


In either new or modernized 
installations Weil-McLain Snug 
Baseboards can be installed with 
amazing ease. Pre-assembly up to 
6 feet at the factory saves time on 
the job—cuts labor costs. 
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bs 
SUSTAINED HEAT OUTPUT 


The large water content of Snug 
Baseboards provides a reservoir 
of stored heat for emission when 
the burner is off—keeps room 
temperature uniform. 
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Send for your copies of “‘Modern 
Ea Hot Water Heating” and 
c “* Modernizing with Baseboards” 





. + «+ Industry Groups 


T. W. Peyrek, manager of the Heat- 
ing and Ventilating Div. of L. J. Wing 
Mfg. Co., Linden, N. J., and I. W. 
Clark, manager of the Heating and 
Ventilating Dept., American Air Fil- 
ter Co., Inc., Louisville, Ky., were 
named as vice presidents. 

Since it was pointed out during the 
meeting that the industry’s sales and 
production in 1954 showed little de- 
crease from the previous year, the gen- 
eral feeling at the Convention was one 
of considerable optimism and an ex- 
cellent year was predicted for 1955. 








that’s when you'll find the NEW LINE of 
sye _seg FUEL OIL FILTERS 


Available at jobbers : - 
all over the country! 





The new Firomatic Fuel Oil Filters will be a profitable 
addition to your line. They feature new design, new effi- 
ciency and new, handsome packaging. It’s another mem- 
ber of the famous Firomatic family of products that in- 
cludes over 80 types of Fusible and Non-Fusible Valves 


and Safety Devices. 


i, 


165 Dexter Avenue e 


Calendar of Coming Events 


MARCH, 1955 
14—Delaware Valley Oil Heat Assn., 
Buck Hotel, Feasterville, Pa. 
15—Connecticut Petroleum Assn., (An- 
nual Meeting), Hotel Statler, 
Hartford, Conn. 
15—Oil Heat Institute of Greater 
Washington, D. C., Dupont 
Plaza Hotel, Wzshington, D. C. 
Ohio Petroleum Marketers Assn. 
(Spring Convention and Trade 
Exhibition), Deshler-Hilton Ho- 
tel, Columbus, Ohio. 
16—Connecticut Petroleum Assn. (An- 
nual Meeting), Hotel Statler, 
Hartford, Conn. 
17—-Atlantic Cooling @ Heating Assn., 
Penn-Atlantic Hotel, Atlantic 


15-17 


City, New Jersey. 

























Watertown, Mass. 





17-19—Pacific O. H. I. Convention, Civic 
Auditorium, Seattle, Washing. 


ton. 
17-19—Texas Oil Jobbers Assn. (Annual 
Convention and Trade Exhjhj. 
tion), Gunter Hotel, San Ap. 
tonio, Texas. 
21—Fuel Oil Dealers’ Assn. of B. C. 


Hotel Georgia, Vancouver, Can- 


ada. 

21—Rockford Fuel Oil Dealers Assn, 
Lafayette Hotel, Rockford, II] 

22—Central Suffolk Fuel Dealers Assn. 
Peaks’ Tavern, St. James, L, | 

23—Oil Heat Assn. of Gary, Indiana, 
Hotel Gary, Gary, Ind 

24-2 5—Florida Petroleum Marketers Assn.. 

Inc., George Washington Hotel. 
Jacksonville, Fla. 

31—Wisconsin Oil Heat Assn., Wis. 
consin Hotel, Milwaukee, Wis. 


APRIL, 1955 
1—- 2—Michigan Eng. Society (1955 Con- 
vention), Cranbrook, Bloom 
field Hills, Mich. 
7— 8—Georgia Independent Oilmen’s 
Assn., (Annual Meeting), Hotel 
General Oglethorpe, Savannah, 
Ga. 
11-—Delaware Valley Oil Heat Assn., 
Buck Hotel, Feasterville, Pa. 
12—South Jersey Fuel Merchants Assn., 
Silver Lake Inn, Clementon, 
ING oe 
13—Richmond Oil Heat Assn., Wil- 
liam Byrd Hotel, Richmond, Va. 
13-15—Natl Petroleum Assn. (Annual 
Meeting), Cleveland Hotel, 
Cleveland, Ohio. 
19-20—Michigan Petroleum Assn., (An- 
nual Meeting), Hotel Detroit 
Leland, Detroit, Mich. 
19-21—Oil Heat Institute of America 
(33rd Annual Convention), 
Conrad Hilton Hotel, Chicago 
il. 
20-23—-Air Conditioning & Refrigeration 
Institute (Annual Convention), 
The Greenbrier, White Sulphur 
Springs, West Virginia. 
25—28—National Heating Wholesalers 
Assn., (Spring Convention), 
Paradise Inn, Phoenix, Arizona. 
27-29—Fuel Oil Distributors of New Jer 
sey (Annual Meeting), Berke- 
ley-Carteret, Asbury Park, N. J. 


MAY, 1955 

2—- 4—American Petroleum _ Institute, 
(Evaporation Loss Committee 
and Sub-Committee Meetings). 
Edgewater Beach Hotel, Chi 


cago, Ill. 
9-10—Steel Boiler Institute (Annual 
Convention), The Shamrock 


Hotel, Houston, Texas. : 
10-13—Heating, Piping and Air Condi 
tioning Contractors Nat'l Assn. 
(66th Annual Convention). 
Shamrock Hotel, Houston, Tex. 
15-17—Pennsylvania Petroleum  Assn., 
(Spring Convention), Bedford 
Springs Hotel, Bedford, Pa. 
23-25—American Petroleum Institute (Di 
vision of Marketing, midyear 
meeting), Chase & Perk Plaza 


Hotels, St. Louis, Mo. 


JUNE, 1955 
7~-10—Oil Heat Institute of New England 
(Eastern biennial exposition 0! 
oilheat and domestic cooling). 
Hotel Statler, Boston, Mass. | 
The American Society of Refrig: 
erating Engineers (Spring Meet: 
ing), Hotel Schroeder. Milwau- 
kee. Wis. 
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Water heating Systems 





oe 


Installation of B & G Universal Pumps for circus 


lating heating and cooling circuits. 









Circulation from chiller to cooling tower is handled 
by B & G Universal Pumps. 


B & G Type “SU” Heat Exchanger, used 
for heating system water with steam. 


NEW INTERNATIONAL ROTARY EUILDING SELECTS 
B&G UNIVERSAL PUMPS AND HEAT EXCHANGERS 
FOR HEATING AND COOLING SYSTEM 


The advantages of mechanically circulated water for both heating and 
cooling are well illustrated in this installation. 


To assure quiet operation, B & G Universal Pumps are used to circulate all 
water, including that in the chiller and cooling tower circuits. The same pip- 
ing system is used to circulate hot water in winter and chilled water in sum- 
mer. Convectors with adjustable-speed fans act as room distributing units. 


For ventilation, fresh filtered air from a main ventilating fan is intro- 
duced to the convectors through small flexible tubes. This air passes over 
the convector coils and is either heated or cooled. 


Water for the heating system is heated with steam in a B & G Type 
“SU” Heat Exchanger. Steam is also used to heat the service water by 
means of a storage tank with a steam coil installed. 


For full information on B & G Hydro-Flo Products, send for Catalog GK-954 


\=\ BELL & GOSssETT 
\ole c O M P AN Y 








Dept. DU-7, Morton Grove, Illinois 
Canadian Licensee: §. A. Armstrong, Ltd., 1400 O’Connor Drive, Toronto 
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: Fuel Supply ee 









TAMOlIM-lelantsys Sales 
 / with combination \<— 


VENTALARM * GAUGE 


Underwriters’ Approved 
















The famous whistling tank fill signal and 
easy reading gauge in one money-saving 
unit. Goes on tank as integral part of 
vent pipe. Signal case takes the place 
and saves cost of reducer bushing. One 
less tank opening needed. One item to 
install instead of three. 



























Specify tank depth and opening 
when ordering. 


“BUTTON-LIFT” 
INSTALLATION 


Lifting the button indicator 
draws cork arm up close to main 
shaft for easy installation 
even in partly filled tanks. 


Underwriters’ Approved 


A modern convenience in every way. 
Big figures, adjustable face, jam-proof 
lever arm, cork float. Accurate serv- 
ice-free operation. 








and the famous 


VENTALARM 


1 m GEG US. PAT. OFF 


WHISTLING TANK FILL SIGNAL 





Accurate fuel oil delivery without 
home entry. Truly automatic fills for 
the householder. Makes oil supply as 

















clean and convenient as any other fuel. 


A variety of models for 
new and old tanks. 


Scully Products are manufactured under U.S. 
and foreign patents or patents pending. 





“Just fill while 
the whistle blows.” 


See your regular Supply House. 
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New Products 


Each New Products item has an identifying. number. 
If you want more information on any equipment described 
here send the coupon on page 158 to FUELOW & Ou 
HEAT, 2 West 45th St., New York 36, N. Y., and 
identify the product by circling its number on the coupon, 


Marietta Rotoflame Boiler 
fired with wall flame Burner 


SIX SIZES are available in Marietta’s Rotoflame boiler series, 
ranging from 394 to 1700 sq. ft. net load of steam, from 
630 to 2720 sq. ft. net load of water. Each is equipped 
with a tankless water heater and fired with a wall flame 
rotary oilburner. 

The water tube boilers feature long backward and for: 
ward flue travel and long water baffles designed to expose 
a wide area of water film to a maximum heat area. Each 
unit is of heavy electric-welded construction, arranged to 
provide easy access to controls and components for service. 
Steel plate used is 4” thick. 

Made by: Marietta Metal Products Corp., Marietta, Pa. 

Circle El on coupon, page 158 


Williamson console Units 
feature waterless Cooling 


WILLIAMSON waterless console AlRefrigeration units pro 
vide complete space or duct type cooling, dehumidifying 
and air filtering or supplement present 
warm air furnace installations. They 
eliminate the use of water, water and 
sewer connections, water pumps and 
towers. The new Williamson Water- 
less console cooling units are section- 
ally designed for easy handling and in- 
stallation in homes and commercial 
establishments. 

The base unit, which is 35” high, is 
designed for addition to forced air fur- 
naces with adequate blower. For a 
gravity system, or a forced air system 
where the blower capacity is inade- 
quate, the blower unit is added. The base unit with blower 
also can be connected directly to a duct system. An added 
space cap converts the waterless cooler into a space unit. 

The waterless condensing unit, located outdoors, co” 
tains the compressor, condensing coil and fan, receiver, 
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Pat. Pending 


EXCLUSIVE... 


FOR EITHER ANGLE OR 
HORIZONTAL INSTALLATIONS ... 





CUTS FLOW VALVE 
INVENTORIES IN HALF! 






For Further Intormation 
See your wholesaler or write for 
BULLETIN 541512 


TACO HEATERS, INCORPORATED oe 
1160 Cranston Street, Cranston 9, R. I. Better Heating — Better With TACO 











342 Madison Avenue Taco Heaters of Canada, Ltd. 
New York 17, New York 4 Gilead Place, Toronto 2 


il 





| 
| 
Cor porate Office In Canada | 
| 
| 
| 
| 
























































when you 


with a 


QUICKLY 
INSTALLED 


GAS OR OIL FIRED 
PACKAGED UNIT 


Here’s everything you need for more profitable in- 
stallations. No waiting for missing parts—the Venko 
is completely equipped 
to help you finish the job 
faster. And it’s expertly 
designed to give home- 
owners the prompt, de- 
pendable service they RATING OF KOVEN TRIMRAD 
want. That’s why you 
can count on bigger 
profits when you install 
the Venko Packaged 
Unit! 


CHECK FOR NEW HIGHER 


BASEBOARD RADIATORS 


7 at 4 <a t 


- PLENTY OF HEAT AND HOT WATER 
' FUEL-SAVER — ECONOMICAL TO OPERATE 
FULLY WIRED AND ASSEMBLED (as illustrated) 
FITS THROUGH A 30 INCH DOOR in easy one-man’ “= Nh 
handling crate ve 


| BUILT TO FIT THE MODERN HOME 


WATERFILM BOILERS, INC. 


a division of L.O. KOVEN & BRO., INC 


154 Ogden Ave., Jersey City 7, N. J. 
Plants: Jersey City, N. J. ° Dover, N. J. * Trenton, N. J 
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. . . « New Products 


dual pressure control and sight glass. Only five major elec. 
trical and two refrigerant line connections are required 
Made by: The Williamson Heater Co., 3500 Madison 
Road, Cincinnati, Ohio. 
Circle E2 on coupon, page 158 


Stedco Enclosures available for 
its Hi-Therm baseboard Radiators 


THERMO-LUx line of enclosures for fin pipe radiation manu. 
factured by Stedco Products are recommended for com 
mercial or institutional instal- 
lation. Available for single, ™ & 
double, or triple tier installa- 
tions, enclosures accommo- 
date any of 15 sizes and ca- 
pacities of Stedco Hi-Therm § 
radiation that are available | 
for use with this model. 

Using a special type of wall 
bracket for mounting and adjusting the sliding hangers, 
Thermo-Lux enclosures are designed to reduce installation 
time. Enclosure prevents wall streaking with a rubber gas 
ket seal between hanging strip and enclosure and features 
special louvers which direct convection currents away from 
the wall. 

Made by: Stedco Products, Wilkes-Barre, Pa. 

Circle E3 on coupon, page 158 





Shana cooling Line includes 
self-contained, air-cooled Unit 


A NEW SHANACAIR UNIT designed for smaller, inexpensive 
homes is an air-cooled unit, delivering 16,500 Btu under 
ASRE_ conditions. 
In addition, 
Shana’s new 
models in- 
clude two special 
designs of 2, 3 and 
5 ton air-cooled 
equipment and a 
new line of 2, 3 
and 5 ton self- 
contained, water- 
cooled units. One 
of the air-cooled 
models has a complete outside condensing unit with remote 
coil; the other air-cooled style is an inside unit to be used 





with a remote condenser only. 

Among features of the 117 ton air-cooled unit are: Com- 
plete weatherproof cabinet; may be placed on roof; has 
outlets for four round supply ducts; plenum damper; may 
be installed with furnace or placed in attic or utility sais 
and connected to existing ducts; completely self-contained 
—no refrigeration pipe to run—and factory-prewired. 

Made by: Shana Mfg. Co., 188 West Randolph St., 
Chicago, Ill. 

Circle E4 on coupon, page !58 
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A Profitable New Business for Fuel Oil Dealers 











"Swinging Into Action For Summer Profits!" 


Spraying Lawns - Trees - Gardens - with Liquid Fertilizer 


Low Investment: Now for practically no invest- 

"= ment you can be in a profitable 
new business netting up to $2,000 per month. Beauty-Lawn 
dealers are given four (4) special bonuses free, which is all 
that is needed to start you in the lawn spraying business if 
you have idle trucks. We also have two (2) special bonus 
merchandising plans for you to gain new customers, which 
will start you out with a ‘“‘bang’’! 


Customers Are Plentiful: Naor advertising 

* will presell thou- 
sands of homeowners in your area. There will be a vastly 
stepped up national advertising campaign this spring. 
Beauty-Lawn guarantees to participate in your local ad- 
vertising in several different and very effective ways; also 
one of our special bonus offers can double your fuel oil 
customers as well. 


Formulated Especially for Fuel Oil 


Dealer: Beauty-Lawn is a true liquid fertilizer in com- 
. ® plete solution, not a powder or a mix. There 
is no possibility of clogging or corrosion and no sediment 
to settle in your tanks or damage your equipment. It has 
4 128-4 guaranteed analysis, which, after much experi- 
mentation, has been found to be best for lawns, etc., and 
will not burn the grass! 


. = 
Free Advertising Material: \<, "ve cm; 
methods of advertising and a selling program that ‘‘tops 
them all.’’ It is free to you and ready now to help you 
sll in such a clear concise ABC way that your bookkeeper 
@n Tun the program for you. Also free newspaper and 
radio Scripts, advertising aids, publicity releases, literature, 
lders, newspaper mats, and our special bonus offers. Also 
we have direct mailing pieces, invoice stuffers, lawn service 
greements, technical bulletins, etc. We also contact thou- 
‘ands of homeowners in your local area, direct, for you 
tee, Soil tests, of course, are available to any homeowner 
‘é through the Department of Agriculture in your State! 


letinOn the Ground Floor 2 ca=ty. 
backage of liquid weed killers and liquid insecticides, to 
‘tally please your customers! 


BEAUTY - LAWN DIV. 


LIQUID FERTILIZER CORP. OF AMERICA 
960 Springfield Avenue 
IRVINGTON, N. J. 


"BEAUTY-LAWN" Offers You: 


@ CUSTOMER SALES GUARANTEED FOR YOU! 


or we repurchase the unused fertilizer. 


@ A SURE FIRE SALES PROGRAM! 


“Tops’’ them all. Complete—ready now. 


@ EFFECTIVE ADVERTISING 


Guaranteed with your purchase,—cooperative! 


@ A SUPERIOR PRODUCT! 
Guaranteed analysis. True Liquid 12-8-4 


@ A PIONEER MANUFACTURER! 


One of first in the business. 


@ A RELIABLE SUPPLIER! 


A large aggressive company. 


LOCAL REPRESENTATION! 


Our men and products are in your area. 


TECHNICAL KNOW-HOW 


You benefit from much research. 


@ LIFE LONG REPEAT BUSINESS 


Continuous program and fast growing business. 


ABUNDANT BEAUTIFUL LAWNS! 


® 
A sample will convince you. 
@ COMPLETE PACKAGE INCLUDING LIQUID WEED 


Killers and liquid insecticides. 





ACT NOW TO GET YOUR EXCLUSIVE FRANCHISED TERRITORY 
(Phone now or mail coupon for additional information.) You'll 
be glad you did!! 


Please Give me More Information! 


CSCOMMOEY on cccvccvcccvcassnasenescdWeeseessededs dsdeteuee 
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AT-A-GLANCE 


% 
ODF TANK GAUGE : 
gives exact reading level 
of oil in tank 


at pomnt of delivery/ 


Located outside of building at fill pipe, 
this new, easy-to-read fraction calibrated, 
pressure-tight gauge shows the exact level 
of oil in tank at all times! Saves costly, 
time consuming trips to basement and 
unnecessary unreeling of hose... Per- 
mits delivery without disturbing cus- 
tomer and eliminates spills as there 

is a ‘stop filling” indicator on cali- 
bration. Made of weather-proof 
materials throughout with thermom- 
eter indicator securely encased in 
plastic dome that will not fog or cloud 
up. No gears, cams, magnets, tapes or 
intricate mechanisms to get out of order, 
Write for complete information and low 
cost unit prices on this modern “delivery 
point” remote reading gauge today. 


TYPE ODF-11/. Fits 
14%,” tank opening 


TYPE ODF-2 Fits 2” 
tank opening. 


*OIL DEALERS’ 
FRIEND 





TELLS WHEN OIL feu yt 


IS NEEDED 1 eens 
be Pivew ie) S| 


iid © Weather-tight plastic dome 
calibration assembly. 

@ Easy-to-read indicator. 

@ Shows exact reading level 
at all times. 

@ Made of quality oil, 
weather and corrosive 
resistant materials. 

@ Durable, heavy-duty 
construction. 

@ No complicated mechanism. 

@ Simple and quick to install. 


Gur, "4 @ Lowest cost remote reading 
we i gauge on market. 
gs On guard—24 hours a day 


KRUEGER, Sendo GAUGES 


GREEN BAY + WISCONSIN 















eee HOW MUCH 
iS NEEDED 


eo e WHEN TO 
STOP FILLING 




























































- « « « New Products 


Bacharach Psychrometer is 
designed for field Service 


BACHARACH has developed a psychrometer specifically de 
signed for field service application to measure percent rela. 
tive humidity by wet and dry oe a 

bulb thermometer readings. ~ Sh 
Its two thermometers are 2 
mounted in a plastic case 
which telescopes into a plastic 
handleholder. The wick of 
the wet-bulb thermometer 
leads into a water reservoir 
at the end of the thermom- 
eter case. ‘oe 

Case and holder are connected by means of a unigue 
swivel assembly which makes possible whirling the ther 
mometers freely with the handle held upright. When carry 
ing the instrument the holder fully covers the thermometers, 
protceting them against breakage. 

A built-in slide rule calculator correlates wet and dry 
bulb thermometer readings to show percent relative hv 
midity at a glance. The calculator expands into two sev 
tions: 30° to 70° F. on the opposite side. The scale can 
be read to 1% relative humidity over the entire range. 

Made by: Bacharach Industrial Instrument Co., 730! 
Penn Ave., Pittsburgh 8, Penna. 
























Circle E5 on coupon, page 158 






Honeywell announces new 
soft-seat solenoid Valve 






HONEYWELL'S soft-seat solenoid valve uses a spring-loaded 
synthetic valve, is made of Buna N rubber, durable enough 





so that it is anticipated it will 
never need replacing and soft 
enough to reduce the possi- 
bility of leakage from foreign 
particles lodged in the metal 
seat. Available in 1”, 34”, 
VY” standard and large and 
34." sizes, models can be fur- 
nished for low or line voltage. 











Other improvements in- 
clude increased capacities, re- 
placeable coils and use of a ” 
conical spring-loaded plunger to press the i disc snug’ 
ly against the seat. A rotatable head simplifies installation. 

Made by: Minneapolis-Honeywell Regulator Co., Min: 
neapolis 8, Minn. 


Circle E6 on coupon, page 158 


Humid-A-Trol humidifier Unit 


features cold water Operation 


HUMID-A-TROL furnace humidifier is designed in two com’ 
ponents, the evaporater pan which sets on top of the heat 
exchanger and a Hydro-Flow regulator mounted on the 

side of the furnace jacket. The two are connected through a 
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HEATIN 


bryant 


COOLING 


... the name on over 5 million units now in use. 
... for 46 years the name in automatic home comfort. 
It’s BRYANT, of course... the line that sells and stays sold! 


(AUTHORIZED BRYANT HOME COMFORT DEALER) 





Only “Mr. B’—the Bryant Home Comfort Dealer—has all 8 of 
these selling assets to build his business BIG: rs 
1. A name customers know and want 
. The most complete line of automatic 
heating, air conditioning, water heating 
. Quality equipment for every market 
. Exceptional distributor service 
. Professional sales training 
. Personalized selling tools for you 
. National advertising featuring you 
. Co-op “Mr. B” ads for local papers 





For bigger profits now, for a secure and prosperous future—see your 
Bryant Distributor. Ask him about Bryant’s big “Mr. B” action 
program, and how it can make sales and money for you! 


AUTOMATIC HEATING 
AIR CONDITIONING 
WATER HEATING 

















Fuel Oil 
Heaters 





Baffle-Plate Type for 
Steam or Hot Water 


from a 
Reliable Source 





Finest quality materials and construction ... top 
engineering skill ... more than 25 years of manu- 
facturing experience! These are only a few of the 
reasons behind General Fittings Company’s repu- 
tation for dependable service. And they’re excel- 
lent reasons why you can depend on GENERAL 
Fuel Oil Heaters. 

The GENERAL BO Fuel Oil Heater features 
baffle-plate construction for high heat transfer effi- 
ciency... low pressure drop. Made with welded 
steel shell, cast steel head. Gasket surfaces are 
machined . .. tubing electronically expanded into 
tube sheets. Every unit is tested 500# air-under- 
water. The result is a rugged “package” designed 
for lasting performance . .. unsurpassed in its 
class. Complete line of other fuel oil heater de- 
signs also available. Write for new Catalog No. 62. 
General Fittihgs Company, 125 Georgia Avenue, 
Providence 5, Rhode Island. 


GENERAL FITTINGS 


COMPANY 


TANKLESS AND INDIRECT WATER HEATERS 
AND HEATING SPECIALTIES 
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. . « « New Products 


flexible tubing and are designed for cold water operation 
Arrangement of water hydrant and standpipe on th 
Hydro-Flow regulator allows visual proof of Operation 
constant dripping of water into the standpipe indicating 
that water is passing into the evaporator unit. When Proper 
water level is attained in the pan, flow automatically te. 
duces to an occasional drip. Amount of visual water i 
proportionate to the rate of evaporation. 

Cold water from water line passes through glass se¢j 
ment bowl and fine mesh wire screen. Filter bowl is located 
where it can be checked or cleaned easily. 

Made by: General Filters, Inc., 43800 Grand River Ave, 
Novi, Michigan. 

Circle E7 on coupon, page 158 


E-Z-ON damper Regulators now have 
slot Opener for quicker Assembly 


AN AUTOMATIC slot opener on the E-Z-ON damper permits 
instant assembly of the regulator to the damper. It is posi 
tioned on the damper by slid- ws 
ing it over a scribed center 
line and a hammer blow drives 
the sharp prongs through the 
damper. If a Gerrett anvil is 
used, clinching is automatic. 
No drilling or rivets are re- 
quired to affix E-Z-ON. 

Also, they are recom- 
mended for use on aircondi- 
tioning installations, where, 
with an indicating handle, they permit simple damper 
changing from winter to summer settings. The regulators 
are adaptable to round or rectangular volume and splitter 
type dampers. 

Made by: M. A. Gerrett Corp., 724 Winnebago, Mil- 


wdukee, Wis. 


Circle E8 on coupon, page 158 


American expansion Regulator has 
expansion Tank with special Diaphragm 


AMERICAN expansion regulator maintains controlled expan- 
sion and constant pressure in hot water heating systems. 
The regulator ac- 
tually is an expan- 
sion tank with a 
speciallym ade 
diaphragm that 
keeps the air from 
contact with the 
boiler water. Be- 
cause one side of 
the diaphragm can 
be charged with 
a higher pressure 
than atmospheric 
pressure, the required tank size is smaller. 

The regulator can be installed in any position and is com 
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iC? the Burnham PACEMAKER“ 


High Quality —Economical Performance—Low Competitive Cost 


Because of its low cost and new, efficient design this exclusively oil fired 
boiler immediately hit the jackpot of popularity. Vertical flue travel — long 
life cast-iron construction with storage or tankless type heaters for plenty of 
domestic hot water made it a solid hit with homebuilder and heating con- 23 
tractor alike. a 
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7 C/) the Burnham PACE-PAK* 


A Factory Assembled Cast-Iron Oil Heating Unit 
Delivered In One Crate Ready for Easy Installation 


Another Burnham success, a design based on PACEMAKER but pack- 

aged for quick installation, all controls and wiring factory installed to 

insure top bracket service from the start — optimum performance with 

minimum servicing. Also equipped with Burnham's efficient tankless 
te water heater for plentiful, year ‘round domestic supply. 





_ * Reg. U.S. Pat. Off. 


-PACE-KING-—— 


For Apartment Houses, Schools, Hospitals 
and Commercial Installations 


Engineered on the same design lines as its predecessors PACE-KING 
brings to the larger boiler field a highly efficient vertical-flue-travel boiler 
—exclusively oil fired. The features listed below make this an outstanding 
boiler buy: 

1. Vertical Flue Travel — Low Stack Temperature — In PACE-KING’s 
24” of vertical flue travel the flue gas temperatures are reduced 800 
degrees. This means low stack temperatures, emphasizing the tre- 
mendous heat absorbing qualities of PACE-KING’s vertical flue 
travel over thousands of scientifically proportioned fins. 


2. Low Draft Loss and Lower Chimneys — Each section of PACE-KING 
has its own outlet direct to the smokehood — this makes possible 
scientifically correct flue ways regardless of the number of sections 
in the boiler. The net results are low draft loss and lower chimneys 
— very desirable factors in building design. 

3, Loose Baffles— You won't find any in PACE-KING. PACE-KING’s 
efficient design and special construction features eliminate any 
need for them. No problem of loose baffles being dislodged or 
burned through after a short period of operation. 

4. Tankless Hot Water Heaters — This unusual large-boiler feature — 
specially designed all-copper coils in capacities from 6 to 10 gals. 
per minute — assures plenty of economical, automatic hot water for 
laundries, kitchens or baths on a year ‘round basis. 

PACE-KING is available in 14 sizes with IBR ratings for steam from 1,100 
to 4,500 sq. ft. and for hot water from 1,925 to 7,200. Sections are revers- 
ible and boiler can be fired from front or rear. Mail the handy coupon 
today for folder giving full information. BURNHAM BOILERS WEAR LIKE IRON 
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BECAUSE THEY’RE MADE OF IRON 
Burnham Corporation FO-35 
Irvington, New York 


Please send illustrated folders giving full data on 
[.] PACE-KING [] PACEMAKER [_] PACE-PAK 













AAQIANT HEATING 


Nome 





Address 
BURNHAM CORPORATION 


Irvington, New York 
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DON’T... 


TAKE THE CHANCE 

OF RUINING A 

GOOD INSTALLATION... 
INSIST UPON HAVING 
THE BEST... YOU'LL 
BE GLAD YOU USED A 
ROCHESTER UNIVERSAL 
OIL TANK GAUGE. 


SOLD AT LEADING 
WHOLESALERS 
EVERYWHERE 


DIAL THERMOMETERS 
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_ WEATHER-PROOF 
| FUME-PROOF f 
LEAK-PROOF ff 
( FOOL-PROOF / 


Xochesls 


MANUFACTURING COMPANY, INC. 


GAUGES 


ts 


Rochester Universal 


O1L TANK GAUGES 





LEAKPROOF, MAGNETIC—no shaft 
hole in gauge head. Non-electric, 


permanent magnets transmit float 
arm movement into dial movement. 


LOW COST—complete installation— 
no additional servicing. No seepage 
or smelly oil fumes means more 
profits for you. 


EASY TO INSTALL—merely screw in 
adapter, bolt on gauge. No ad- 
— or necessary regardless of oil 
evel, 


LARGE DUAL DIAL—just turn gauge 
od “tad at either end or center of 
ank. 


NO DISCOLORATION—no fumes or 
seepage reach gauge head to dis- 
color dial or crystal. Easy to read, 
permanently clear for years. 


ACCURATE—sensitive | pied bearing 


corresponds response of rotating dial 
to any movement of float arm. 


DEPENDABLE B ACCURACY 


f» 
evesA 


AMMETERS 
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nected to the boiler with Y4” nominal copper tube. Con 
nection is made any place on the boiler or piping where, 
convenient tapping can be made. The unit may be attached 
to the boiler jacket in any position, or may be installed 
inside extended jackets. 

Made by: American Tube Products, Inc., Riverdale 
Bldg., Natick, R. I. 
Circle E9 on coupon, page 158 


Electrol announces new 
4600-B Pump on two Burners 


A NEW 4600-B PuMP, standard equipment on Electrol Tey 
and x-1 burners, is designed to eliminate shutdown rumble, 
Oil is pumped at the rate of 18 to 20 gallons gph, insuring 
high vacuum characteristics. However, the nozzle pressure 
is rapidly reduced at burner shutdown. 

The 4600-B pump is interchangeable with, and may ke 
substituted on, all Electrol burners manufactured since 
1925, where the nozzle capacity does not exceed 3.0 gph. 
It can be identified by a tag fastened under a screw on the 
pressure regulator cap. The pump is adjusted exactly the 
same as older models. 

Made by: Electrol Burner Mfg. Co., Inc., Rutherford, 
N. J. 

Circle E10 on coupon, page 158 


H.C. Little draft Booster installs 
in vertical or horizontal Smokepipe 


H. C. LITTLE’s draft booster is designed for quick installa 
tion in any 6” smokepipe new or old. The booster furnishes 
substantial _ start- 
ing draft and ma- 
terially increases 
operating draft. 

Installed in ver- 
tical or horizontal 
smokepipe, be- 
tween the chim- 
ney and the draft 
regulator, unit is 
applied by cutting 
a pear-shaped hole 
in the pipe, attaching the booster with Parker screws and 
sealing the connection with furnace cement. Complete unit 
incorporates motor, metal housing and squirrel cage blower. 

Made by: H. C. Little, Inc., San Rafael, Calif. 

Circle El! on coupon, page 158 





Kraiss] Circulators designed for 
vertical or horizontal Mounting 


KRAISSL Class 34 circulators for hot water service ate de 
signed for vertical or horizontal pipe mounting, arranged 
for operation with synchronous speed 1809 rpm motors. 
They are true centrifugal pumps of the enclosed impeller 
type, equipped with ball bearing construction for contin 
ous operation. Pump flanges for motor mounting are stand: 
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FULL-TIME COMFORT-—that’s what 
your customers really want. Perfection 
furnaces with Regulaire guarantee it. 
No more hot and cold blasts, chilly in- 
tervals, drafty floors or the “cold 70’s” 
that go with ordinary off-on furnaces. 


Regulaire utilizes the principle of 
Constant Air Circulation, delivering a 
smooth continuous floor of warmth 
for all-over comfort, all the time. 


And—it’s all a part of the furnace as 
delivered—no tricky field adjustments 
to make, no complicated controls or 
two-speed motors to get out of whack. 
Regulaire is simple, service-free and 
today’s only Bic difference in furnaces. 
Only Perfection has it. So this year, 
why not increase your share with 
Regulaire .. . and Perfection’s Hi-lo 
fire. Perfection Stove Company, 


7618-C Platt Ave., Cleveland 4, Ohio. 


*Pat. Pend. 


A YOUR — 
Perfection 


AUTOMATIC HEATING + AIR CONDITIONING. 
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UNDERWRITERS' 
LABORATORIES 
LISTED 


“ECHO” 


VENT SIGNAL 


Patented in Canada—U.S. Pat. Pending 
GUARANTEED PROTECTION 


SAFE FUEL OIL LEVEL 
PRESET PERMANENTLY AT FACTORY 


The ECHO VENT SIGNAL— 
One piece REDUCING BUSH- 
ING and VENT SIGNAL com- 
bined. Made of high grade gray 
cast iron, attractively finished 
and rust-proofed. The NEW 
DUAL PURPOSE I1/," x 11/4," x 
2" makes it adaptable for |!/," 
or 2" tank openings. Meets all 
safety requirements for fast tank 
filling. The simplicity and dura- 

bility of the ECHO VENT 
— SIGNAL makes it sim- 
ple to install either in 
basement or under- 
ground tanks. 























THREADED 


FITTING This device whistles 
MODEL while tank is being 
filled. When tank is 


full whistle automati- 
cally shuts off. It is 
positively foolproof, 
unconditionally guar- 
anteed against defec- 
tive workmanship. and 
materials. 


New DUuAL- 


PURPOSE MODEL 
POSITIVELY FOOLPROOF 











LOW PRICED—HIGH QUALITY 
MODELS FOR EVERY TANK 


FROM YOUR LOCAL WHOLESALER 
ORDER OR WRITE US DIRECT 


A. B. CARLSON & Co., Inc. 


349 Woodlawn Avenue AURORA, ILLINOIS 
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ard NEMA flanges; motor and pump can be dismounted ang 
reassembled without disturbing inside mechanical adjus- 
ments. 

Mechanical seal is a well-known commercial type: en, 
closed impeller has a replacable wearing plate in contact 
with the seal. End plate carrying impeller and seal assem, 
bly can be removed without disturbing piping connections, 


Made by: The Kraissl Co., Hackensack, N. J. 
Circle E12 on coupon, page 158 


Hand-operated Controlator 
provides auxiliary Braking 


CONTROLATOR is a hand-operated, high pressure auxiliary 
hydraulic cylinder for installation on the steering column 
of trucks below the steering 
wheels. Designed to provide 
more control over stopping, 
holding and starting opera- 
tions, it contains a fluid cham- 
ber, piston and _ operating 
mechanism and is equipped 
with a line pressure gauge. 
With the device it is possible 
to apply and release the 
brakes gradually by hand in cases where both feet may be 
busy. 





There are no air or vacuum connections and the Con 
trolator is operable whether the motor is running or not. 
It does not interfere with the regular brakes and can be 
installed on any hydraulic brake truck. Furnished com- 
plete with mounting bracket, tubing and fittings. 

Made by: Power Equipment Co., 6000 Paseo, Kansas 
City 10, Mo. 


Circle E13 on coupon, page 158 


Burnham introduces new 
PACE-KING boiler Line 


A NEW LINE of cast-iron boilers for larger buildings to be 
known as PACE-KING, has been announced by Burnham. 
These boilers are larger ver- 
sions of the Burnham PACE- 
MAKER and are oilfired. Avail- 
able in 14 sizes with IBR rat- 
ings from 1100 to 4500 for 
steam and 1925 to 7200 for 
water, PACE-KING is a vertical 
flue-travel boiler. Each section 
of PACE’KING with its many 
fins, has its own outlet direct 





to the smoke-hood. There are 





no loose baffles, since its de- 
sign and special construction features eliminate any need 
for them. 
Boiler sections are reversible which permits wider choice 
of location since outlet connections and cleanout panels 
can be placed on either side. Also all models can be fired 
from front or rear. Sections easily pass through normal 
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doorways. All sizes can be equipped with a specially de- 
igned Burnham tankless coil with capacities ranging from 
sto 10 gpm. Storage type heaters can also be used. 
Made by: Burnham Corp., Boiler Div., Irvington, N. Y. 
Circle El4 on coupon, page 158 


Vulcan announces integrated 





heating and cooling Baseboard 


\N INTEGRATED year-round baseboard heating and cooling 
ystem announced by Vulcan affords either warm or cool 
ir from the same 
aseboard installa- 
tion at the flick of 
, switch. Inde- 
sendent operation 











of the boiler for 
jomestic hot 
water is possible 
ind at the same 
time chilled water 
iscirculated 
through the base- 
board piping sys 
tems for cooling during the hot months. | 
Basically the system incorporates a chiller and a central | 
blower which distributes a controlled quantity of air under 
the entire length of each baseboard radiator element. | 
Made by: Vulcan Radiator Co., Hartford, Conn. 
Circle EI5 on coupon, page 158 | 





COLE-SEWELL DRAFT CONTROLS 


Standard Round 
SULLIVAN STABILIZER 


Gate control with or without uni- 
versal sleeves. Open check type. 
Top or side mounting. Perfectly 





4 counterbalanced. Ball bearings. 
, Stock sizes from 14” to 36”. Special 
MODEL 730 sizes on order. a 


Standard Round 
DRAFT KOREKTOR 


Low price, positive action gate control 

specially for oil burners and 
tokers, Exclusive friction-free, knife- 
tige bearings. Stock sizes 7” to 12”. 4” 
06" sizes for stoves and space heaters. 









MODEL 909 


The Original 


LAUND-R-VENT 


For any automatic clothes 
dryer. Vents moisture, lint, 
odors, etc., to outside. Eas- 
ily installed. Friction free. 
Rust proof. Won’t freeze. 
3” and 4” sizes. Standard 
and special kits. SNAP Lock 
PIPE in kits. 


(OLE-SEWELL ENGINEERING CO. 
8 UNIVERSITY AVE. + ST. PAUL 14, MINN.| 


i 





ALL ALUMINUM, 
AIS ALL DRYERS 




















COMPRESSION 
FITTING 


“ECHO” 


VENT SIGNAL 


Patented in Canada—U.S. Pat. Pending 
GUARANTEED PROTECTION 


SAFE FUEL OIL LEVEL 
PRE-SET PERMANENTLY AT FACTORY 


The ECHO VENT SIGNAL— 
with COMPRESSION FITTING 
provides a quick easy method of 
installing on old tanks. Consists 
of one piece REDUCING BUSH- 
ING, COMPRESSION FITTING 
(Cast Iron Nut, Oil-proof Rub- 
ber Gasket, Dome-shaped Steel 
Washer) and VENT SIGNAL 
combined. Makes positive leak- 
proof connection with non- 
threaded Vent Pipe. Made of 
high grade materials, 
attractively fin- 
ished and rust-proofed. 
Fits 114," or 2" tank 
openings. 
















; 


ieee 2 A 


¥ 





This device whistles 
while tank is being 
filled. When tank is 
full whistle automati- 
cally shuts off. It is 
positively foolproof, 
unconditionally guar- 
anteed against defec- 
tive workmanship and 
materials. 


INSTALL 


NEw 


PURPOSE MODEL 
POSITIVELY FOOLPROOF 











LOW PRICED—HIGH QUALITY 
MODELS FOR EVERY TANK 


FROM YOUR LOCAL WHOLESALER 
ORDER OR WRITE US DIRECT 


A. B. CARLSON & Co., Inc. 


349 Woodlawn Avenue AURORA, ILLINOIS 
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CONVERSION JOB 














Ever Lose a Job 


on Price ? 


Sure you have... and we’re not going to tell 
you that B&W lightweight Refractories will 
help you be the low bidder. 

But we can tell you this—it’s easy to justify 
the additional cost of a B&W Insulating Fire- 
brick Firebox, even to the customer who buys 
on price. In fact, his very attitude toward 
cost makes him easier to sell. When you tell 
him that your quotation is based on the best 
available equipment to give him low fuel bills, 
long life and freedom from repairs, he’ll listen. 
Give him an example. For instance... 

“IT can buy a combustion chamber for as 
little as $3.95. However, the one I’m putting 
into this job costs about $9.00. Why is it 
worth the extra money? Because it insulates 
better and saves you as much as 25% on fuel. 
For you that’s $50 or more every year—just 
like putting money in your pocket!” 

And there’s another strong selling point in 
your favor, too—quieter operation. The same 
lightweight structure that enables B&W In- 
sulating Firebrick to cut fuel bills also absorbs 
combustion noise. No nerve-shattering ‘‘explo- 
sion” when the burner goes on. Your customer 
can fully enjoy the comfort of oil heat. 


Send today for the 
B&W FIREBOX HANDBOOK 


a valuable guide 
for every installer 


THE BABCOCK & WILCOX CO. 
REFRACTORIES DIVISION 
General Offices: 161 East 42nd St., New Y ork 17,N. Y. 
Works: Augusta, Ga. 
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. New Products 


Musitherm combines heating 
Control with G-E clock Radio 


MUSITHERM heating control, available with G-z heating 
units, combines this function with a G-E clock radio, By 
switching on the Musitherm § 
before retiring at night, it 
automatically lowers house 
temperature, shuts off the 
radio and then in the morn- 
ing at a predetermined hour 
it automatically turns on the 
heating system and awakens 
the sleeper with music. 














It can be placed anywhere 
in the house and is connected to existing heating controls 
by low voltage wiring. Set like an alarm clock, Musithem 
also can be adjusted to turn on the heat without playing 
the radio. 

Made by: General Electric Co., Home Heating and Coul- 
ing Dept., Bloomfield, N. J. 


Circle E16 on coupon, page 158 








Delco oilburner Motors are 
lightweight, totally enclosed 


REDESIGNED Delco oilburner motors are lightweight, totally i 
enclosed models available in 1/8 and 1/6 hp, split-phase 
constant speed. Full load rpm ratings are 1725 for 60 cycle 
motors, 1425 for 50 cycle motors, while rotation is stand 
ard, counterclockwise at shaft end. Opposite rotation als 
is obtainable. 

Main frame of these motors is rolled, resistance-welded 
steel, rotor and end frames are aluminum alloy die cast 
ings, precision machined. Delco Thermatron manually reset 
overload protection is standard equipment. Overall length 
of these redesigned motors has been cut 11%” and although 
weighing 14 lbs., the motor still remains in NEMA 56 frame 
size. 

Made by: Delco Products, Division of General Motors 
Corp., Dayton, Ohio. 

Circle E17 on coupon, page 158 





Herman Nelson unit Heaters have 
either one or two-speed Motors 





AIMED AT providing comfortable outlet temperatures 0M 
high pressure, high temperature steam systems, Herman 






Nelson has added a new series 
of horizontal unit heaters to 
its line of heating and venti- 
lating equipment. Outlet tem- 
peratures are at the standard 
2 psig rating, and the propel- 
ler fan unit heaters can be 










used on steam systems of 

pressures up to 125° psig. 
Capacities range from 385 

to 5430 cfm (70-degree air), 17,400 to 228,000 Btu/he 
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ALL-IN-ONE Oil Burner 


ally One burner with capacities from .6 to 4.5 gph! 


hase, 





Where you once stocked three or more different burn- 








cycle ers, you now need only one—Mt. Hawley’s ALL-IN-ONE 
and: (Model F-45) Oil Burner. Handles any job from a four- 
ales room home to a six-apartment dwelling or a small com- 
mercial building... and its capacity easily can be increased 
at any time for the home-owner who “adds on”. 
ded A few quick, easy changes, using the components at 
cast’ left, make it possible to obtain any capacity in the .6 to 
reset 4.5 gph range without sacrificing efficiency or cleanliness 
ngth (#3 smoke or less throughout range). Elimination of com- 
a plicated firing heads and “hairline” adjustments in the 
rame 


absolute minimum. Comes in four burner tube lengths 
with universal flange or pedestal mounting. Weight—just 
52 lbs. 


otors 


Here’s how the ALL-IN-ONE works: 


Three extra choke rings and an extra air diffuser, in 
addition to those already mounted in burner, come to you 
with each unit. A simple chart shows you how to combine 
these with any one of 17 different commercial nozzles to 
get this amazing range in capacity. Entire changeover 
takes less than six minutes! 





7 ALL-IN-ONE keep its operation simple . . . service at an 


s on 
man 


OLIP THIS...ALL trou... ware ir Wow! 





Mt. Hawley Mfg. Co. 
Dept. F Routes 88 and 174 
Peoria, Illinois 

Rush full facts on the revolutionary Mt. Hawley ALL-IN-ONE 
(Model F-45) oil burner! | do not obligate myself in any way. 


















Mi douley 


MFG. CO. 
PEORIA, ILLINOIS 
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Address. 
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“Qure-Fire” 
Profit-Vakers 


THIS YEAR...EVERY YEAR! 



































Gmbuslionect 


OIL BURNERS 


Model dHP 








Take your choice, or take both . . . the Combustioneer 
dHP or dLP ... they are the industry’s finest oil burners. 
Many exclusive features make them a “cinch” to sell! 
Quality throughout—and best of all—they are absolutely 
trouble-free! Install em... set em... forget ’em! Priced 
to make a “sweet” profit for you! Backed by national 
advertising and dealer sales helps. Liberal cooperative 
newspaper ad policy. Get complete details about the really 
profitable Combustioneer Franchise. Mail the Coupon! 


THERE ARE OTHER BIG PROFIT-MAKERS 
IN COMBUSTIONEER'S HEATING LINE! 


> 











Handsome, Gas Burner Complete Humidifiers 
compact gives unmatched line of for any 
oil furnaces. | fuel economy. Coal Stokers. type furnace. 








DIVISION 





THE STEEL PRODUCTS ENGINEERING COMPANY 





COMBUSTIONEER DIVISION Steel Products Engineering Company 
1221 West Columbia Street, Springfield, Ohio 






Name 











Firm Name 











Address 









City. ae _State 








Tell me about the money-making Combustioneer Franchise! | 








. . « « New Products 


(with 60-degree entering air and 2 psi steam pressure), 
and the units are suitable without modification, for forced 
hot water heating systems. 

Made by: Herman Nelson Div., American Air Filter 
Co., Louisville, Ky. 


Circle E18 on coupon, page 158 


Four Certified oilfired Furnaces 
are factory-assembled horizontal Units 


FOUR COMPLETE new horizontal furnaces manufactured by 
Certified Furnace may be fired with the Certified flanged 
gun-type oilburn- 
er, and range in 
capacity from 80,- 
000 Btu/hr_ to 
210,000 Btu/hr. 


Intermediate ca- 








pacities are 110,- 

000 Btu/hr and 160,000 Btu/hr. The two largest sized 
casing measurements are height 30”, width 30”, length 
62”, while the smaller furnaces measure length 62”, height 
20”, and depth 28”. 

Hanger-posts are provided for suspending these furnaces 
from the ceiling, and to support the furnace when set 
upon a base, four pipe legs may be fastened to the cow 
plings provided at the bottom. 

Made by: Certified Furnace Corp., Trenton, N. J. 


Circle E19 on coupon, page 158 















L give my customers 
the BEST! 


APTHORP TRUE ALIGNMENT 


NOZZLES 
BOTH ARE PERFECT 


but one may be BETTER 
for a PARTICULAR BURNER 
than the other 
























HOLLOW SPRAY SOLID SFRAY 


Every burner has a certain air pattern that is g0v- 
erned by the design of its particular head. Either 
an Apthorp Hollow Spray or Solid Spray Nozzle 
will mate best with this air pattern. By use of 
the right type, CO, will increase from 2% to 4%. 


WRITE FOR COMPLETE NOZZLE BULLETIN 


BOSTON MACHINE WorKS COMPANY 


Oil Heating Supplies Division, Manufacturers, Lynn, Moss. 
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YOUR WEEKLY GROSS: $425 








Gross $425—net $161 per week per truck during 
your fuel oil slack season by spraying Monsanto’s 
Folium 20-20-20, leaf and root feeding fertilizer 





Estimating conservatively, a capac- 
ity season can net you up to 
$5,000.00 per truck. 


Yes, with one truck and one man 
spraying Folium, you can gross $425 
per week—and net $161 per week- 
na $90 investment. And, Monsanto 
will show you how. 


Monsanto offers you a planned pro- 
gam of technical information, sched- 
ling, operations, advertising and 
jtomotion based on what your fellow 
ealers have learned. 


Your most serious consideration is 
0 satisfy your customers, especially 
wee many of them will come first 
fom your fuel oil clients. 


With Folium as your product, you 
ae secure. You and your customers 


know they are getting the best 
fertilizer available. 


Fertilizing will begin as early as 
March. You have no time to lose. 
Phone your local Monsanto repre- 
sentative at once, or mail the coupon 
at right for full details. 


You'll save money with Folium be- 
cause it comes to you as a dry, 
completely soluble powder which 
lowers shipping, handling, and stor- 
age costs. Folium 20-20-20 is the 
richest, most perfectly balanced 
fertilizer available, 60 active units of 
Nitrogen, Phosphorus, and Potash 
—yet harmless to children, pets, foli- 
age. A special ingredient keeps it from 
burning. An exclusive Monsanto 
wetting agent carries Folium quickly 
to all parts of the plant for the fast 
results your customers will look for. 


—y—- 


Folium Is Made By MONSANTO, Where Creative Chemistry 
a | Works Wonders For You 











MONSANTO CHEMICAL COMPANY 
Merchandising Division 

800 North 12th Street 

St. Louis 1, Missouri 

Please send me complete details on 
Monsanto’s planned program, and the new 
“Folium Complete Spray Fertilizing 
Manual for Fuel Oil Dealers.”’ 

Name and 
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WINNING NUMBERS 


in Hot Water Heating Vents 


AID-0-MIST 
UTO-VENTS 


For pressures up to 30 
Ibs. Designed for lim- 
ited space, this self- 
closing, float-operated 
valve provides positive 
action for such con- 
tinuous venting jobs as 


@ Venting convector 
radiators 


@ Venting baseboard 


radiators 


NUMBE For pressures up to 75 

lbs. This self-closing, 
float - operated valve 
gives positive action 
for such large capac- 
ity, continuous venting 


jobs as 


® Venting trapped 
mains and circulat- 
ing lines 


Venting hot water 
convector radiators 


Venting high points 
on mains 


No air chamber required. Size 4% x 2!/,"'. 
Send for Catalog Sheet No. 7. 


No air chamber required. Size 3-3/16 x I!/.". 
Send for Catalog Sheet No. 67. 


No air chamber required. 


A fast venting valve of 
the expansion type. Its 
small size and responsive 
action make it ideally 
suited to such venting 
jobs as 


@ Venting convector ra- 
diators 


® Venting free standing 
radiators 


® Venting baseboard ra- 
diators 


Size I'4 x I". 


Send for Catalog Sheet No. 72. 


MAID-O’-MIST, inc. { 


3217 
CHICAGO 4I, 


NORTH PULASKI ROAD 


HEATING SPECIALTIES 
So. 


ILLINOIS 





. » « New Products 


S.O.S. three-in-one Compound 
is Solder and Flux combined 


COMPOSED of finely-ground 50-50 tin-lead solder chemically 
suspended in s.0.s. liquid solder flux, 3-in-1 solder chem; 
cally cleans the surface to be soldered or tinned and pre. 
vents corrosion of the metal after the joint has been pre- 
pared. 

The solder is applied to the fitting and tube, which are 
then joined together and heated with a torch. The heat 
draws the 3-in-1 into the joint by capillary action, after 
which it is cleaned with water, brush or cloth. 

Made by: S.O.S. Products, 282 Nassau Ave., Brooklyn, 
N. Y. 

Circle E20 on coupon, page 158 


Aerosolve air Filter intended 
for commercial, industrial Use 


CAMBRIDGE Aerosolve air filter, designed for high efficiency 
air filtering in commercial and industrial airconditioning 
systems, employs a pleated filter medium. Unit consists of 
a permanent cadmium plated steel frame containing a re 
placeable filter cartridge. The cartridge itself is supplied in 
a fire-resistant, double-corrugated board frame. 

Under normal conditions the filter has a life expectancy 
of from one to three years with pre-filters. Permanent 
frames measure 24” x 24” x 12” and are used for all three 


WINDMASTER 


The Modern Draft Control 





It pays to say 
““WINDMASTER” 


to your jobber 


Windmaster Corp. 43 Vine St. Columbus 15, Ohio 
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jo MODEL WB-1 





Oil-Fired | 
Boiler-Burner | 
installation time ... and expense... HEIL 


designed and built to provide efficiency, safety, a 
dependability and economy! wh Zi t if eA \t7 iZ 


Here’s custom quality and precision performance 
at a genuine budget price! It’s the new HEIL 
‘Model WB-1 oil-fired boiler, completely factory 
assembled and pre-wired to save hours of 


The new WB-1 features a quiet, efficient C 

circulating pump and tankless 3 gpm water heater ye yy ye Neu Ah Se ® 
with its own flow control valve. Standard a" at” 
components include ASME-rated pressure relief ese +o installation! ee 
gauge, combination thermometer and altitude we de ; iF x 
gauge, operating and high-limit controls, thermostat, Le e 
draft regulator and flow check valve. : toll Seistened wiaicaband jncket with @< 
Remember, this new WB-1 is HEIL-designed and J baked enamel finish! \e@ 





HEIL-built. This undivided responsibility means that pe 
you can offer your customers more in genuine Dy All components easily accessible e= 


reliability and satisfaction. Here’s a unit you can , 4 eae ae 


sell and really mean it, a unit that helps you le “ Ti ina 

earn a reasonable profit. Burner moyenadl primpty soptrol! a ay 

Write for details on the new HEIL WB-1. And mae ® Tubeless design for easy cleaning! ba ° 

get details on the entire HEIL boiler line with by gn a Al Md LN | =. 

gross Outputs up to 252,000 BTU. Remember — it i @e00000008088008000 » Bs 
t* “1 yw 


pays to look first to HEIL — first in heating! Li ET 


¥ 


HEIL MODEL WB-1 OIL-FIRED BOILER-BURNER UNIT 
ee ee re er ree 93,000 I HE co. 


Net Rating, Sq. Ft. (Water) ...........200ce cece ees 465 

No i rd Das a a eae wa anaes 0.85 Milwaukee, Wisconsin Hillside, New Jersey 

Es niin RWS cidape radar bnelen neds wipn eos 44% in. SALES OFFICES: New York, N.Y.; Union, N.J.; Atlanta, Ga.; Cleveland, 
Width (cabinet NY) oc ccicvcecswcccsssccccevoecse 21% in. Ohio; Chicago, Iil.; Milwaukee, Wis.; Kansas City, Mo.; Denver, Colo.; 
length ICICI DULNOIP 5 3.0 co's wae cis cad ce wecncscieres 36 in. Dallas, Texas; Los Angeles, Calif.; Seattle, Wash. 

Shipping WIGIGH, POURS .....0cccccctecceusoerete sae 630 The Heil Co. is a member of OHI, GAMA and an associate member of NHWA, 
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SAVE TIME= 


CUT COSTS 





with 
HEAT- RESISTING 
STEELS 


SHEARED 
TO SIZE 


STION CHAMBERS 





your COMBU 


In more ways than one, it pays to specify 
Ingersoll heat-resisting stainless steel for 
your oil burner combustion chambers. 


for 


Ingersoll heat-resisting stainless has ex- 
ceptional forming qualities—so it’s easy to 
fabricate. Its analysis is correct—to with- 
stand high temperatures. It’s made by spe- 
cialists—so you know it’s made right. 


Whether you use these steels in large or 
small quantities, Ingersoll facilities offer ex- 
ceptional service by custom shearing to your 
own specified combustion chamber blanks, 
or multiples thereof. 


 Hhanteges 


OF HEAT-RESISTING STEELS 
% No breakage in shipment or handling 
% Lighter weight lowers freight costs 


% Quicker heating—greater efficiency 


Write, wire or phone for details 


Ingersoll 
STEEL DIVISION 


Borg-Warner Corporation 
310 S. Michigan Ave., Chicago 4, Illinois 
Plant: New Castle, Indiana 
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. . . « New Products 





cartridge models with 1,000 cfm rating. Frames and cay. 
tridges also can be furnished in a 24” x 12Yy” x 12” frame 
size rated at 500 cfm and a 12” x 12” x 6” frame, rated 
at 125 cfm. 

Made by: Cambridge Filter Corp., 738 Erie Blvd. East, 
Syracuse, N. Y. 
Circle E21 on coupon below 


Automatic Switch two-way Solenoids 
offered for Use with four pipe Sizes 
BULLETIN 8201A two-way packless solenoid valves age 
available from Automatic Switch for use with 4%”, Yj" 
¥," and 1” pipe sizes, offered : 
normally closed or normally 
open, with standard, water- 
tight, or explosion-proof sole- 















noid enclosures. The compact 





valves measure (normally 
closed model) : 3-13/16” high 
and 234” face to face. The 
valves may be used with all 
standard AC or DC voltages; 
power consumption is 10 watts. 

Features include a continuous duty coil; mountable in 
any position; forged brass bonnet; 24” coil lead lengths; 
corrosion-proof and packless construction. 

Made by: Automatic Switch Co., 391 Lakeside Ave., 
Orange, N. J. 


Circle E22 on coupon below 





























FUELOIL & OIL HEAT READER SERVICE 
2 West 45th St., New York 36 
REPLY CARD MARCH 
Mail Now-——-Card Expires May 31, !955 
Now 
Circle numbers of new product items on which you 
want more information: General ] 
NEW PRODUCTS extremel, 
El E—2 £3 £4 ES £6 €&7 € £&§ for oil bu 
EIO Ell E12 EI3 E14 EIS E16 EI7 EI8 network 
E19 E20 E21 £22 nediate 
transforn 
ADVERTISEMENTS—Give page number and name ~~ 
of advertiser about whose products you want more FLEXIBLE 
information. The new 
nations 1 
ee — er re and 2 dif 
With this 
parts sto 
er Rs 8 fF atti ass 'ei'e sal orotate arenes eieiarolela oem inition ¢ 
Re ea Position .......--+° SIMPLE | 
Por cony 
PMID oct 's:'o\ Giese: a oie lew Slevele a cornte Celevelelel eliotn sieve nolo 0 es are mour 
Ls RS AERO RCC NET ICI Sn ery e ie ue 
Check Classification of principal dollar volume: 
(] Fueloil Dealer (] Parts and Equipment Jobber (] Manufacturer 
C] Manufacturer Employee {] Manufacturers Rep. [] Oilheating 
Dealer [|] Other 
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THESE SEVEN COMPONENTS GIVE YOU 24 COMBINATIONS. 


GENERAL ELECTRIC ANNOUNCES: 


NEW IGNITION TRANSFORMER 
FOR REPLACEMENT MARKET 


Now available from authorized G-E distributors 


General Electric is now introducing a new, 
extremely versatile ignition transformer 
for oil burners, and establishing a national 
network of franchised distributors. Im- 
mediate off-the-shelf delivery of ignition 
transformers is available for your replace- 
ment business. 


FLEXIBLE DESIGN 

The new models offer 24 different combi- 
tations using only 3 different base plates 
and 2 different sets of terminal adapters. 
With thisextreme versatility and minimum 
parts stock you can handle most of your 
nition service calls right from your truck. 


SIMPLE DESIGN 


For convenient installation twin bushings 
a€ mounted on either the bottom or end 





of the case. An electromagnetic shield 
and electrostatic shielding are included 
to reduce to a minimum radio or TV 
interference. To make any installation or 
modification even simpler a choice of 
either spring-clip or thumb-screw type 
terminal adapters is offered. This is the 
same transformer design that over the 
years has provided outstanding service 
records for quality oil burner manufac- 
turers. Now, for the first time, it has been 
specifically adapted for the growing re- 
placement market. 

For further information, write for 
Bulletin GEC-1261 or call on your nearest 
authorized G-E ignition transformer dis- 
tributor. Section 412-119, General Electric 
Company, Schenectady 5, New York. 


Progress /s Our Most /mportant Product 


GENERAL @@ ELECTRIC 



































FER TIiL-A DE THE ORIGINAL True Liquid Fertilizer for 


Fuel Oil Truck Application 
ANNOUNCES the 1955 PROVEN PROFIT PROGRAM 


Fertilizer - Insecticides - Weed Killers 


Exclusive, Protected, Franchises available to agressive dealers - Two trucks necessary 
Write or Phone Today for details 





Manufacturers 
Lletivities 


Armstrong Furnace President 
forsees 1955 as Top year 


SPEAKING at two dealer meetings re- 
cently held at the home plant of Arm- 
strong Furnace Co., Columbus, Ohio, 
president W. J. Olsen predicted that 
1955 would be an even better business 


SMITH EQUIPMENT AND SUPPLY CO. 


year than the record-breaking 19454. 

Olsen said that “Over the past 
twelve months, Armstrong has added 
40,000 square feet of manufacturing 
space and is in the process of complet- 
ing a covered warehouse-to-shipping 
building connection that will increase 
shipping facilities by 15%. 

The meetings, held in connection 
with a sales and service school on heat- 
ing and airconditioning, were attended 
by two groups flown in especially for 
the meeting by the Wisconsin Furnace 
Supply Corp. of Milwaukee, Wis. 


1615-21 N. Central Avenue 
Chicago 39, Illinois 
Phone: NAtional 2-0027 






U. S. Burner displays Line 
to oilburner school Students 


THE FEATURES of the 400S model 
manufactured by the U. S. Burner 
Division of The Carlin Co., Wethers- 
field, Conn., were displayed recently 
to a class of 50 oilburner school stu- 
dents at the offices of John Hack Co,, 
Woodbury, N. J. 

Enrolled in the heating and oilburn- 
er course at the Philadelphia Wireless 
Technical Institute, the students heard 


talks by B. C. Lindberg, president of 

















precision Afago 





THE NOZZLE 
THAT SELLS 
ITSELF! 









NOZZLES 


PACKED IN THE 
ORIGINAL CLEARSITE 
HEXAGON CONTAINER 











ALL CONTAINER LIDS NOW IMPRINTED WITH SIZE AND DEGREE! 


Red for Hollow 





Blue for Solid 





Hago Product - 8 Swingfiel Ave, Irvington 1, X.) 


In Canada—RICHARDSON DISTRIBUTORS, 15 Brule Gardens, Toronto 


——_—_—_—_—_—_— ———, 
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Since new Dunham Hot Water Circulators have a sin- 
gle spring coupling that never wears out under normal 
conditions, you can forget about stocking replacement 
couplings or replacing them! The single spring cou- 
pling in every Dunham Circulator is guaranteed for 
the lifetime of the circulator. But this is just one of 
the many reasons for the rapid rise in popularity of 
these compact, quiet circulators. 

Dynetrically balanced, one-piece impeller is vibra- 
tionless at full rated capacity. Weep hole construction 
between self-centering, field replaceable seals and ex- 
tra-large oil reservoir prevents water contamination 
of bearing lubrication section. Special, brand-name 
motor has built-in overload protection. 

Dunham Circulators are easy to install, too... in 
horizontal or vertical pipes...in supply mains or 
return lines ... regardless of boiler position. For fur- 
ther information on the Dunham complete hot water 
line, clip and mail the coupon. 


HOT WATER HEATING 





RADIATION * CONTROLS © UNIT HEATERS © PUMPS « SPECIALTIES 


QUALITY FIRST FOR OVER FIFTY YEARS 


® A. DUNHAM COMPANY ¢ CHICAGO * TORONTO * LONDON 


Why should YOU stock circulator 





couplings? 











NEW DUNHAM CIRCULATOR 
Standard and high head capacities 



























Cc. A. DUNHAM COMPANY 

Dept. FOH-3, 400 W. Madison St. 
Chicago 6, Illinois 

Send complete Hot Water Line Literature. 
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. . . » Manufacturers’ Activities 


the Carlin Co., and Bert Watling, sales 
manager. 

The course covers a period of forty 
weeks with classes being held twice 
a week. Each week one night is devoted 
to theory, the other to practical train- 
ing, and this particular session was 
listed as extra curricular, with students 
traveling as far as 100 miles to attend. 

The greater portion of the meeting 
was devoted to the background and 
development of the Shell Head and 
its position in today’s oilburner mar- 


ket. 


G.E. training Teams will 

visit nearly 100 Cities 

AS A RESULT of the unexpected re- 
sponse to the Application & Service 
training sessions conducted for the past 
two years throughout the nation by the 
General Electric Co., Bloomfield, N. J., 
nearly 100 cities in North America 


will be visited this year by G- 
Heating training teams. 


The training teams, 





“I sold five out of the first five 


with the Armstrong Visualizer” 


. says Armstrong Dealer Joe Grieshaber 


The experience of Mr. J. J. Grie- 
shaber, owner of Reading Heating 
Service at Reading, Ohio, is typical 
of many others. Maybe we can’t do 
any better than to quote Mr. Grie- 
shaber’s letter, just as it was written. 
He says: 

“Business has been good this fall, 
and our profit per sale is also up. Of 
course, there are several reasons, 


but one, I think, is more responsible 
than all the rest put together. 


“It’s the Armstrong Visualizer. I 
started out with a bang with it. I sold 
five out of the first five prospects I 
tackled. I don’t remember ever do- 
ing that before. My ‘batting average’ 
since, with the Visualizer, has been 
a whale of a lot better than it ever 
was before. I get the sales I used to 
see slide away for no good reason. 


ARMSTRONG | 


| ARMSTRONG | 


“T’ve quit meeting price cuts, too. 
That’s why I’m making more money. 
I used to meet a price or lose a sale. 
Now I sell quality and value and I 
get my price. People will pay more 
if they can see they’ll get more. 
With the Visualizer, they can see. 


“This Visualizer is the best thing 
anybody ever did for a furnace deal- 
er. There’s nothing else near it.” 


Looks like Mr. Grieshaber has the 
answer. Do you? If not, how can you 
do better than to look at an Arm- 
strong Visualizer? Your Armstrong 
wholesaler will show it, gladly. If 
you don’t know him, drop a line 
to us at Dept. F for his name. Be 
sure to inspect this leading merchan- 
dising tool of the year. 






OMPANY 


todays health ME END 





Ke 
, 
Ke. 









ARMSTRONG” FURNACE 


COLUMBUS, OHIO 
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COMPANY 


DES MOINES, IOWA 


E Home 


made up of 
home office and field engineers, have 
been increased and the program ex- 








panded to include a combined appl 
cation and service training program, 
The teams will visit 91 U. S. citig 
in 41 states and, for the first time, wj 
hold classes in seven Canadian citie 


Lennox Furnace Co. reveals 
largest advertising Program 


UTILIZING a heavy schedule of 
sumer and trade publications on 1 
national level, along with strong dea 
tie-in advertising in virtually all me 
on the local scale, the Lennox Furn 
Co., Marshalltown, Iowa, has launc 
one of its most comprehensive ad: 
tising, promotion and merchandi 
programs. 

The new plan will draw additi 
support from a broad schedule o: 
rect-mail and merchandising acti 
and a national program of sales 
motion and publicity. The prevailing 
advertising theme will spotlight the 
dealer as a home comfort specialist. 

Along this line, it was revealed that 
a series of dealer meetings had been 
held over the period of February 28 





IDEAL MONEY 


Loans on receivables involve 

no partnerships, no interference, 
and the cost is generally 

less than the amount you can 
save by taking a 1% discount 
Unlike 
dividends, they are tax 
deductible. 


on your purchases. 


Write, phone or wire for 
information on the Lexington 


Plan. 


LEXINGTON 
CORPORATION 


Fuel Financing 
In the New England Area 


M. S. Lurio, Pres. | D. A. Robinson, Treas: 


10 Milk Street, Boston 8, Mass. 
Liberty 2-6878 


er: ec aE EE 
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Lite rains | 
ENE ON 


DSONGAN 


RANSFORMERS 


THE RESULT OF 
46 YEARS 
OF 
"KNOW-HOW" 





ONGAN Transformers are the embodiment 

of 46 years of experience in the specialized 

field of transformer design and construction. 

This accounts for their many outstanding fea- 

tures—features which have made the name Don- 

gan the synonym for dependability in oil-burner 
ignition. 

* 


Voltages from 5,000 to 20,000 
A variety of sizes and mountings 





Dongan Electric Manufacturing Co. 


WRITE FOR 2981 Franklin Detroit 7, Mich. 


“The Dongan Line Since 1909” 
































Here's why... 
Every GULF SOLAR HEAT brand dealer 


can expect even greater profits in ’55 





He has... 


the finest marketing plan in the industry 
to help guide him in the operation of 
his business...plus a product to sell 


that is second to none 





GULF OIL CORPORATION 
GULF REFINING COMPANY 








i 





SPECIFIC SOLUTIONS ———— 
70.3 SPECIFIC = (emus 
HEATING PROBLEMS | emxx poor 
Only DELTA Makes All 3!\ mum 








For lowest cost industrial heating. Ideal for fac- 
tories, warehouses, commercial buildings, and 
locations requiring high velocity air delivery. 





DELTA 
SUSPENDED-HORIZONTAL 
FURNACE 


Especially shallow for narrow crawl spaces and 
attics. Larger models for offices, partitioned 
spaces, stores, gas stations. 


oe Wacil, Bad): 
FLOOR LEVEL FURNACE 
Provides an extremely effective, 
yet extremely economical central 
heating system for small 
cellarless homes. 
FOR THE FACTS! 
YOU can beat all your competition with this profit-packed trio 


| of fine heating equipment . . . made exclusively and only by DELTA! 


DELTA HEATING CORPORATION, TRENTON 8, NEW JERSEY 


Representatives in all major cities 


qa 
qa — 


Gporite 


AUTOMATIC HUMIDIFIER 


OFFERS QUICKEST — FASTEST INSTALLATION 
ADJUSTABLE TO SLOPING OR STRAIGHT 
BONNET FURNACES 


SERIES 577 


Stainless steel construction. Drip-feed puts just enough 
water in pan for fastest vaporization. Eliminates 
scum... no stagnant water pan. 


Pre-assembly cuts labor time and costs. To install 
simply cut hole in plenum wall, slip VAPORITE in 
just as it comes from shipping package. 


Get complete information. Write FO-3 


Automatic Humidifier Co. 
CEDAR FALLS, IOWA 
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through March 8 at Marshalltown, grams will be Robert D. Strickler, di- 
Iowa, and that further meetings were rector of sales, and the sales managers 
to be held on March 14-15 at Colum- of each division. 

bus, Ohio. During April additional 
sessions are slated at Toronto, Canada 
and Syracuse, N. Y. 


Purpose of the meetings is the in- 


Lau Blower Executives buy 
Interest in the Concern 


troduction of the company’s new line A SUBSTANTIAL interest in the Lau 
of heating and cooling equipment, with Blower Co., Dayton, Ohio, has been 
Lennox dealers as well as other inter- purchased from E. B. and Marion E. 
ested parties invited to attend. John Lau, founders of the firm, by five of 
W. Norris, president of Lennox, will the company’s present executives. 

preside at the product sessions. Out- Together with a group of private in- 
lining the sales and advertising pro- vestors, the purchasers and their pres- 

\ 
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CORPORATIO 
LANOILLIN 


ROCKIS 














ville... the value of 34 yeied 














Ol HEATING) THE Nur ‘Way CORPORATION 


ROCK ISLAND, ILLINOIS 
The adopted standard on leading furnaces and boilers 





E “Automatic Oil Heat Exclusively Since 1921" 








Byrd Faulkender _ Perkins 


ent positions are: Harold W. Faul 
kender, vice-president; Thomas |. 
Byrd, vice-president; Richard L. Per- 
kins, controller; Charles E. Hubbard. 
and Joseph L. Lair. 

The new organization, following the 
purchase, elected officers: Faulkender, 
president; Byrd, executive-vice-presi 
dent; Perkins, secretary and assistant 
treasurer; Hubbard, treasurer; and 
Lair, assistant secretary and counsel. 

Each official has been with the com 
pany for over fifteen years in an execw 
tive capacity. Faulkender emphasized 
that the new management will con- 
tinue present policies developed during 
the life of the company. 





TANK TRUCK PUMPS 


You get quiet, efficient 
deliveries when you use Roper 
Tank Truck Pumps. And 
your pumps last longer, 
because Roper is noted for 
durability. For all grades of 
gasoline, kerosene, diesel fuel 
and fuel oils. 

Consult us now about your 
plant or truck equipment 
problems, or write for catalog. 


Get dependable SERVICE 


RENICK & MAHONEY, Inc: 


380 Second Ave. 
(at 22nd St.) 

New York 10, N. Y. 
Complete Ecuipment 


SERVICE for the Oil Trade 
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Galongage 


“Tells” in gallons. Has 
overwhelming customer 
appeal. Conveniently 
packaged, easy to in- 
stall even in tight 
quarters. Costs less to 
ship, takes only %4 
of the storage space 
required by most 
| gauges. Under- 
| writers approved. 















These gauges can bring you 


CUSTOMER SATISFACTION and MORE BUSINESS!!! 


Pe 


for your medium priced field. 
Factory assembled for 

& immediate installation. 

f Large, easily-read 


g Best of lever arm type gauges 
Hh 


4 numbers on the alumi- 
i 3 num dial are cali- 
\ f brated in ‘‘eighths’’. 
I! Underwriters approved. 


Contact your distributor or write direct to:— 


APPLIED MECHANICS CO. 





Minneapolis-Honeywell adds 

to Midwest marketing Set-up 

A BRANCH SALES and engineering serv- 
ice ofice has been opened in Ham- 
mond, Ind., by the Minneapolis- 
Honeywell Regulator Co., Minneap- 
olis, Minn. O. V. Spousta, formerly 
manager of the Louisville, Ky., branch 
ofice, will be in charge. 

Personnel changes have been an- 
nounced in the midwestern region by 
Gavin S$. Younkin, general sales man- 
ager. Arnold Challman, for the past 
four years manager of the company’s 
branch office in Peoria, has been named 
administrative assistant to T. S. Car- 






®@ If your jobber cannot supply you, use this handy 
coupon to order direct. Supplied postpaid anywhere 


in the U.S. A. Normal discounts in dozen lots. 


‘00 MONTGOMERY ST. + SAN 


Send the coupon today! 
EXPORT DIVISION—OCEANIC EXPORT COMPANY 


ley, manager, Chicago Regional Office. 
R. C. Ferguson will manage the Peoria 
branch, and R. R. Scott will replace 
him at Davenport, Ia. 

Micro-Switch, a division of Honey- 
well, has opened three new offices: 
Phoenix, Ariz., Charlotte, N. C., and 


Denver, Colo. 


General Controls switches 
regional office Location 


IN AN EFFORT to insure more effective 
servicing of the Southeastern United 
States, General Controls Co., of Glen- 
dale, Calif., has moved its regional 
sales ofhce and warehouse from Bir- 


Please send the following, postpaid. 
drum or tank. 


ALL control valves. 





NAME 





___Doz. *Model F-10B—List Price $2.80 each. 


For small to medium installations. Fits 


____ Doz. *Model Z-1—List Price $2.80 each. 


For small to medium installations. Fits 


Fil-Chree 


Gauge, vent- and fill-pipe 
all in one unit for 55-gal- 
lon drums. Can be _ in- 
stalled without tools. 





381 CONGRESS STREET 


BOSTON, MASS. 


mingham, Alabama to Atlanta, 
Georgia. The new address is 1479 
Spring St., N. W. George Deyo is the 
regional manager in charge. 


At the same time, it was announced 
that A. E. (Bud) Hess had been ap- 
pointed Southwest Regional Manager. 
Hess will maintain his headquarters in 
Dallas, Texas. 


Sundstrand Hydraulic Division 
now has own Management, Plant 


ACCORDING to L. H. Schuette, vice 
president, Sundstrand Machine Tool 
Co., Rockford, Ill., the Sundstrand 


Hydraulic Division is now a separate 





SELL AND INSTALL 


Microstone® Element 


FILTERS 


MARQUART MANUFACTURING COMPANY 
1241 High Street + Oakland 1, California 


___Doz. *Model MS-3—List Price $3.95 each. 


For medium to large installations. 


___Doz. Model KS-3—List Price $7.80 each. 


largest, dirtiest jobs. 
*UL Approved 





ADDRESS 
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entity with a new plant, name, and its 
own management, sales, engineering, 
service and production facilities. 

The plant is located at 2210 Har- 
rison Ave. in Rockford where fuel 
units for domestic oilburners and other 
hydraulic products are now in produc- 
tion. 

A. H. Swenson has been appointed 
manager, and C. W. Lang continues 
as sales manager. F. E. Carlson has 
been promoted from master mechanic 
to chief engineer. Manager of manu- 


facturing is R. W. Roper. He had 
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1. Every Tip individually tested for 
Spray Angle and Capacity — your 
guarantee of uniformity. 

2. Self-Centering internal assembly al- 
ways produces a balanced spray—No 
lopsided fires. 

3. Micro-Finish of Tip and Disc seats 
plus extremely close manufacturing 
tolerances insure accurate capacity 
control. 

4. Will handle any domestic oils cur- 
rently being supplied in the United 
States or Canada. 

5. Tip, Dise and Locknut are made of a 
High Chrome Stainless Steel for maxi- 
mum heat and wear resistance. 

6. Five different series available for 
producing various spray characteristics 
—all developed through hundreds of 
fire _ in both Laboratory and Field 
work, 


WRITE FOR CATALOG "0" 





been general superintendent before his 
present appointment. G. N. Bookland 
will continue as purchasing agent. 
The 106,000 sg. ft. plant has been 
specially designed and equipped for 
volume production. According to 
Schuette, increasing demand will bring 
the expanded facilities to peak produc- 
tion within a matter of months. He 
pointed out that it was particularly 
fitting that this announcement could 
be made during the year that Sund- 
strand is celebrating its 50th anniver- 








“24” & “48” Nozzle Boxes 


Don't jumble your nozzles 
loosely in your tool box like 
“nuts and bolts" if you 
expect them to be usable. 
Carry them securely in these 
sturdy, compact steel boxes. 


FLAME MIRRORS 


Until you can see the flame 
you can't tell whether or 
not a burner is firing prop- 
erly! With a Monarch Flame 
Mirror you can see to check 
that the flame is balanced, 
the electrodes properly 
located, and that there 
is no flame impingement 
on the firebox or air cone. 





DEALERS: Buy from your Monarch Jobber 


MFG. WORKS, INC. 


2503 E. ONTARIO ST. 
PHILADELPHIA 34, PA. 


Canadian Agents: (Except B.C.) Canadian General Filters Ltd., Toronto 16, Canada 


, Central and Southern Europe: A. Coutau, Rue De La Scie No. 16, Geneva, Switzerland 


Wayne F. Strong is elected 
President of Iron Fireman 


AT THE ANNUAL board meeting, di- 
rectors elected Wayne F. Strong presi- 
dent of Iron Fire- Pw" iy 
man Manufactur- 
ing Co., Cleve- 
land, Ohio. Other 


officers 





elect- 
ed were Frank S. 
Hecox, vice presi- 
dent and _ treas- 











ute: Wy 2. 


ONed, ©... F. Strong 


Burg, E. C. Webb, Lewis J. Cox, vice 


presidents; C. C. Craft, secretary; and 
H. J. Mack, controller. 

The following directors were elect: 
ed: T. Henry Boyd, New York; Roy 
L. Shurtleff, San Francisco; W. F. 
Strong, Cleveland; David L. Davies, 
Frank S. Hecox, and E. C. Sammons, 
all of Portland, Ore. 

Strong has been with the company 
for 26 years starting as a shipping 
clerk and serving in various executive 
capacities at the plant in Portland. In 
1953 he was transferred to Cleveland 





to Leak-Proof 
Installations 





RECTORSEAL 
NUMBER TWO 


@ Rectorseal #2 is easy 
to apply from brush-top 
cans. Clean and thin in 
the can for easy application, it thickens in 
the joint for perfect sealing. Compare the 
price — compare the quality — you'll see 
why RECTORSEAL # 2 is becoming the stand- 
ard sealant for leak-proof fueloil installa- 
tions. Available in % pt., Y% pt. and 1 pl. 
brush-top cans. 


Write for FREE SAMPLE— 
giving name of your dealer or jobber. 


RECTORSEAL, Dept. O 
2215 Commerce St. Houston 2, Texas 


RECTORSEAL 


Petentod Trade Mark Reg © & Pot ow 


NUMBER TWO 
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The Outstanding Leader 
in Hundreds of Makes of Oil Burners 


In Domestic and Industrial Types 
























DIELECTRIC Ignition Electrodes are 
available in standard types, and in 
special sizes and shapes — all with 
Underwriters’ Laboratories approv- 
al. Cable assemblies and bus bars 
for your most efficient hook-up 
from transformer to electrode. Con- 
sult us. DIELECTRIC is at your service. 


PRODUCTS CO.., Inc. 


125 VIRGINIA AVE., JERSEY CITY 5, N.J. 


\ 








TIME SAVING 


(Shown— headpiece of #27 E-Z-ON) 


DAMPER REGULATORS It’s the little things that 
PERMIT make the Big difference! 


INSTANT ASSEMBLY 


Advanced design of E-Z-ON damper regulators permits on-the-job 
Assembly with only a hammer — no drilling — no rivets. This 16 
gauge steel regulator is simply positioned on the damper by sliding 
it over the scribed center line. The E-Z-ON accurately stays in posi- 
tion until a hammer blow drives the sharp prongs through the 
damper (E-Z-ON prongs will pierce 22 gauge metal.) 


E-Z-ONS PROVED MORE PROFITABLE 
Job Histories prove that your apprentice or journeyman can save 
two-thirds of their damper makeup time with E-Z-ONS. 


STYLE & SIZE 


Famous E-Z-ON standard 
Orn. design No. 27 
Solid end tail piece, threaded 


head piece and wing nut — 


ow. Winnebago, Milwaukee, Wis. 3%" bearing. 
Superior E-Z-ON 
Complete sample set of **Snap-Tite’’ Design No. 29 
E-Z-ON DAMPER Regula- Tail piece with retractable 
tors—brochure & catalog. snap end bearing, threaded 
Write today for profit- head piece and wing nut — 
fmm able details 3%" bearing. 
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PROFIT 
NOW! 


WITH 


GRAND 
RAPIDS 
FURNACE 
CLEANERS 




















It’s easy to get a lion’s share of furnace 
cleaning profits when you use a Grand 
Rapids Furnace Cleaner. Greater clean- 
ing capacity, handling ease and practi- 
cally designed groups of fur- 
nace cleaning attachments 
help you give better service 
and clean more furnaces per 
day at a higher profit. 























Act now! Write today for 
complete information and prices. 


DOYLE VACUUM CLEANER CO. 


233 5 Seavene se, S. W. Grand Rapids 7, Michigan 













order. a 


PNeh ce) V-Vile | 

on-the-spot | 
check of AIR 
CONDITIONING 

or HEATING 


pa os: Ff systems 





No more wasting time in checking the operation of any installation—be it a 
new air conditioning unit, oil burner or heating plant. The PORTABLE Recorder -+- | 
Totalizer furnishes all the data you could get with a stopwatch, pad, pencil 
and adding machine. It makes a chronological record on tape of the time and 
length of every “on”, every “off” period, and it also gives you a total of the 

on” time on the totalizer. The Recorder -+- Totalizer operates electrically—in any 
plant large or small, old or new. Use the portable model from job to job... 
or better yet make it a part of every installation . . . it’s so low priced. You can 
satisfy yourself . . . and give assurance to your customers that the [obi is right. 


te HEAT-TIMER corporation 


RECORDER DIVISION 687 Broadway + New York 12, N.Y. 


ar a electronic weather controls, HEAT Recorder-Totalizer, 
ve, Main Line Quick-Vent Valve, Motorized Valves, 
aay Smoke Alarm, Fire-Chief Fire Alarm, H-T Burner Alarm. 
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and elected vice president in charge 
of manufacturing. 

W. J. O'Neil has been directing the 
affairs of the company for the past four 
years and now will be vice-president 
and manager of retail branches and 
Petro products sales. 

Other appointments made by the 
company include the naming of King 
Handley as manager of production and 
planning at the Cleveland and Toron- 
to, Canada, plants. Norman Stunkard 
is now general manager of the Swen- 
son Thermal Research plant. 


T 





adjustments are required. 


controls. 
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Sneltjes heads modernization 
and replacement Sales for GE 


GENERAL ELECTRIC home heating and 
cooling department, Bloomfield, N. J., 
has formed a new area of sales activi- 
ties for its residential products, W. L. 
Sneltjes has been named manager of 
modernization and replacement sales 
and R. D. Roley, Jr., appointed man- 
ager of sales and distribution planning. 

In making the appointments, C. R. 


Robertson, manager of marketing, 


pointed out that the company is recog- 


R ED 


O F 


THERMOSTAT 
REPLACEMENTS? 


SWITCH 


MERCOID SENSATHERM 


With Its 


MAGNETIC 


MERCURY 


SWITCH 


Y a Mercoid Sensatherms are available for heating, cooling, air condi- 
y tioning and refrigeration applications. 


NO HEATER PROBLEMS 


The Mercoid magnetic mercury switch plus other engineered 
components eliminates internal heaters, thus no calculations or 


NO INVENTORY PROBLEMS 


One standard type Sensatherm will operate all basic primary 


NO CONTACT CLEANING 


The Mercoid magnetic mercury switch has proven its depend- 
ability throughout the past twenty years by providing millions 
of "‘makes’’ and ‘‘breaks’’ without any sign of deterioration. 

The Mercoid Sensatherm builds customer goodwill by eliminating 
service and replacement calls. Specify it for your next job. 


ALL MERCOID CONTROLS INCORPORATE 
SEALED MERCURY CONTACTS 





THE MERCOID CORPORATION, 4201 BELMONT AVE., CHICAGG, ILL. 





ah 


Sneltjes Roley 
nizing an important segment of the 
home owners’ market—the growing 
demand for improving older homes. 


New Facilities opened by 
Connecticut Supply House 


THE COMMERCIAL Plumbing Supply 
Co., New Britain, Conn., a wholesale 
organization, has opened new, larger 
office and warehouse facilities at 30-34 
Dwight St. 

Operated by Peter Sanzo, Connecti 
cut heating contractor, the company 
represents Richmond Radiator Co., 
Acme Dual 8 boiler burner units, Mc- 
Donnell-Miller products, Carlin oil- 
burner, Waldorf Heater, Bush Mfg. 
Co., and Tuttle & Bailey. 

The company’s previous location 
was at 154 E. Main St., New Britain. 


Radio Communications Terms 


compiled in Glossary by RCA 


“MICROWAVE and Mobile Communica’ 
tions Terms” is the title of a 39-page 
formal glossary of words and defini- 
tions peculiar to this field which has 
been published by the Engineering 
Products Division, Radio Corporation 
of America, New York, N. Y. 

Utilizing sketches, diagrams, and 
charts, as well as text, to define terms 
which describe the theory, nature, and 
operation of radio communication 
equipment, the booklet ranges from 
“Absorption Coefficient” to “Zero 
Bias.” The glossary also lists technical 
and non-technical organizations of in’ 
terest to communications engineers, 
and supplies abbreviations of most 
widely used technical terms. 

The glossary is available on request 
from*Dept. P-368, Engineering Prod 
ucts Division, Radio Corporation of 
America, Camden, N. J. 
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Hy f R K S Hi | 8 fF TRANSFORMER CORP. 
NEW MILFORD, CONN. 
IGNITION TRANSFORMERS ARE U.L. APPROVED FOR INTERCHANGE- 


ABLE SERVICE, RADIO AND TV SHIELDED. SPECIAL DESIGNS TO FIT 
ALL BURNERS. 





Address Inquiries to: 


BERKSHIRE TRANSFORMER CORP. 
15 South Ave., New Milford, Conn. 


or 


CLISBY & ASSOC. 28 S. DELAWARE AVE. 
FOR DEPENDABLE PERFORMANCE PHILADELPHIA 6, PA. 





FULLY GUARANTEED 














. »» the Portable Sheet Metal Bending Brake ak: 
puctwe 








bends 20 gauge 
mild steel 















Keep all your 
ductwork profits! With i 
this one tool, you can both form ‘ 
and lock ducts and fittings. Enables you to 
keep up to 35% more profits on each warm air or 
cooling job. Compare specifications and construction — 
WEBCO is an exceptionally strong, precision unit, engineered for 
simplicity, low in cost. 


Let us Show You! Write: 


HALLMOR INC.—McMurray Road, Bridgeville, Pa. | 












Ask your Counter-man for these THERMOLOK Time-Savers 
> 





THERMOLOK KLIP-ON 


Thermostat Locks. Universal Ignition 
Transformer Plate. 


Every church, gym, apt., you can use the KLIP- 
industrial plant, etc., has ON on over 100 makes of 
been seeking this fool- burners. Four spring 
proof lock—not a chance steel clips fasten KLIP- 
to change the thermostat ON universal plate to 


setting unless one has the transformer pedo heasMh 
special ‘‘Yale’’ type key. aiate ‘ A MUST in prot 
Easy to install—just slip service man’s truck! Cuts 


it on and turn key. down your inventory. 


Write for full information 


CO. ING., 541 Rogers Avenue, 


MOST VALUABLE” in producing sales 


Because: Ultimate heating satisfac- 
tion means having an oil burner with 
Such integral values as design, % Durability % Overall Economy 
construction and performance ‘*Dependability % Quiet Operation 
give the Sundstrand line sell- & Compact Design 

ing power backed by consumer These salient features result from 


acceptance. 32 years of engineering and devel- 


The public hears about Sund- °P™e"t by Sundstrand. Available is 
P a complete line of oil burners for new 


strand. They see Sundstrand. installations or conversion. You can 
They buy Sundstrand. increase your sales with Sundstrand. 





















write to 


SUNDSTRAND ENGINEERING CO., Rockford, Illinois 
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Unrestricted 
Flow 


PHILADELPHIA 
HOSE REEL 


proves 
leakproof 
after 

1% million 





Hand-wound reel for rear 
box installation 
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Electric driven reel for side box installation 


Self-tightening seal enables it to stand 
up under toughest, heaviest work loads 


The finest hose reel ever built for fuel oil, gasoline, com- 
ywressed gases and chemicals. Will never wear out. Ex- 
Laneetioel’ tested. 

No leaking, no sweating after a million revolutions at 
pressure from zero to 100 lb. per sq. in. 

A new, self-tightening seal in swing joint is the secret. This 
seal is easily, quickly replaced without breaking lines. 

Features lade light weight (85 lb.) ; holds 100 ft. of 14” 
hose; swing joint with clear, uninterrupted passages; every 
part steel, malleable iron or bronze—no cast iron; rigid base, 
welded throughout; six ball bearings on every reel; all work- 
ing parts accessible; reel can be quickly unbolted. 

This hose reel is made in all sizes from 1” to 3”, for bucket 
or underslung box installation. Available with standard or 
explosion-proof electric motors, any voltage; air or hydraulic 
drives. We can equip them with automatic stop, level winder, 
friction, jaw, or electric clutches if desired. 


Delivery usually within one week. Write for prices and details. 


PHILADELPHIA VALVE COMPANY 


3413 ARAMINGO AVENUE e¢ PHILADELPHIA 34, PA. 
Pacific Coast Distributors: 
Oil Marketing Equipment Co., 325 Fremont Street, San Francisco 5, Calif, 
Howard Supply Co., 5125 Santa Fe Avenue, Los Angeles 11, Calif. 





At the January convention of the Na 
tional Association of Home Builders 
Carrier Corp., Syracuse, N. Y., pre- 
sented plaques to builders in recogni- 
tion of their leadership in the construc 
tion of airconditioned homes. Pictured 
left to right are David J. Long, repre: 
senting Ben Okun, Scarsdale, N. Y.; 
Mel Schroeder, Las Vegas, Nev.; Don- 
ald K. Vanneman, Atlanta, Ga.; Mel- 
vin H. Glick, St. Louis, Mo., receiving 
plaques from John M. Bickel, Carrier 
vice president. 


Delavan Manufacturing holds 
annual stockholder Meeting 


A NEW BOARD of Directors was elected 
by the stockholders of the Delavan 
Manufacturing Co., West Des Moines, 
Iowa, at their annual meeting held in 
the company’s office on February 9. 

At this meeting the following were 
named to the Board: Nelson B. Dela- 
van, W. Earl Safris, and B. Sheldon 
Goreham. Immediately after their elec- 
tion, the Board met and appointed the 
company’s officers for the year. They 
include Delavan, president; Safris, vice 
president and general manager; Gore’ 
ham, secretary-treasurer; David T. 
Morgenthaler, vice president—director 
of sales; Phil Tamasi, vice president in 
charge of production; and H. F. Roth- 
well, vice president in charge of engi 
neering. 


Emerson Electric elects 
O’Neil vice president 


EDWARD L. O’NEIL has been elected 
vice president, general sales manager, 
Emerson Electric Manufacturing Co., 
St. Louis. He will direct sales, sales 
promotion, advertising and public re 
lations departments. Other changes 
among company personnel: R. E. Otto, 
elected vice president, motors, has been 
with the company since 1914 and will 
serve in executive liaison and as con- 
sultant on sales policy. 

Gilbert F. Craig appointed assistant 
vice president, Industrial Relations. 
William L. Davis, Jr., appointed ax 
sistant vice president, Engineering. 
John A. Driy who joined the company 
in 1914 has retired as executive vice 
president. He became chief mechanical 
engineer in 1920, and was promoted 
from assistant superintendent to fac’ 
tory manager. 
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HAY WARD 


Rotary Atomizing Burners 
¥%, to 12 Gph 


Boiler-Burner Units 
400 to 730 Sq. Ft. EDR Steam 


Pressure Atomizing Burners 
%, to 10 Gph 


Boiler-Burner Units 
200 to 2000 Sq. Ft. EDR Steam 
Write for franchise information: 


HAYWARD OIL BURNER CORP. 
86 Kirkland Street, Cambridge, Mass. 
Factories in Brooklyn, 

N.Y. and Taunton, Mass. 

















RAJAH TERMINALS 


FOR OIL BURNER SPARK PLUG 
IGNITION CONNECTIONS 
Made in Two Styles 
CRIMP TYPE and SOLDERLESS 





Code No. C/T #11 


THE RAJAH CO., 35 Verona Ave., Newark, N.J. 


Code No. $-SOS 211 











Gut Filing Time! Fits Al Boxes 





ET Sree 
SAFE-FILL® TAPERED NOZZLE PLUG 


(Reg. U.S. Pat. Off. No. 2545233) 


SAFE-FILL@® nozzle plugs 

permit faster ry under 

—. instead of b y praviy 
Vented SA 


Because SAFE-FILL plugs are 

permanent, you need no other 

pipe fitting or wrenches. 
urdil 


flow. y constructed of syn- 
plugs (B2) Pop - at or thetic ony rubber designed 
grcesneeety pounds P.S to stand up under long, hard 
AFE-FILL plugs without usage in contact with oils, 
safety valve (Bl) pop out gasoline and similar liquids. 
at 10 pounds pressure. 


GUARANTEED for 1 year 
against defects in workman- 
ship or material, under nor- 
mal use. 


DEALER’S PRICES 


a top Hole in his | for 

1-3/8” O.D. Nozzle Tube, 
Plug Only (Bl) $1.95 Each. 
Plug With Safety Valve (B2) 
$3.95 Ea. 





B2 
PLUG 
WITH VALVE 


Sold Through Leading Jobbers 
Made By 








s ley MANUFACTURING CO. 


Lor 


NEW HAVEN, CONNECTICUT 


dloil 


420 HOWARD AVE 





| dramatic “fuel-saving’ check-up which will 



















| a _— Priced —_ 


» — ae | 


| KING ENGINEERING CORP. 


| Yo) ame B®) e Ann Arbor, Mich. 


MANUFACTURERS OF GAUGING EQUIPMENT FOR OVER 30 YEARS 

















L. Ted 


FYRITE 


bay Helps You Build 


Profits and Prestige 


servation will work wonders for you. It will 
establish you as a “fuel-saving”’ expert and 
help you corner an even larger share of im- 
mediate and future sales in your community. 

The MASTER KIT shown above will appeal 
particularly to those who want professional 
implements of highest quality and reliability, 
as well as of impressive display. The cost 
of the kit is very small compared to the 
sales and service profits it will bring you 










Combustion-testing builds business in two 
ways. First, it boosts service profits because 
with instruments any service job can be done 
in less time and by less experienced men. 
Second, it brings in new equipment business 
by spotting fuel-wasting burners through a 


convince even the most skeptical customer of 


the need for replacement or modernization. 
Keying your sales and service to fuel con- 


Ask your Jobber or Write for Bulletin 733 


BACHARACH Industrial Instrument Co. 


7301 PENN AVENUE PITTSBURGH &, Pa. 
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[] B-ee General Purpose 
Pumps 


C-E£E 
D-Ee 
E-ee 


Heavy Duty Pumps 
Underwriter Pumps 
Jacketed Pumps 

F-ee Sanitary Pumps 


G-EE 
H-ee 


COOSA ESESEESEHSEEHEESEESESESEOEHO HEHEHE 


Oil Industry Pumps 


LP-Gas Pumps 
]- EE 


J- EE 


Hydraulic Pumps 


Special Application 


Pumps 


ls te tee te eG 


Cedar Falls, lowa 


COS See RESESHESEREEHEHE HEHEHE HEHEHE HEHEHE HEHEHE EEE 


ANNOUNCING 


New Completely Packaged 
Quality Fuel Oil Trucks 
— 1955 CHASSIS — 


1300 GALLON Tank—2 Ton Chassis with 
6 — 8:25 x 20 — 10 Ply tires; complete 


1500 GALLON Tank-Chassis with 6—900 
x 20 — 10 Ply tires; complete ..$4725.00 
1600 GALLON Tank-2% Ton Chassis 
with 6 — 900 x 20 — 10 Ply tires; com- 


1750 GALLON Tank-Chassis with 6 — 
900 x 20 — 10 Ply tires; complete $5450.00 
2100 GALLON Tank-3 Ton Chassis with 
6 — 10:00 x 20 — 12 Ply tires, complete 

$6675.00 


The above base prices include all Federal 
Excise Taxes. The tanks include 2 com- 
partments, with 2” Printing Meter, 2” 
Pump, Electric Hose Reel, with 12514” 
3 Braid Quality Hose, 2” Seamless Steel 
Tubing lines, manifolded, complete light- 
ing system. Tank is of 10 Gauge shell 
construction with fully flanged heads. 


Wire or Write— 


RUSSELL OIL 
EQUIPMENT CORP. 


765 Humboldt Street, Brooklyn 22, N. Y. 


Now Latest Information on Viking Pumps! 


NEW CATALOGS 


Just check the catalogs you want. 
Attach to your letterhead and mail. 


VIKING PUMP COMPANY 


See our catalog in SWEETS 


SCHSCSHSESESSHESHSHESHSSHSSHESHESESHSSEHEHESEHTESESHEBEEEE 


COSC SHEETS SESHEHSESSEHEHSHESESEHEHHEHEHSHESHHEHEHEHEHEHE HEHEHE EE 
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Loosens Rusted Bolts 


nuts... screws... parts 


LIQUID. 
WRENCH 


A powerful blend of quick- 
acting solvents that frees 
“frozen” parts without 
breakage. Safe for all 
metals and alloys 


Makes joints 
LEAKPROOF! 
RRR 


BLENDS 


GASKET & JOINT 
SEALING COMPOUND 


, LI 
Makes all assemblies NON QUID TYPE 


ARDENING 
leakproof and pressure- GAs 
tight. Easy to apply with SEAL 


brush-in-handle. 


KET @& JOINT 
NG ComPouH) 
—— y 


@ NON-SOLVENT—WILL NOT HARDEN 
@ WILL NOT SHRINK, CRACK OR CRUMBLE 
@ HEATPROOF AND VIBRATION-PROOF 


TWO of the many famous SOLDER SEAL 
products available from your Automotive, 
Plumbing or Hardware wholesaler. 


RADIATOR SPECIALTY COMPANY 
Charlotte, N.C. 
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Springfield, Mass. Site 
of new Sid Harvey Outlet 


THE THIRTY-FOURTH store in its chain 
of outlets will be opened by Sid Har- 
vey, Inc., New York, N. Y., in the 
near future at Springfield, Mass. 

To be managed by Bill Rasefeld, the 
new store will carry the full line of 
Sid Harvey replacement parts for auto- 
matic heating systems including im- 
mediate exchanges of defective units 
for rebuilt items. It will be located at 
1077 Columbus Ave. 

W. C. Archer, president of Sid Har- 
vey of Va., Inc., announced that the 
Arlington branch has moved to 4020 
Sth Rd., North. This is about two 


miles from the old location. 


Penn’s “Controlorama” show 
tours twenty-three Cities 

AN ALL-NEW EDUCATIONAL SHOW, env 
titled ““Controlorama” has been devel- 
oped by Penn Controls, Goshen, Indi- 
ana. On February 28 in Little Rock, 
Ark., it began a tour of 23 central 
U. S. cities. The tour is slated to end 
April 20 in Grand Rapids, Mich. 

The objective of the tour is to pro 
vide information for heating, aircon 
ditioning and refrigeration engineers 
and servicemen, and although the first 
“Controlorama” was presented in 
1934, R. H. Luscombe, general sales 
manager, emphasized that, as in pre- 
vious years, the show has been rede- 
signed in an effort to keep pace with 
industry advancements. 

The Controlorama schedule includes 
the following cities: Little Rock, 
Arkansas, February 28; Shreveport, 
Louisiana, March 2; Houston, Texas, 
March 4; Corpus Christi, Texas, 
March 7: San Antonio, Texas, March 
9: Austin, Texas, March 11; Dallas, 
Texas, March 14; Fort Worth, Texas, 
March 15: Amarillo, Texas, March 17; 
Oklahoma City, Oklahoma, March 21; 
Tulsa, Oklahoma, March 23; Spring’ 
field, Missouri, March 25; Wichita, 
Kansas, March 28; Kansas City, Mis 
souri, March 30; St. Louis, Missouri, 
April 1; Evansville, Indiana, April 4; 
Cincinnati, Ohio, April 6; Dayton, 
Ohio, April 7; Columbus, Ohio, April 
11: Toledo, Ohio, April 13; Detrott, 
Michigan, April 14; Jackson, Michi- 
gan, April 18; Grand Rapids, Michi- 
gan, April 20. 
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